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REINSURANCE EXCLUSIVELY 
Casually Fidelity 


Surely Five 
Marine Mlied Sines 


COMPLETE AMERICAN PROTECTION 


99 JOHN STREET, NEW YORK 38, N.Y. 
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PROTECTION 


needs 
space age 
merchandising 


Just as the U.S. Arsenal is made up of specialized missiles for all types of pro- 
tection, so too should a progressive agent have MERCHANDISABLE insurance 
coverage that competitively meets every need of family protection. 

The Security-Connecticut Group offer complete personal and business insur- 
ance service, including life, accident, fire, casualty, group, automobile, marine, 
bonds. You can sell insurance plans that can be merchandised — modern in 
scope and priced to meet the direct-writer competition. Sell family protection — 
and protect yourself with Security — the multiple-line company pledged to the 
American Agency System. 


This fascinating booklet contains every important missile in the U.S. arsenal — 
each one in full color, identified by name, mission and manufacturer. And it’s a 
treasure-trove of facts about up-to-date, streamlined insurance for every need 


too! Your clients will want this dramatic, useful booklet — tuned to our times, 
tailored to their needs — send for it now! 


Multiple line stock company handling all forms of personal and business insurance including 
Life Accident Fire Casualty Group « Automobile Marine Bonds. 


THE SECURITY-CONNECTICUT INSURANCE GROUP 
SECURITY INSURANCE COMPANY OF NEW HAVEN 
. THE CONNECTICUT INDEMNITY COMPANY 
SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


“p o* HOME OFFICES: NEW HAVEN 5, CONNECTICUT 
ANCE 
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Insurance Stocks Best’s Stock Index 


Furnished through the courtesy of The First Boston Corporation 
1959 Range Bid Price 
Fire ond Casualty Companies Low 12/31/59 
Aetna Casualty 164 
Aetna Insurance 60'/, 75 
Agricultural Insurance 26% 
American Equitable Assurance 
American Genera! Insurance 
American Home Assurance 
American Insurance 
American Re-insurance (A) 
American Surety (C) 
‘ Bankers & Shippers Insurance 
Boston Insurance 
Camden Fire Insurance 
Continental Casualty (1) 
Continental Insurance (G) 
Employers’ Group Associates 
Employers Re-insurance 
Federal Insurance 
Fidelity & Deposit Co. of Md. (H) 
Fireman's Fund Insurance (A) 
General Re-insurance 
Glens Falis Insurance 
Globe & Republic Insurance 
Great American Insurance Vs 
artford Fire Insurance 168 
Hartford Steam Boiler Insp. & Ins. (B) J End of 30 Fire 30 *500 30 Fire 30 
Home Insurance Company 56% 46 Month & Cas. Life Stocks & Cas. Life Stocks 
Insurance Company of North America 
Jersey Insurance Co. of N. Y 2 January 28.3 144.0 37.5 191.5 
Kansas City Fire & Marine Insurance ional 28.7 142.3 37.8 186.3 
Massachusetts Bonding & Insurance are 29.0 142.6 37.3 184.5 
Massachusetts Protective Association 66 i 29.2 142.3 i 37.5 188.7 
2M 29.1 146.2 36.5 183.4 


Merchan 7 anufacturer nsu 

298 1478 45.2 352 180.3 
National Union Fire Insurance 4 30.5 159.2 « 37.2 198.0 
New Amsterdam Casualty 0 See. 30.7 160.9 s 36.6 198.4 


New H i nsuranc 

North River Insurance / 33.2 170.7 ° 33.7 184.1 
Northeastern Insurance / ' November ... 34.4 187.8 ° 35.8 188.7 


: Nartwectora National insurance December .... 36.7 191.0 52.5 37.9 190.4 59.9 
Ohio Casualty Insurance 
Old Republic Insurance s Index base for the three above, 1941-43 = 10. ; 
: Pacific Indemnity i * Standard & Poor's daily stock price index of 425 industrial, 25 railroad 
5 Pacific Insurance x and 50 public utility stocks combined. 
Peerless Insurance 
Phoenix Insurance 
Providence Washington Insurance 
Providence Washington Insurance, Pfd 


Reliance Insurance (D) 

Reinsurance Corporation of New York Buildin Cost I d 

St. Paul Fire & Marine Insurance m ex 
St. Louis Insurance 

Seaboard Surety (A) (K) 

Security Insurance 

Springfield Fire & Marine Insurance 
Springfield Fire & Marine Insurance, Pfd 
Standard Accident Insurance 

Trinity Universal 

U. S. Fidelity & Guaranty (L) 

U.S. Fire Insurance 

Westchester Fire Insurance 


Life Companies 

Aetna Life (B) (K) 

American National Life 

Bankers National Life 

Business Men's Assurance 

Beneficial Standard Life 

California Western States Life (G) 
Commonwealth Life (Louisville) (A) 
Connecticut General Life 
Continental Assurance (A) 

Franklin Life 

Gulf Life & 
Jefferson Standard Life 

Kansas City Life 


Liberty National Life (A) ' Avg. Oct. 
Life & Casualty 1939 1959 
Life Insurance Company of Virginia (C) ° ° 
Lincoln National Lite 44 Boston 210 734 Minneapolis 
Massachusetts Indemnity & Life Ma New York 219 778 Kansas City 
205 750 Louis 
North American Life (Chicago) y 2 Baltimore 198 728 Atlanta 
Philadelphia Life (E) Philadelphia 196 687 Dallas 
4 Pittsburgh 219 697 New Orleans 
Southland Life (B) Cincinnati 209 692 Denver 
Southwestern Life (B) (K) Cleveland 206 708 Seattle 
Travelers 2 i i 
2 205 654 San Francisco 
States ndianapolis 206 710 Los Angeles 


West Coast Life Detroit 208 758 
djusted 25% stock dividend : . 
shock dividend Milwaukee 209 735 National Average 200 
Adjusted r 4% stock dividend 
Adjusted 5% stock dividend 
Adjusted 20% stock dividend 
Adjusted 10% stock dividend 
Adjusted 2 for | split and 12'/.% stock dividend 


This index (1918 = 100) applies to construction only and does not in 
clude building fixture items such as plumbing, heating, lighting, sprinkler 
system, etc. It is based on average costs under normal conditions with no 
for | allowance for overtime, premiums on materials, or special conditions. It is 
Adjusted 00 » stock dividend the composite of four types of buildings, frame, brick, concrete and steel 
Adjusted or | split —and therefore should be used only as a trend as it is not applicable to 


Adjusted 2 for | split and 10% stock dividend specific buildings. Furnished courtes i i 
an = ret y of the American Appraisal Com 
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Securities Markets 
suit every need 


Institutional 
Investors 


The 


FIRST BOSTON 
CORPORATION 


15 Broap St. © NEW YORK 5 ¢ Dicpy 4-1515 


Securities of the United States 
Government and its Agencies 

State, Municipal, Revenue and Housing 
Securities 

Bonds, Preferred and Common Stocks 
of Industrial, Public Utility and 
Railroad Corporations 

Bank Stocks 

Casualty, Fire and Life Insurance Boston PirtTsBURGH CHICAGO PHILADELPHIA 

Company Stocks 


; San FRANCISCO CLEVELAND 
Bankers’ Acceptances 


Securities of the International Bank for 
Reconstruction and Development 


/ Cnderwriter Distributor Sealer 


nuestment, COUPES 


Canadian Securities 


External Dollar Securities 
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One of a Series 


now! BOSF ON 
is nearer... 

mwherever you 

. are! 


JOHN S. PEARCE, San Francisco Regional Manager (standing 
atright) with (1. tor. seated in foreground) RICHARD A. RYAN, 


Superintendent, Loss Dept.: BERNARD A. MADDOCK, Office 

Vanager; and (I. to r. seated in background) ® 

pepuy, San Francisco Asst. Manager: M. PENNOCK, SAN FRANCISCO 


Senior Fire Underwriter; ARNOLD B. Goop, Special Agent, Boise, 
Idaho; JAMES FAVEN, Manager, Ocean Marine Dept.; 
: R. wisk, State Agent, San Jose, Calif.; w. ¢. NEEDHAM, Special 


{gent, Sacramento, Calit.: WINDSOR A. BROWN, Manager, Inland 
Marine Dept.; CHesteER K. AMES, Ocean Marine Dept.: and (1. to 
r. standing) FRANK T. ROBINSON, Special Agent, Portland, 
Oregon: DAVID S. BURDEN, Special Agent, San Francisco 


W Regional Office @ Principal Branch or Service Office @ Managing Generai agency 

Independent Insurance Agents doing business all over 
America bring their clients faster, more dependable seryv- 
management of an organization that maintains a long 


th the Boste & Ce ‘ 
ice through the Boston Insurance Group’s decentralized tradition of integrity and dependability. It is an approach 


i atu strategic: ate 
Local Home Office” organization. A strategically-located which today benefits more than 8,000 Independent 


ttwork of LL Regional O 45 al Bri 
network of TL Regional Offices, 45 Principal Branch and Insurance Agents, writing in all fifty States, the Com- 


Service Offices, and 13> Managing General Agencies 
as monwealth of Puerto Rico, Virgin Islands and Canada 


assure local Agents of the close contact and informed 
and in foreign countries through our foreign depart- 


cooperation that minimize Agent problems con- 
I > I ment, the American Foreign Insurance Association. You 


tribute to sounder client 
tionships too can take advantage of the superior service Boston 


Behind this modern approach to service under the brings to your area. For complete details, contact your 


American Agency System is the vouthful. progressive Boston Group Local Office. 


i BOSTON INSURANCE GROUP 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY 87 STREET 
BOSTON INDEMNITY INSURANCE COMPANY \ 


EQUITABLE FIRE INSURANCE COMPANY e CHARLESTON, SOUTH CAROLINA toes 
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company developments 


Admitted 
American Nat | F C New York. N. Y 
Admitted 
F C New k N.Y 
COLORADO Licensed 
Underwriter We rad 
Admitted 
Cire & Ca West Hartford. Conr 
Mortqaae jaranty Mi waukee W 
DISTRICT OF Admitted 
ambridae And Mas 
HAWA Admitted 
M Wausa W 
Equity Ge Mia 14 
INDIANA Admitted 
Kentucky Ir nce pany l ville. kK 
ecurity Nationa siveston, Texa 
KANSAS Licensed 
Mid-A a Mutual Ind. A fF burg, Ka 
Examined 
Midila Erg Ka 
KENTUCKY Admitted 
TI Reinsurance +N. Y New York, N 
WwW M f WwW Ma 
Withdrew 
Pacit F Va Br bia 
MAINE Examined 
W w M ( WwW wich, Maine 
MARYLAND Admitted 
Univers U Kar M 
MASSACHUSETTS, Admitted 
Mutual Fire h anne 
INS t [ Texas 
Examined 
A A an M W ak M 
Lowe M Ma 
MICHIGAN Licensed 
A way Und A Art MA 
Examined 
M ne 
Mu} M 
MISSOURI Licensed 
MONTANA Admitted 
NEW JERSEY Admitted 
NEW YORK Licensed 
ek k oN 
Examined 
OHIO Withdrew 
PENNSYLVANIA Admitted 
R Ne 
Exam'ned 
A M 
A M Phiiade'phia, Pa 
R 4 Montoursville. Pa. 
Tt Ma 
Me 
The N W 
» Mille Mut Wilkes-B 
Mutua ne 
Susquehanna Valley New M 
RHODE ISLAND Examined 
A ; t M A 
My A 


~ seal CAROLINA Admitted 
;-Ameri In 2a Fr 3 
Examined 
American Mutual Fire Ins. C Charleston, S. C 
C a Nationa nha 
able Fire Ir Cha 
sranty Fire & Ma G 
TENNESSEE Admitted 
Na nwide 3 Dus, 
United Put Indiana 
TEXAS Admitted 
Bay State r rance Ang ver Ma 
Reinsurance Company 8 Ma 
Merged 
Atti iated Jerw an Exch > Underwr 
klere Underwrit Jividual Underwrit 
Met 4 New York R Und 
write New York, New York snd Underw 
Exchar Ka ie M 
Ar an Recir New Y k, N. Y 
WASHINGTON Admitted 
yiryland Mutua r C Ma 
Withdrew 
Minneag Minnesota M M 
WEST Admitted 
Nationw oT; t 
vania rer r adeiphia, Penna 
Prarn r In C Fra 
WISCONSIN Withdrew 
Fide and Guaranty Ins. Undw., Ir 
WYOMING Admitted 
in ance Company South Bend, Ind 
PUERTO RICO Admitted 
i Ar 9 
ALBERTA Withdrew 
v € Wast 
ONTARIO Admitted 
La Mx Wenera mada M 
QUEBEC Licensed 
P slabs La Salabe 


20 
26 
4-5 


8-10 
17-19 


18-20 


20 
20-24 


22-24 


conventions ahead 


JANUARY 
Florida Field Conference, Meeting, Floridan, Tampa. 


Mutual Ins. Agents of Conn., Inc., Meeting Statler, Hartford. 
FEBRUARY 
Conference of Mutual Cas. Cos., Fire Conf., Conrad Hilton, 


Chicago. 
Health Ins. Assn. of America, Drake, Chicago. 

Mich. Assn. of Ins. Agents, Midyear, Sheraton-Cadillac. 
Detroit. 
Texas Assn. of Mut. Ins. Agents, Inc., 
Perry, Austin. 
Florida Field Conference, Mayflower, Jacksonville. 
American Bar Assn., Midyear, Edgewater Beach Hotel, Chi- 
cago. 
Nat'l Assn. 
Raton. 


Midyear, Commodore 


of Surety Bond Producers, 


Boca Raton, Boca 


MARCH 
Ins. Undw. Assn. of the Pacific, Sheraton-Palace, San Fran- 
cisco. 
Nat'l Council on Compensation Insurance, 
Council, New York. 
Cleveland Insurance Day, Seventh Annual, Manger, Cleve- 
land. 
Insurance Club of Pittsburgh, Hilton, 
Conf. of Mutual Casualty Cos., 
Hilton, Chicago. 


Office of the 


Pittsburgh. 
Underwriters Conf., Conrad 


Tri-State Mut. Ins. Assn. of Pa., Md. and Del., Pittsburgh- 
Hilton, Pittsburgh. 
New Jersey Assn. of Ins. Agents, Midyear, Story-Trent 


Trenton. 


Best's Fire and Casualty News 
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TIMES 
EASIER! 


10 WAYS THIS PLAN HELPS YOU SELL MORE COVERAGE TO MORE CUSTOMERS: 


1. CHOICE OF PLANS 10 level payments for 1, 
3 and 5 vear policies, 30 payments for 3) and 
5 vear policies. 

2. LOW DOWN PAYMENT Your customer pays 
only 1/10 or 1/30 down, depending on payment 
plan selected. He doesn’t tie up a lot of eash in 
down pavments, 

3. NORMAL INTEREST 6° interest rate is no 
higher than interest on most other payment plans. 
1. CONVENIENCE — Write up the plan right there 
in vour own office. No need to go to the bank to 
arrange details. 

5. REACH NEW PROSPECTS — Now you can offer 
the advantage of time payments to a wide new 
market of new prospects who are stymied by the 
size of annual premiums, 


Send for your 
Personal Phoenix 
Plan Salesmaker 


Kit Today! 


6. SELL NEW COVERAGES — Monthly payments 
whittle down the premium payments to “bite” 
size. Your customers can afford to buy the addi- 
tional coverages they ought to have. 

7. COMMISSION PAID PROMPTLY The Phoenix 
pays vour commission at once on the full amount 
of the premium for all policies financed under the 
Phoenix Plan. 

8. NO COLLECTIONS — The insured pays direct, 
saving vou the time and trouble colleeting and 
forwarding premiums. 

9. SIMPLIFIED CREDIT 2 
approval is sufficient. 


Your underwriting 


10. COMBINE SEVERAL POLICIES INONE MONTHLY 
PLAN Your customers can combine 1. 3 or 
5 vear term policies in a 10 payment plan, and 
their 3 and 5 vear term policies in a 30 payment 
plan and cover them both with one cheek a month, 


& 


Dhoenix of Hartford 


Hartford 15, Conn. 
Please rush my PHOENIX PLAN Salesmaker kit. 


Name 


Agency 


Street 


City Zone State 


ct 
4 
Kee 


RESULTS! ADDITIONAL PREMIUM INCOME 


FROM A HIGH-POTENTIAL MARKET....developed by 
the new C&F business interruption Test-Check. 


Now, the exclusive C&F Test-Check ap- A C&F fieldman will be pleased to show 
proach to selling (proven successful in 
the merchandising of the Homeowners 
Policy) is showing the way in the produc- ; 
tion of business interruption insurance. our office nearest you, or write Sales 


you how the new Business Interruption 
Test-Check develops premiums. Contact 


Department. Crum & Forster Group of 


. diversifying agency volume. 
. improving protection plans. Insurance Companies, 110 William St., 


. opening the door to new accounts. New York. 


UNITED STATES FIRE INSURANCE CO. 
Organized 1824 
THE NORTH RIVER INSURANCE CO. 
Organized 1822 
WESTCHESTER FIRE INSURANCE CO. 
Organized 1837 
THE WESTERN ASSURANCE CO. 
U.S. Branch . . . Incorporated 1851 
THE BRITISH AMERICA ASSURANCE CO. 
U.S. Branch . . . Incorporated 1833 
110 WILLIAM STREET 
NEW YORK 38, NEW YORK 


CRUM & FORSTER GROUP 


of Insurance Companies 


SOUND, DEPENDABLE INSURANCE 


EASTERN DEPT. NEW YORK © WESTERN DEPT FREEPORT. Jit © PACIFIC DEPT SAN FRANCISCO + SOUTHERN DEPT ATLANTA + ALLEGHENY OHIO DEPT. PITTSBURGH + VIRGINIA CAROLINAS DEPT DURHAM WC 
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ee? fundamental principle in in 
surance theory is that of “dividing 
the losses of the few among the risks 


of the many Years of successful 


practice have validated this” prin 
a departure from it will, un 
derstandably, meet with objections 


ciple; 


from those interested in’ preserving 
the unquestionably firm structure of 
the insurance industry. Of late, the 
adoption in many areas of merit 
rating plans for automobile insur 
ance has caused some protest among 
Msurance men of wide experience 
See page 20 for a discussion of Thy 
eluto Insurance Dilemma 

eee The insurance industry is not 
a charitable or a cooperative ven 
ture; it is a business, and, as such. 
involves the right and the necessity 
of making a profit. It is unfortunate 
but true that the aggregate of fire 
and casualty companies rank low 
among the protit-making businesses 
of the country; since the end. of 
World War Il they have been in 
the bottom quartile, 


vear, 


profit Wise, 
Profits Con- 


sclousness, On page 33, stresses the 


nearly every 
mmpoertance of the profit motive in 
our mdustry 
eee The importance of electronic 
machines to the insurance industry 
Is growing almost visibly nowadays 
compames in ever-increasing num- 
hers are making such installations 
Many 
already 
proved completely successful; others, 
due to the still developing status of 


for all kinds of operations 


such innovations have 


electronic machines, 
partially so. To 


have been 
any COMpan or 
the use of 
electronic machines, accounts of suc 


agency contemplating 


For January, 1960 


cesstul Operations hy other concerns 
are extremely helpful, in giving an 
idea of the 


sorts of Operations bor 


which the machines are suitable and 
the procedures for using them which 
have been found most satistactory 


The National 


Underwriters. 


Bureau of Casualty 


has utilized 


Computers for -letuarial 


which 
Studies to 
good advantage, offers some of the 
benetits of its experience in the ar 
ticle on page 60 


business is the underwriting of fire 


with the men whose 


risks, those most vitally interested 


mn fire protection and prevention are 


the members of the fire equipment 


industry ; those engaged in the ce 


velopment and manufacture of ce 


1 


vices for preventing fires, and thus 


cutting down the financial losses 


caused by them Lhe tire equipment 


industry is eager to promote. In 


itself and the 
dustry, Cooperation for Fire Pri 


tween Insurance 
tection, Interested in the same goals 
and working with the 
tomers, the two 


same cus 
industries might 
well work together, combining the 
special knowledge of each in order 
to decrease the country’s appalling 
annual loss by tire of both lives and 


See pane 


property 


Compulsory automobile 


insur 
ance presents a problem 
writing which must be examined 
While it may 

simply a part of the 
automobile insurance scene today. it 


could 


with great care 
pear to be 


mean, if it is not 
carefully, the 
private 


watche | 
eventual deat! ot 
automobile underwriting 
The tremendous numbers of yout! 


ful drivers are increasing every year, 


causing endless changes in the un 
derwriting picture. It is, of course. 
of the greatest importance that the 
Insurance 


auto 


industry find 
and better wavs of providing the in 


more 


surance service bemg demanded by 


\ tull discussion of 
the problem with some of the long 


range etfects to be 


today's society 


anticipated ap 
pears on page 89 in an article entitled 
“Compulsory” 


= 


Phe handles 


some of the most interesting aspects 
of the 


clams acdypuste 1 


msurance busimess. In his 
work he often comes up with most 
novel, original solutions to problems 
losses 


arismg trom 


proble h 
as recovery, loss tabulations and 
With 


history of this kind of Gordian knot 
cutting 


ad 
justment of damages 


a long 


behind 


him, one adjuster 


engimeered vet another innovation, 


the relation of Electronics and ld 


ustitents, im settling a large and 
enthusiastic 


about the results obtained Dy the 


tangled claims case 
use 
of electronic machines his held, 
the adjuster relates the details of his 


satisfactory Venture automation 
in the article on page 97 


ast Mav, the National 
Casualty Underwriters filed 
nm California its 


“sate driver insur 


that 


rating plan has 


Since 


plan.” time, the 


merit received 


] 


great deal of attention and has. in 


one form or another, been mtro 


duced on a wide seal 


all over the 


country. The primary basis for rat 


mg is a pomt scale founded on the 


number of moving-trattic violations 


and accidents in which the insured 


has been involved. Such plans are 


by no means new. Insurance con 


england 


panties om 


Canada, and 


Sweden have had such 


sVstems in 


Operation tor vears. and 


a handtul 
of companies in the United States 


have also accumulated 


number of 


exper nce 


over a with 


vears such 


plans Companies initiating — the 


first time can 
profit by the information on Merit 


merit systems for the 


Pemerit Rating Plans given by the 
representative of one company which 
has had 


such operations in 


number of vears 


etfect 
tor a 
105. 


see page 
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REINSURANCE 


THE PLUS FACTOR 


in modern underwriting 
is Reinsurance—a part of 
most substantial insur- 
ance transactions. 


Underwriters find that a 
treaty with Employers Re 
adds the needed capacity 
and security to make the 
day’s work easier. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MO. 
Insurance Exchange Bldg. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William Street 175 West Jackson 100 Bush Street 
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NSURANCE SHARES fluctuate in price for the same 
econlonie reasons that cause other stocks 
to move—the outlook for profits and growth. Over a 
period of years fire and casualty insurance shares have 
kept pace with the general market, sometimes running 
ahead of it and sometimes following it. However, since 
the middle of 1955 insurance shares have lagged ma 
terially below the general market because of poor under 
writing results due to rising claim costs, inadequate 
rates, broadened and experimental policy contracts and 
ink reased competition, 


Low Point in 1957 


The vear 1957 marked a low point in the fortunes of 
property-casualty carriers. The industry was ina period 
of near black despair faced by rising loss ratios and fall 
ing security prices which, together, in 1957 caused a dri p 
of some $725 million in surplus funds of the stoek eat 
riers. During 1958 concern was replaced by limited 
optimism as red underwriting figures shrank and the 
sharp rise in stock market prices more than restored, 
on an unrealized basis, the paper losses of the preceding 
vear. In fact, total surplus funds Jumped by over $1 
billion in 1958. and casualty 
shot up 43°7 in 1958, with a burst of strength in the last 
quarter, while the 
38%. 


Our index of tire stocks 


general market staged a rally of some 


False Start in 1959 


The vear 1959 


dence 


started on a note of cautious conti 
shattered by a sad first 
quarter, Underwriting experience was just about as 
had as the first quarter of 


which was soon 


very 


1958 which ranked well up 
among the most disastrous in history Insurance share 
prices stood still while the general market continued to 
rise by nearly 15¢; \ugust. In the 
ensuing sell-off insurance shares proved slightly more 
vulnerable than the general market but by 


to a new high in 


year end 
both our index of fire and casualty stocks and Standard 
& Poor's index of 500 stocks had regained all of the lost 
ground 


lor the vear our index rose about 3% te 34.9 
while the general market advanced by about 14 te 50.9 

\s pointed out in Reviews and Preview on page 14 the 
fire and casualty industry broke modestly into the black 
in 1959 despite continued serious losses on automobile 
hodily injury business and sharp deterioration in work 
While profit margins are still I 
most lines the 


men's compensation 
low normal for 


losses 


trend in and 
expenses is encouraging. With general business boom 
ing and automobile sales expected to rise in 1960. insur 
ance premiums should continue to advance but probably 


at a modest pace due to the multiplicity of changes in 
rating structures on automobile lines and packaging of 


personal lines at reduced rates Competition is exerting 
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insurance stock trends 


tremendous downward pressure on profit margins even 
before normal protit margins exist. These pressures will 
make it increasingly difficult to reduce loss ratios but 


are ¢ Xpected to squeeze expense Tatios lower 


Market at All-Time High 


The bull market in stocks has been undet way fot 
more than ten vears—since June 1949. It closed the 
an all-time high with stocks in the Dow Jones 
industrial group selling at about 19', times estimated 
earnings 


vear at 


\verage stock vields have been pushed down 
below 3% while top grade corporate bonds now pay 
better than 44247. Bond portfolios show considerable 
depreciation but are carried at 


amortized values for 


statement purposes and are generally held to maturity 

\lthough the prevailing view is that stocks will make 
a new high in 1960 there is some question that the an 
than Mar 


ket averages always obscure the many cross currents of 


teipated rise may average much mor 
substantial swings in individual groups or companies 
Of 96 major stock groups reported by Standard & 
Poor's, approximately one-third were priced lower at 
the end of 1959 than at its beginning while other groups 
forged ahead at two or three times the average rate 


Insurance Stocks May Gain Favor 


In a mixed and selective market. such as 1060 May 
prove to be, fire and casualty stocks stand to gain favor 
as sound defensive holdings. They are, on the average, 
no higher than a year ago and only about 10° above the 
previous June 1955 high. They are thus substantially 
below many other groups, with a number selling below 
so-called liquidating values and some even below book 
values. Insurance compames normally keep cash divi 
dends to stockholders well within net Investment income 
and retain in the business all other earnings from either 
Investments or underwriting. The excess of investment 
income over dividend pay-out in many cases more than 
offset underwriting losses. [In addition, carriers enjoved 
substantial appreciation in their stock portfolios so in 
trinsically are in an improved position 
period 


During the 
t underwriting losses most companies did not 


increase their dividends despite substantial gains in net 


Investnent mcome. As they become freed from the drain 
of underwriting losses many carriers will be in a posi 
tion to merease dividends; in fact the trend has already 


started. The outlook for 1960 holds promise that it will 


he a vear of progress for insurance carriers. Well se 
lected fire and casualty stocks therefore appear attrac 


tive for medium and long-term investment Year-end 


closing quotations of actively traded insurance stocks 
appear on page 5 and a detailed table of price trends 
tor a period of vears Of some fitty compames wall be 
found on pages 114 and 115 
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Reviev 


Hi OPEN SEASON for 1960 forecasts 1s well under 
| yma and this vear many predictions also encom 
Pass the new decack 
pectations Tor “The Golden Sixties,” 
\ge and “Men On The Moon.” 


yectinyg 


There are great hopes and ex 
“The 
()ptimists are pro 
of growth for the Sixties than 
was experienced in the Fifties. By 1970 the urbaniza 


Space 
al higher rate 
tion of a growing America may encompass no less 
than 140 million people in vast sprawling cities, leaving 
less than 65 million in rural areas. Fanuly income ts 
expected to imerease from about S6O,6000 to possibly 
$9,000 a year by 1970, private passenger automobiles 
from S58 million to SO million and evervone will have 
more lemure tine 


Forecasting Not a Science 


We must remember that economic forecasting is 


This 


is Hlustrated by what the steel strike did to some prog- 


not a science but depends upon a thousand “ifs.” 
nostications. Although it took considerable steam out 
second half of 1959 it will add. to 
activity in 1960 and probably postpone any business 
let-down until 1961 


of business in the 


if the strike is not resumed or 
i there is not a serious strike on the railroads. Pre 
dictions are no better than the assumptions on which 
they are based and assumptions are subject to constant 
revision, Growth is not automatic, a rising population 


does not of itself bring prosperity and there are many 


serious unsolved problems ——for America and for the 
Insurance imdustry \ll business faces continuing 
challenge. The vears ahead will be fabulous only if we 
make them so 


Threat of Inflation 


lntlation is stl ranked as the number one threat by 


many experts and certainly holds particular significance 


for the insurance industry. The wage-price spiral of 


the Fifties has been slowed but not stopped and the 


underlying trend continues to be toward more inflation 
Phe dollar's value fell 
a 47 cent dollar in terms of 1939 purchasing power 


and is expected to decline again in’ 1960 


( ‘reeping 
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one more cent m 1959 to become 


inflation lulls many people into complacency but should 
prices rise only 2 a vear, they will make today’s 
already depreciated dollar worth 80 cents by 1970. 

Phus insurance probably will continue to face rising 
loss costs, the danger of lagging rate adjustments and 
to push for proper relationship of 
insurance to value. 


the Necessity 
Another concern is the trend in 
borrowing. Americans already owe S800) billion in 
public and private debt and it is climbing at the rate of 
$63 bilhon dollars a vear. The wide-spread use of 
installment credit revolutionized buying habits but in- 
surance remained aloof until very recently and has not 
vet accepted it as a recognized way of life. Consumer 
debt alone probably reached $50 billion and 
has been growing twice as fast as consumer income, 
Money is tight with interest rates at their highest point 
in thirty 
downward. 


vears. Hlome building is therefore heading 
But Christmas buying reached all-time 
highs with only autos in short supply and 1960 prom 


ises to be a record vear for the economy as a whole. 


Insurance Has Own Problems 


\lthough insurance operations are affected by gen 
eral business conditions, the industry has its own prob- 
lems and has been weathering a very depressing period 
in the midst of general prosperity. As one insurance 
executive succinetly stated, “Business is fine, except 
for the losses.” That, of course, is an over simplifica 
tion. Many other problems face the industry, some 
hnult up over a period of vears and others spawned by 
the stepped-up competition due in no small measure 
to changes in marketing and merchandising introduced 
by a few aggressive carriers tapping the new mass 
automobile market. 

During the Fifties insurance companies faced general 
inflation im claim costs due to rising values of materials 
and services, lower purchasing of the dollar, increased 
claim consciousness of the public, and unwarranted de 
lays in securing approval of some needed rate imereases 
\t the same time, generally orthodox companies taced 
growing competition made more intense by specialty 
such carriers now underwrite an estimated 30° of the 


carriers operating on a lower commission basis. 
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private passenger automobile business and are expand 
ing their operations into other fields of insurance. The 
efforts of their so-called captive agents are supple 
mented by marketing programs designed to pre-sell the 
customer via newspaper, magazine, billboard, radio, 
television and direct mail advertising. ‘The industry is 
in the midst of 
spreading beyond the automobile field 


a merchandising revolution which is 


Competitive Measures 


Company managements and bureaus have not been 


standing idly by watching this competitive attrition. 
The very serious situation created both opportunity 
and a necessity for managements to become more ef 
ficient, reduce operating costs, correct unsound prac 
tices and develop competitive rating plans and new 


policies. Acquisition cost loadings on auto lines have 


been cut in most jurisdictions and safe driver award 
plans have been introduced in several states to lower 
the rates for accident and violation free drivers while 
penalizing further the less desirable risks. Carriers have 
brought out special single limit policies on a six months 
continuous basis with direct company billing and re 
duced commissions. Some are combining the single 
limit policy and merit rating. There is also talk of in 
suring the driver rather than the car which would tie in 
readily with merit) rating but would 


more require 


changes in safety responsibility laws. 


Talk Price and Get Quality 


While these plans are all designed to permit agents 
and companies to talk price and get quality at the sam 
time, there are so many variations that the picture is 
and in territories the rate cuts are 


contused some 


enough to almost take on the aspects of a 


could be 


\lso there is no way of knowing until experience ¢ 


rate war. 


Competition by misclassification disastrous 


velops whether the total premium income may not prove 
inadequate from unbalanced distribution of debits and 
lans because business some 
into the rated cate 
The net result is likely to be an over-all reduc 


credits within these merit p 


how alwavs tends to flow lower 
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Preview 


tion im premiums accompanied by additional expense of 
processing business under the requirements of the vari 


oll 


is plans. Even co-operative rate making is threatened 


} 


with disintegration. We foresee a period of very aggres 


sive competition in rates, classifications and coverages 


with substantial turmoil until these experimental plans 


have shaken down. Competition is exerting tremendous 
downward pressure on profit margins even before nor 


mal profit margins exist 


All-Lines Underwriting 


Package policies have grown in popularity and ac 
count selling 


is being pushed with premiums paid on 
The 


trend toward all lines underwriting continues with addi 


some form of deterred budget or installment plan 


tional fire and 


casualty companies entering the life tield 


either through acquisition of an existing company or 


the organization of a life insurance subsidiary. Nearly 
all of the leading fire and casualty groups have entered 
the lite field or plan to do so. This may not be a one 
way development for long as a legislative hearing has 
heen scheduled in New York in January to listen to 
mav lead to a change in the 


lite 


arguments which invest 


ment law to permit companies to own fire and 
casualty carriers. 

lf and when the life companies licensed in New York 
are permitted to own property carriers competition will 
he increased still further and may well lead to changes 
in methods of operation, When lite and property groups 
sales torce, there 1s a 


Life 


dependent business men representing several competing 


Integrate their sales in a single 


clash of marketing philosophies agents are not in 


compames, They are more like the so-called captive 
agents in the fire and casualty field as thev are tied to 
one company and trained to sell and keep selling. They 
are not involved in collections and yearly renewals 
which are handled direct by the company. Selling costs 


are also lower in the life field 
\lthough the skies are still far from clear and 
ominous clouds hang over some of the most important 


segments of the business, the vear 1959 showed modest 


1 


nnprovement m over-all exNperience and promise 


i 
ae 
\ 
2 
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Review and Preview—Continued 


that the painful private recession of the fire and casualty 
business is on the out. The trend toward higher 
which 1955 and grew 
progressively worse in 1956 and 1957, was finally re- 
1958. The year 1959 started on a 


losses, first became evident in 


versed in note of 
optimism. This was soon shattered by a very sad first 
quarter, reflecting the adverse conditions of the coldest 
winter nationwide in over a half a century. Experience 
was just about as bad as the first quarter of 1958 which 
ranked well up among the most disastrous in history. 
Fortunately, marked improvement occurred in the fol- 
lowing quarters 


Underwriting Experience Improves 


Qn a basis of preliminary figures and estimates, net 


preniums advanced by nearly to reach about 


billion for stock carriers and nearly billion for 


mutual carriers in 1959. With December usually a bad 


month for losses and the final review of loss reserves 


still to be made by many carriers, it is difficult to pin- 
pomt exactly the ratio of 


losses 


earned 
ur best guess at the moment suggests a 


incurred to 
premiums 
decline of less than two points in loss ratio which would 
bring the over-all losses incurred to earned 
premiums down to about 62¢¢ for all stock companies. 
Phe over-all expense ratio to written premiums prob- 
ably declined just over 1% which should 
loss and expense ratio down trom 
in 1959, 


ratio of 


to about 35% 
bring a combined 
100°) in 1958 to about 97% 
Llowever, 


that 


iwerages submerge the wide differences 
eXIst among various companies; differences that 
are fundamental to their plan of operation or the classes 
of business underwritten. The last four vears have been 
far trom satisfactory for a majority of important com 


pamtes and most of the generally orthodox multiple line 


carriers are reporting over-all combined loss and ex- 
pense ratios at | 
all 


east two points above the averages. Not 
carriers are out of the red and those underwriting a 
relatively 


large volume of automobile bodily injury Tia 
bality 


business have been particularly hard hit. 


Automobile Experience 


\utomobile insurance is the largest classification. of 
business underwritten aggregating nearly $4 billion in 
1959 in the stock held 40°) of the 


\utomobile insurance is divided roughly 


company about 


OVel il] total 
inte three parts; bodily injury which adds up to just 
ove! property damage at some 20% 


and physical damage a little under 400. 


experience 


has been markedly ditferent. Bodily injury has been 
consistently unprofitable, running up a ten vear under 


writing loss exceeding $750 million on some $11™% 
Dillion im premiun s. Volume rose another 1067) in 1959 
(largely on rate increases) to $134. billion loss 
ratio declined nearly three points which still leaves 


it at nearly 7¢ Ikxpenses may have been squeezed 


downward by nearly two points to about 30°¢ which 
would leave the line approximately six points in. the 
red. Part of this grief has been coming via assigned 
16 


risk pools in most of which the experience has been 
simply atrocious. (Quite obviously most states continue 
to license wholly unqualitied drivers and have been too 
lax in law enforcement. Between the assigned risk busi- 
ness and stepped-up competition, bodily injury experi- 
ence is expected to improve but continue in the red in 
1960. 

Auto property damage experience has had rather 
sharp swings in the past ten years, in and out of the red, 
to just about break even for the period. Volume in 19359 
Was up nearly 10% to reach an estimated $765 million. 
With a drop of more than three points in loss ratio, to 
just under 6547, and a decline of nearly two points in 
expense ratio, to about 312°C, the line broke into the 
black for the first time since 1955. 


Better Record on Physical Damage 


Auto physical damage has made a much better ten 
year record, with only 1957 in the red. With losses 
readily ascertained and rapidly settled it 1s possible to 
gear rate making procedures more closely to recent ex- 
perience than is possible in third party lines and pre- 
muums automatically increase as new car prices rise. 
Rising automobile sales in 1959 boosted volume better 
than 9° to about $1400 million. The loss ratio dropped 
by at least three points to about 58 and the expense 
ratio was down fractionally to about 35% 
line well in the black for the vear. 


, placing the 


Although the physical damage experience has helped 
soften the blow of the bad liability experience, the pro- 
portion of physical damage business written by the aver- 
age company falls short of the industry averages by a 
rather substantial margin. This is because some sixty- 
five specialty carriers (most of them owned by finance 
companies) control nearly one-third of the physical 
damage business but write no lability business. Out- 
look for 1960 is excellent based on booming new auto- 
mobile sales and satisfactory profit margins, 


Fire Lines Slightly Better 


Straight tire business reached $1,300 million in 1951 
for stock carriers but has shown relatively little growth 
for the last several vears, held in check first by the 
conversion of term premiums to an installment basis, 
then by lower rates, and finally by the diversion of more 
and more business to the new package forms. [Experi 
ence deteriorated rapidly with 1956, 1957 and 1938 in 
the red by nearly a point. The drive for a better rela 
tionship of insurance to value and the reduction of term 
discounts helped raise volume by 2¢¢ in 1958 and by 
4°7 in 1959 to reach an estimated $1,420 million. Ix 
perience improved fractionally in 1958 and by nearly 
two points in 1959 (despite a bad first quarter) to bring 
the line’s combined loss and expense ratio down from 
101% to about 99% 
tiously optimistic 


Underwriters are becoming cau 
Package Policies 
Phe fastest growing branch of the business is the 


package policies in the homeowners’ tield which jumped 
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some $100 million (36° ) in 1959 to about $380 mil- 
lion, Something over one-third represent straight fire, 
about a third is in allied fire lines and 


somewhat less 
than one-third is casualty, 


Despite thoughts that cover- 
age is too broad for the rates charged (and bad experi- 
ence on broad form “C” 


) the loss ratio dropped nearly 
2'2 points in 1958 and 


nearly 414 points in 1959 to 
bring it down to a respectable 52% which, with an ex- 
pense ratio probably not much above 4014, places 
homeowners multiple peril comfortably in the black. 
However, the line is still unseasoned and has the added 
potential of a serious loss in the event of a bad hurricane 
season, Commercial multiple peril, a very small line, is 
sull in trouble. 


Extended Cover in Black 


’xtended coverage was in the black 
year in a row, following very 


for the second 
unsatisiactory experience 
with 1952 the only previous recent year to show a profit, 
Volume rose less than 2¢; to about $535 million. kept 
down by the diversion of business to the new package 
forms. Experience deteriorated slightly, by possibly one 
point, to bring the combined loss and expense ratio to 
about 93140, Experience varied considerably. among 
companies depending upon the participation in several 
local disturbznces, such as the St. Louis tornado in Feb- 
ruary, Hurricane Debra on the Gulf Coast in July and 
Hurricane Gracie on the Carolina Coast in September 
Vagaries of weather are unpredictable and the line is 
recognized as the most hazardous underw ritten, with 
wide swings in experience to be expected. It is there 
fore essential to have a rate base high enough to ac- 
cumulate profits in good years to offset the inevitable 
losses of vears, 

Inland marine volume advanced by about 10° in the 
stock company field to $350 million despite continued 
diversion of personal property floater business to dwell- 
ing and other package forms. The pendulum of ex- 
perience, which reached a profit margin of better than 
nine points in 1953. swung relentlessly in succeeding 
years until it registered seven points in the red by 1957, 
Tighter underwriting, higher rates and 
Missions in some 
sively in 1958 and 


reduced com- 
areas reversed the pendulum deci- 
the direction toward improvement 
Was maintained in 1959 but at a slower pace. The 
ratio was down about two 


loss 
points in 1959 while ex 
penses declined fractionally to bring the combined loss 
and expense ratio to about 990%. 


Ocean Marine Outlook 


The American ocean-marine hull and cargo market 
has expanded in volume and capacity and in attracting 
a growing volume of world-wide business. With the 
outlook for prosperity, increased industrialization and 
higher standards of living throughout the world this 
augurs well for the future. Premium volume approaches 
$200 million annually in the stock company field, Fol 
lowing unsatisfactory underw riting experience in 1956 
and 1957 the line broke modestly into the black in 1958 
and improved in 1959 for most carriers, 
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Crop hail underwriters enjoyed the lowest loss ratio 
(about 45°) since 1950 and probably their record year 
for dollar profits because present volume is much highe 
than in any previous low loss ratio However, 
1959 volume is off some 7% from record 1058 in which 
about $100 million was Written 


r 
vear 


Compensation Turns Sour 


Workmen's compensation volume 
In 1959 to reach $835 million 
margins, which have been 
denly evaporated in 1959 


by about 4 


Protit 
narrowing since 1954. sud- 


TOse 


for stock carriers 


th a jump of more than tive 
points in loss ratio to place the line at least 2'2 points 
in the red. ¢ overage has been broadened and both bene 
fits and medical fee schedules raised in MANY 
More liberal Interpretation of | hig] 


states 
hes 


Rising 


Statutes ani 
jital and medical costs are 


henetits are retlected 


additional factors 
ata slower rate in premiums 


losses but reflect 


that 


TISEeS also 


It is also apparent 
as benetits increase, the tendency to malinger 
Compensation business may well be under 
sure until the factors not capable of advane: 
Measurement are retlected in the rates 
General lability business rose by 
$530 million in 2959. 


pres 


actuarial 


nearly 8% to about 


Experience was only fractionally 
in the black in 195% but rate increases and the reduction 
In term discounts on policies written for more than one 
year are gradually being reflected and contributed to 
drop of about two pots in the 1959 


a 
loss ratio to under 


Fidelity and Surety Problems 
Fidelity volume, in an off vear of the three 
newal cvele, probably did not 


vears re 
reach S85 million. An 
increase in size as well as frequeney of embezzlements 
has pushed the loss ratio above 50°) for the last three 
vears and with the expense ratio averaging better than 
15 the profit margin has been reduced to very modest 
proportions. In 1960 volume will get 
of some $20 million to reach 


for the first time. 


Its cvclical boost 
more than $100 million 


due 
cipally to the increase in bonds on contracts 
the rising tide of highway, 
construction, 
1959, 


Surety business has been rising rapidly prin 


covering 
school and public building 
Total volume was about $200 million in 
Profit margins, which were rather thin in 1955, 
1956 and 1957. improved in 1958 but ran into some 
trouble in 1959 due to slowed up construction because 
of the steel strike and a credit pinch reflected in tight 
money and higher interest rates. These developments 
will certainly have a sobering effect on the recent wave 
contractors, Outlook js 
for continued growth and generally satisfac tory 
ence despite some stresses 


of ruthless competition among 


experi 


Accident and Health 


Phe year 1959 was a quieter one in the 


accident and 
health business than 1958 and 195 


The 12 


7 had been 


months just passed were marked by Steady progress in 


tinued on the next page 
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THE ANSWERS 
TO YOUR 
REINSURANCE 
REQUIREMENTS 
ARE YOURS 
FOR THE 
ASKING 


EXCESS OF LOSS 
PRO RATA 
CATASTROPHE 


Your reinsurance needs receive executive attention 


OCEAN REINSURANCE COMPANY 
CEDAR RAPIDS, IOWA 
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the number of people covered by voluntary private accl- 
dent and sickness insurance, including hospitalization 
and the other health coverages. Over 125,000,000 peo} le 
had some kind of coverage at the end of 1959 

In the wake of the 1958 Supreme Court decision that 
the MeCarran Act withdrew the authority of the Federal 
Trade Commission to regulate insurance advertising 
practices in those states where there is state regulation, 
the courts in 1959 generally left supervision of the acci 
dent and health business to the several states 

The Forand bill to provide A & Hl coverage for r 
cipients of Old Age and Survivors Insurance was the 
subject of hearings in Washington this past vear. The 
insurance industry is generally opposed to the Dill, whieh 
may become a major question this year, a presidential 


election vear 


Summary 


Following three unprotitable vears, the tire and cas 
ualty industry broke modestly into the black in) 1959 
despite continued serious losses on automobile bodily 
injury business and sharp deterioration im workmen's 
compensation, Profit margins are still below normal tor 
most lines but the trend in losses and expenses is en 
couraging. With general business booming and auto 
mobile sales on the rise in 1960, insurance premiums 
should continue to advance but probably at a modest 
pace due to the multiplicity of changes in rating struc 
tures on automobile lines and packaging of personal 
lines at reduced rates. Competitive pressures will make 
it increasingly ditheult to reduce loss ratios, and may 
even force them slightly higher on some lines, but ex 


Auto bodily 


injury will probably continue in the red and it will be 


vense ratios are expected to be lower 
| 


difficult to restore a profit: margin com 


pensation 


Spreading Marketing Revolution 


It has become increasingly clear to most 


ments that they cannot complacently sit back and want 


for the underwriting cvcle 


Manage 


to change. The msurance 


business is facing a spreading marketing revolution and 
the traditionally operated companies and their agents 
must find a wav to deliver their product in the personal 


mass market at a competitive price. Companies and 


agents will not survive just because they did a good job 


le present and 


} 


in the past--they must do a good job in t 


in the future. The polievholder is really king and will 
dictate 


the competitive race to 


which companies and agents are successful im 
fulfill his 
Phev are facing up to the situation and trying 
and 


Innovation ts 


insurance require 
ments 
remedies that mav seem drastic and revolutionary 
mav at times lead down the wrong road 
the order ot the dav. 11 rates, classifications, coverages 
methods of handling business, in accounting, billing and 
Insurance is an exciting business and these are 
1 riods ot 


stress and strain are inevitable but capable people ded 


industry 


seTV ice 


and challenging times serious 


exciting 


cated to sound principles will lead the 


bright and challenging future. 
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One of a series of great mutual efforts: 


the extra service of your own local agency with the 
extra savings of this strong mutual—to your and 


your clients’ mutual advantage. 


MUTUAL INSURANCE COMPANY 


FIRE - CASUALTY: AUTO 


re NORTHWESTERN 


wrthwestern, 


It took the mutual effort of John Alden and Myles Standish to win the hand and 
heart of fair Priscilla. It still works—any proposal is easier when it’s made as a mutual 


effort. An agency agreement with Northwestern speaks for itself—lets you offer 


Speak for 
YOurse write 


North mestern 


tor details 


of an agency 


agreement. 


\ 
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THE AUTO 


HAROLD G. EVANS 
President, American Casualty Cos. 


HE PRINCIPAL PROBLEM that 
gale stock companies, operat- 
ing through independent agents, are 
attempting to solve, is how to secure 


a representative book of average 
business and to provide broad 
equitable market without losing 
money, 

Unfortunately, specialty writers’ 
activities were considered 


not too 


seriously the post-war period. 
They were pe rmitted to become es- 
tablished, and siphoned away about 
of the private passenger busi- 
was of the 
preferre d type. This left about 40% 
for the independent agents and their 


companies, of wl 


ot which 


SS, 


ich 75% was pre- 


ferred and 25! , or the ten risks out 


of each one hundred, representing 
the poorest, which ageney companies 
obliged to because of 


were 


“agency leverage.” 


Only the Best 


[wo specialty writers alone boast 
of writing 20° of 
| 


DUSINCSs 


all the private 
We rest 
their production 
and underwriting program they ac- 
best of the 


passenger may 


assured that under 


cept and renew only the 


best classificatt two, in 


addition to the remaining specialty 


companies, have etfectively siphoned 


from the regular AVCTICN 


away com- 
panies the bulk of the preferred auto 
business. 
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Obviously by writing only the best 
of the best classification they have 
prospered and grown and become 
more Meanwhile 
temporary agency companies, receiv- 
ing a smaller part of the preferred 
and all of the classification 
(other than assigned risk business) 
sutfered, and 
forced to adopt restrictive under- 
writing practices, 


AVLTeSSIVE, con- 


worst 


retrogressed were 


A Tight Market 


Most automo 
bile companies of all tvpes and cate- 
while the 


rates established by the average risk 


specialty writing 


vories, benefiting from 
of each classification, contine. their 
operations to accepting only the best 
of each classification and thus make 
no contribution toward accepting 
their share of marginal or poor risks 
This results in defensive underwrit- 
ing by the capital stock agency com 
panies in the interest of establishing 
a representative book of business. 
This in turn, creates a tight market 
in the business and results in a dis 
proportionate volume of 


business being needlessly 


marginal 
relegated 
to the assigned risk pool. 

he over-refinement in risk classi- 
fication has developed to the point 
where a slightly below average risk 
rates or 1s denied 
This 


has permitted the specialty writers 


pavs prohibitive 
coverage on a voluntary basis 


to tlourish. Admittedly, reasonable 


operational and territorial classifica- 


tions are essential and the known 


accident repeater should be severely 
penalized if he cannot be denied the 
use of the highway. Beyond this 
point automobile liability risks are 
more than similar, and 
further refinement is not only rank 
discrimination and inimical to the 
very mathematical science of insur- 
ance, but is against public welfare. 

If the industry is to satisfy its 
public trust, we must find a volun- 
tary way to provide the protection 
required by society for all the eighty 
million motorists on the highway to- 
day, and not just the preferred 50%, 
\ll segments of the business must do 
their full share. This cannot be done 
by permitting 
risk 


dissimilar 


over-retinement in 
classification nor by catering 
almost exclusively to the risk with 
little exposure, 


Little Improvement 


Notwithstanding 
rate 


substantial 
during the 
past three vears and the relatively 
little change in the cost of living in- 
dex, we have witnessed little, if any, 
luprovement in automobile be in- 
jury liability experience. At the 
same time, motor vehicle accident 
frequency in relation to population, 
registered number of cars and miles 
driven, is at an all time low. 

Phe incidence of 
claims against insured motorists have 


the 


increases granted 


number and 
increased over the past two years, 
after steadily declining during the 
post-war period. This is due partly 
to the larger number of youthful 
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DILEMMA 


Operators and mereased claim con 
sciousness of the public resulting 
from enactment of compulsory labil 
itv statutes. It 


Tates 


is also due to in 


creased and widely dissemi 
nated publicity concerning autorie 


bile accidents. 


Getting Worse 


Since the adoption of the present 
plan about five 
vears ago, automobile liability insur- 


classification 
ance has been getting progressively 
worse each vear and policy vear ex 
perience steadily 
in 
82% for the last fully earned policy 
year, 


reased every 


single vear from 1953 to 


The chances of misclassification of 
risks increase as the number of class 
ifications increase. Ofttimes the mis- 
classifications are and 
other times result from competitive 
practices 


delibe Tate, 


Each vear since the adoption of 
the six classification plan the num 
ber of risks classified in the preferred 
class increased, and those classified 
as business use, or with vouth 
ful operators, correspondingly de- 
creased, This, notwithstanding the 
fact that each vear more and more 
people are automobiles 
the 


vouthful drivers is steadily increas- 


using tor 


driving to work, number of 


ing, and tl 


e number of private pas 


senger automobiles used for busi 


Ness crease 


purposes is on the 
Chis would indicate that improper 
risks is an 


classification of Import 
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tant contributing factor to the con 


tinuing poor experience fe 


r automo 
bile insurance by capital stock ageney 
companies 


Compamies catering exclusively te 


the ultra selective, low loss produce 
Ing group have been able to maintain 
their substantial advantage loss 
other compa 
mes transacting an across-the-board 


ratlos compared with 


business, making their full facilities 
available to all classifications of risks 


and accepting the bitter with the 


sweet 
The principal unsolved problem, 
in the automobile liability field. for 


agency companies, continues to be 


u 
the siphoning of preferred business 
«of preterres MISINes 


at attractive rates bv the specialty 
writers, leaving a sub-standard port 


folio of business for agency compa 


Now 80% of the families in Amer 


ca OWT) 


automobiles Inter CIty 


travel by automobile has 


tripled 
since the war and has practically re 
placed other means of transportation 


Phe 


suburbs can he eX 


for short) travel continuing 
move to the 
pected to increase the future utiliza 
tion of private passenger automo 
Diles 


When. the 


Wal 


r crop of 
babies reaches driving age. we 
a real problem on our 


will have 
hands, if it has not previously been 


solved. This will commence within 


gt 


constitutes over 120% of the business 


the next couple Or vears 


which will be increasiny substantial 


Im tuture years 


The 16-24 group has reached the 
lowest point ina quarter century but 
will increase about three times as 
fast as the rest of the population by 
1975 and will number some thirty 
five million, Over two-thirds of first 
marriages are in this group and will 
reach three million marriages pet 
vear by 1970, 66° of families in 
this group have automobiles. includ 
ing 2% 


20% of 


owning two or more and 


these cars are purchased 
new, This group will augment the 
new mass market earning between 
$3,000 and $15,000 per annum that 
of 
spending units and 81% of 
mcome, 


already accounts for our 
Money 
They are 
they 


proportion of 


to our 


business as make up a large 
formed 


households and form buving habits, 


our newly 


many of which persist for years 


The Future 
can we expect the business 
men of the future to support. the 
independent agencies and the free 
enterprise system of distributing in 
surance if we do not take care ot 


them now 
Companies are anxious to see 

qualitied voung 


field as a 


Since it is 


people enter the 


agency business careet 


nerally accepte d that 


“each generation sells its genera 


these 
new agents to develop bust 


tion,” how can we 


encourace 
voung, 
ness if we refuse to insure their con 


te mporarte 


via, 
3 
3 
i 
{ 
j 
» 
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A special toast to those imagina- 
live producers who are taking a 
long, hard look at the cold facts 
of agency growth. Their answers 
are universal: profits grow by sales 
efort—not details: diversification 
pays big dividends: “insurance to 
value’ is) business at its best. 
These doctrines have long been 
advocated by Millers National and 
Illinois Insurance Companies. 
Our field 


day. If vou want to be a stand-out 


men “sell them every 
in tomorrow's profit picture, start 
with these three answers and... 


these two companies! 


MILLERS NATIONAL 
INSURANCE COMPANY 


ILLINOIS 
INSURANCE COMPANY 
Home Office, Chicago 6 


YOUR 


Inswran 


ndependent 
AGENT 


row 


Dilemma—Continued 

Some companies are now using 
thirty-five to forty different classifi- 
cations and are so selective that if 
there appears to be any real exposure 
to risk, such risks are unacceptable. 
This is not insurance, and is against 
public interest. 

Actually the the worst 
classification produces a lower loss 


best of 


cost and is deserving of more recog- 
nition the the best 
classification, Such risks are easily 
identified and amenable to selection, 
irrespective of accidents or history of 
traffic violation 


than worst of 


this ultra-se 


lective classification in underwriting 


\ continuation of 


will have but one alternative, and 
that will be state funds, or introduce 
tion of benefits irre 
spective of fault, and the end. of 
automobile insurance as we know it 


a schedule of 


today. 

It is clear that under our accepted 
practices of producing and servicing 
business, we can never hope to com 
pete the the 
component part of the premium dol 
lar 
opportunity 


on basis of expense 


alone. fair 
the 
“sweet” and with specialty writers 


However, given a 
compete for 
shouldering their fair share of the 
“bitter,” ottset the 
fifteen-point difference in loss ratios 


we can. easily 
on the basis of a one hundred-cent 
dollar, With reduced acquisition, the 
ditferential in rate levels should be 


less than 10%. 


An All-Industry Problem 


This is an industry problem and 
requires the 100% cooperation of all 
companies. “The only way this can 
he accomplished is to limit the num 
her of classifications for rate making 
purposes for private passenger auto- 
mobile liability. insurance. They 
sufficiently broad to be 
equitable, and large enough terri- 
torially to merit the test of adequacy, 
reasonableness and stability. 


must be 


There should be no objections to 
}such uniformity, since it now exists 
in workmen's and 
would he sinularly required, if and 


compensation 


lwhen a compensation method were 


jadopted for automobile insurance. 


| We have temporized with the 
problem so long that the ills have 


heen compounded and now amount 


to sizable proportions. Evidently 
companies and agents have been un 
willing or unable to come up with 
a proper solution—possibly because 
of purely selfish reasons, for the 
facts are well known, 

This whole program must be re 
vamped and now 


think. 


has already announced that he is 


it’s later than we 
The Governor of California 


seriously considering recommending 
to the special session of the legisla- 
ture, a compensation plan to be han- 
dled by an automobile accident com- 
mission, 

Could this be a forerunner. of 
what's to come? hardly think so, 
but it unquestionably will be tried 
in some jurisdictions. Should the 

California col- 
lapse, there is no doubt but what 
that state will be a fertile field for 
such an experiment. 


present program in 


Merit Rate Plans Unsound 


The introduction of another safe 
driver plan will increase company 
underwriting losses, further restrict 
the market, materially increase 
agency expense and reduce commis 
sion earnings. Such plans are in- 
imical to the very fundamental prin 
ciples of the theory of insurance, to 
wit: “Dividing the losses of the few 
among the risks of the many.” These 
plans endeavor to divide “the losses 
of the few among the few loss pro 
ducers.” 

The plan has already been sub 
stantially changed on two occasions 
since originally filed, because it was 
not otherwise palatable. As amended, 
most of the “teeth” have been elim 
inated, and proper risk classification 
Is now practically a matter of opin 
lon oor negotiation fostered by 
“agency leverage.” 

This is the fifth safe driver plan 
distinguishing between risks with and 
without accident that has been devel 
oped by the Bureau. Each of the 
four previous attempts were short 
lived, and failed, and had to be with 
drawn as not workable 

A top underwriting officer of a 
large Bureau Company which has 
heen a member of the Bureau Rating 
Committee, in summarizing the dit 
connection 
with merit rating plans, is quoted as 


ficulties encountered in 


having said, “To make a plan sal 
able, the credit the insured receives 
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during the expe rience period must 
he high—say in the neighborhood of 
10-15%. To do this 
increasing the base rates almost to 
the full amount of the credit to be 
given. In any one year 85-90% of 
the insureds would acel 
dents and, therefore, would qualify 
for the merit rating credit which is 
based on a one-year experience.” 


necessitates 


not have 


“The money to pay for this must 
come from the base rates. This, plus 
the fact that the cost of administer 
ing the plan is comparatively high, 
makes it for companies 
to increase the base rate by a factor 
almost equal to that of the merit 
credit.” This executive continued 
to point out that most of the merit 
plans involved 


necessary 


complicated inter- 
change ot experience between com 
panies to check on the accident rec 
ords of drivers switch from 
company to company when their pol 
icies expire. The cost of such an 
interchange becomes prohibitive. 
Another top officer and automo 
bile underwriting head of the largest 


who 


stock agency company is quoted 

having said that the California Plan 
is much more complicated and sub- 
ject to greater change than the 
ent classification plan. It will fail 
miserably unless companies and 
agents are willing to spend the extra 
time, expense and effort to adminis 
ter it accurately. 


pres- 


Other Plans 
Since the 

Merit 
fornia, there have 
thirty different 

nounced, 
der the 


introduction of the 
original Program in Cali 
already been about 
rating plans an 
“Bureau Companies,” un 
recent liberty granted 
“experimentation,” have 
forerunners in introducing 


for 
been the 
separate 
and individual programs, using dif- 
ferent policy forms, rating methods, 
and commission bases, all adding to 
the existing consternation and frus 
tration. 

\ctually, the competition now is 
principally between agency compa 
mes for the remaining preferred busi 
ness, while the specialty. companies 
continue merrily on their way. 

Recently filed driver plans 
for discounts of between 5 

Some 


safe 
provide 
and 30% 


require as much 


ntinued 
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for having an accident-free record | Salesman? : 


cou nts 


All over the free world your clients can have their insurance problems 
solved by you and your Royal-Globe multiple-line fieldman. He will help 
you coordinate their foreign fire, casualty, bonding and other insurance, 
through our Foreign department and our international network of 
representatives. 

Whether y 


a house or opening a plant on foreign soil — you can insure him seein 


your client is shipping his car abroad for travel, or buying 
our Foreign department, where smooth sailing is guaranteed by clear 
communications. 


Photos courtesy of Thos. Cook & Son 
and French Government Tourist Of fice 


Showing again how Royal-Globe is 


“TOPS IN EVERY SERVICE” 


INSURANCE GROUP New York 38, New York 


ROYAL INSURANCE COMPANY LTD - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTO - THAMES & MERSEY MARINE INSURANCE COMPANY LTD 


ALG 


Your 


/nsurame 
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Dilemma— Continued 


a five 
traffic violation 
are as little 


accident and 
record : others 
year and charge- 
able accidents only apply 
\dmiuttedly, the year 
record requirement, or even the five 


vear chargeable 
free 


as one 
two or three 


year record required by one com- 
abstract free 
as initially required, would 
need less of a rate 


pany, of accident and 


rece ras, 


increase, because 


fewer risks would qualify. The 


longer the period 
greater the possibility of eliminating 
the accident repeaters those 
likely to have an accident because of 
a record of abstracts. 

The application originally re 
quired provided a penalty for willful 
misstatements in the 
signed by the 


application 
form 
already has been revised and the new 


insured. 


signed statement is meaningless and 
without “teeth.” 
cation would 


The original appli 
have permitted the 


I he ever rising volume of data needed and the attendant cost of 


processing, poses a challenge we would like to meet for your business 
. tabulating, tape-to-cord conversion, punched card services, peak- 


load and special machine work. 


The gauge is the three M's of service we offer — MACHINES, 


MANPOWER, METHODS, 


all more than adequate to meet time 


deadlines regardless of volume, at a known cost per application .. . 


no hidden or extra costs. 


PLUS, a depth of experience in data 


processing to draw upon in solving even unprecedented problems. 


Our representative will call on request— 


simply write Dept. B16. 


No obligation of course 


RECORDING & STATISTICAL 


CORPORATION 


Operating a nationwide system of regional service bureaus for data processing 
Executive Offices: 176 Broadway * New York 38, N. Y. 


New York 
Boston 
Chicago: 


RS 


NATIONWIDE SERVICE 


Son Francisco: 
Montreal 


Toronto 


100 Sixth Ave., New York 13, N. Y. WOrth 6-2700 
566 Atlontic Ave., Boston 5, Moss. Liberty 2-5365 

223 W. Jackson Bivd., Chicago 6, Ill. HArrison 7-7357 
560 Sacramento St. 
407 McGill St 
439 Wellington St., 


, San Francisco 11, Cal. EXbrook 2-434! 
, Montreal, Canada. Victor 2-383) 
W., Toronto, Conado. EMpire 3-495) 


eligibility, the 


underwrite without 
resorting to checking 
previous experience and public rec- 
ords for aceident and trattic viola- 
abstracts. The company and 
agent will find this program exceed 
ingly 


companies to 
necessarily 


tion 
time-consuming and costly to 


handle for both and 
business. 


new renewal 

If the merit rate plan were adopted 
by all insurers using identical rates 
on an absolute uniform and obliga 
tory basis and there was proper risk 
then the 
sufficient 
the 50% or 


classification, theory of re 


ceiving a surcharge from 
more in the 
classification to offset. the 
prenuum those in the merit 
class would probably work. Possibly 
no rate adjustment would be needed. 
Since these 


demerit 
reduced 
given 


conditions do not and 
will not prevail under current rating 
laws, little 
available 


will be 
det on 


if any, surcharge 
to offset the 
the remaining merited classifications. 

\side from this, 
have already in 


individual risks 
effect merit 
rated by classification and territory, 
\ppropriate reduction in rates has 
been granted or 
made depending on accident 
frequency in both the territory and 
the operational classifications. 

The preferred classification with 
out vouthful operators 


heen 


rate increases have 


been 


business 
use, and limited driving to work 1s 
expected to 
fewer 


produce about 25% 
than the 
Consequently, the 


lished accordingly 


accidents average 


rates are estab 
and a merit credit 
is granted reflecting lower than aver 
age exposure and accidents 


Fully Distinguish 


Similarly, the classification with 
youthful operators, business use or 
extensive exposure in driving to and 
from work 1s exposed to more tral 
fic, has more operators, drives a 
niles on 
traftic 


all kinds of 


much greater number of 


main roads and in’ heavy 
These drivers operate in 
weather, and have a greater record 
of trathe violations and a 
higher incidence of Pheir 
current rates are already surcharged 
from 20% to 200% on the 


demerit, insureds pa 


much 
accidents 


basis of 
These up to 
as then 
Present 
distinguish on a 


three times as high a rate 
preferred contemporaries. 
fully 


torus 


rates meri 


base between classification 
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To superimpose further credits or, 
debits because of the occurrence of | 
the fortuitous event insured against, 
is unfair discrimination. 

The merit rating program was 
initially tiled experimentally in Cah 
fornia because of the historic and 
uniform basis of compiling abstracts 
of traftic violations as well as acci 
dents, which were readily available 
lew states have as an elaborate and | 
reliable record of traffic violations, 
and motor vehicle accidents, as does 
California. The availability of such | 
information is obviously essential. | 

A review of the California Motor 
Vehicle Department's report on trat 
fie violations quite clearly establishes 
the fact that a definite relationship 
exists between the number of ab 
stracts in a driver's record and the 
number of accidents he is likely to| 
have. The study would also indi-| 
cate that accident prone or accident | 
repeaters are responsible for no more | 
than 10% of the accidents. In any | 
typical year, 5.16% of the drivers ee 
had accident records, and 20.05% 
had records of trattic violations. The 
full three year period reflected 
13.93% with accidents, or about | 
10% below the annual rate; and} 
41.23% with traffic violation ab-| 
stracts, ora decrease of about 3005 


below the annual rate. 

The risk for lability insurance ts 
only average if it has one accident 
involving bodily injury every seven 
teen to twenty years, and one in 
volving damage to property once 
every seven to ten years depending 
on classification, territory and use. 
Theretore, it is evident that any plan 
returning as much as 25 to 30%, 
as is the case in some states, for] 
three years of accident-free opera 
tion, is actuarially unsound, unless 
a substantially redundant rate 1s m 
itially established to permit such a 
credit. Accident repeaters constitute 
a greater than average hazard and 


THIS COULD 


... setting out to see a client or a prospect, delivering a poliey, 
answering a call from an assured who has had a loss. In other words, 
you functioning in your professional capacity of Local Agent. Your 


three watchwords are Knowledge, Experience and Service. You 


wavs, or subjected to serious re-| @te a first citizen of your community. As such, we salute you— 
examination, and invite you to join our ageney “family.” Why not write us. 


Phe Califorma study would seem 
to support the contention that about 
nine out of ten automobile lability 


claims are incurred by people who Writing FIRE and ALLIED LINES 


are irtunate en: to get into the Birthplace of American Mutual Insurance” 


a situation where an accident 1s un- 
avoidable and vet are held to be 
legally responsible. 


The merit rate program then cer PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
tainly unfairly discriminates against PLM Building * Philadelphia 7, Pa. 


ntinued n the ex paas 


Branch Offices in New York, Los Angeles, Charlotte, N.C 


— 

j 
q A Af ff 4,\\ 
| fi 4 \ 4 ‘ 
a \ \ 
\ 
\ 
\\ 
| 
| 


Dilemma—Continued 


this group responsible for 90% of 
the accidents. 

\t least one commissioner has al- 
ready publicly charged that the so- 
called “merit rate plan” was unfairly 
discriminatory and “completely un- 
enforceable and would represent un 
fair treatment of many of our good 
He turther stated that he 
did not propose to saddle the tax- 
payers of his state with expensive 


citizens.” 


programs of helping automobile in- 
surance companies determine the 
rates which they charge. 

Utilizing accident records and re- 
lving on available records of traffic 
violations could, at most, eliminate 
that segment of accident repeaters 
Which is responsible for producing 
no more than 10% of the accidents. 
Relying on this information for 
classification purposes will not de- 
velop the selective ty pe of underwrit- 
ing that procures the best, or aver 


age, risks of a classification. More 
mnportant is the tact that it prevents 
streamlining, and is extremely time- 


consuming and expensive to admin- 
ister at both the producing and 
processing levels, and does not lend 
itself to automation, 

The more recently announced spe 
cial single limit package policy to be 
issued on a six month, or shorter, 
basis, under a continuous policy 
form with optional collection meth- 
ods, Is a more practical approach to 
a proper solution, and should be 
the policy of the future. The public 
never demanded, required, nor was 
interested in receiving the broad 
family policy, and it was a mistake 
to broaden coverage needlessly when 
experience Was so poor, 


Already Inadequate 


The new special single limit pack- 
age policy restricts coverage, that 
we estimate to be worth about 
2-3%, but rates are reduced 20%. 

While the single limit package 
policy is a step in the right direc 
tion, all of the economies in opera- 
tion and the actuarial soundness are 
lost by superimposing the merit rate 


JACKTOWN 
MOTOR HOTEL 


The very finest ac- 


commodations. 60 
air-conditioned 
rooms with TV, tele- 
phone, combination 
tile baths. Excellent 
dining room. Facili- 
ties for group parties 
15 to S00, 
Route Irwin, Pa. 
I mile West of Irwin Interchange 
UNderhill 3-2100 


\\«norry 


SK 


port. 
Joseph F. Duddy, 


Gen. Mgr 


no charge... 


Your Choice for Convenience 
in PITTSBURGH 


HOTEL PITTSBURGHER MOTEL 


Opposite Greater Pittsburgh 
Airport on beautiful Airport 
Parkway West. 56 luxurious, 
air-conditioned rooms with 
tile bath, TV, private phone. 
Courtesy car to and from air- 


Teletype Service. For immediate confirmation of reservations at 
telephone any Knott Hotel 


HOTEL PITTSBURGHER 
“ Right in the heart of the 
Golden Triangle 400 outside 
rooms with TV and every 
comfort of modern hotel 
design. General Forbes 
Lounge and Dining Room 
. Air Conditioning. Air- 
port Limousine and Taxi 
Service. 
Forbes Avenue Below Grant 


ATiantic 1-6970 


AMherst 4-5152 


or teletype PG-29. 


plan on an already adequately dis- 
counted rate, 

This means, for example, that in 
Nebraska where the plan became 
effective September 1, the initial rate 
for a merit rated risk will be equal 
toa 36% discount from the recently 
tiled tariff rates providing for the 
reduced production cost factor. 
Compared to the acquisition cost 
factor prior to the recent reduction, 
an agent would receive 60% less out 
of every $100 premium. 

Insured must be contacted or new 
applications procured every six 
months, or oftener, to determine 
proper classifications and rates. This 
precludes utilization of electronics 
and goes back to a manual operation 
that has to be done two or three 
times a vear compared with the once 
a vear operation by agent and com- 
pany before this rating program. 

The reduced commission under the 
single limit package program will 
make up about 180% of the 36% re- 
duction from current rates. 

It is crystal clear that any success- 
ful program must provide the neces- 
sary incentive for producers ag- 
gressively to seek and obtain the 
better risk. 

This single limit package plan will 
not provide the necessary incentive. 
Agents cannot be expected to seek 
out the better risks with even a more 
competitive rate, when they would 
not do it for two and a half times 
the remuneration, 


Effects of New Policy 


However, if the new single limit 
special package policy, with its com- 
petitive rates, was offered without 
the merit rating program, it would 
then lend itself to complete electronic 
processing. It) would produce a 
higher pernussible loss ratio; 
it would return to the insured 
a greater percentage of the 
premium dollar in the form of bene- 
fits and it would go a long way to 
ward accomplishing the necessary 
objectives of the Industry. It would 
also relieve the agent of time-con- 
suming and costly details and give 
him the greatest gift of all—time. 

There is no doubt but that the 
public is exceedingly rate conscious, 
and more and more of the preferred 
segment of the business will eventu- 
ally vield to cost appeals. The old 
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axiom that lower rates improve se- 
lection, and conversely, as rates in- 
crease, selection decreases, is an irre- 
futable fact. 

If one or two companies, alone in 
the field, otfer reduced rates for ac- 
cident-free operators, while the gen- 
eral market does not have such a 
plan available, their book of busi- 
ness, resulting from a more rigid 
selection of risk, will unquestionably 
produce lower loss costs than the run 
of mine business not subject to such 
rigid selection 
by lower rates. 


and not influenced 


Produced Better Results 


Rate deviators, free to pick and 
choose, have uniformly produced 
better results over the past forty 
vears at a discounted dollar, than 
those charging the full rate. When 
such a program is uniformly applied, 
it is then just a question of com- 
panies competing between each 
other, which increases costs. No one 
company operating similarly can 
establish a better portfolio than the 
other. 

We now literally have all of the 
companies “at the trough.” seeking 
the cream. We can expect to fare 
no better under this program, at 
greatly reduced rates and added ex- 
pense, than we have in the past. 

The impact of this business has 
such an important and far-reaching 
effect on the and 
life of the nation that I believe a 
non-political investigating commis 


social economic 


sion, such as the Hoover Commis 
sion, should be appointed to study 
and thoroughly 
facet of the 


investigate 
automobile 


every 
insurance 
business. 

It should make a report to all in 
terested parties with specific recom- 
mendations in the interest of prop- 
erly the public welfare, 
rather than special interests, per- 
mitting the chips to fall where they 
may. 


serving 


There has been entirely too 
little factual data available relating 
to this important and controversial 
subject. 

Among other things, such a com- 
mission should thoroughly explore 
the competitive aspect of the busi 
ness: normally the public benetits 
from fair and wholesome competi- 
tion, Company management also ts 
kept alert and resourceful, which 
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“New Mexico, Oklah 


improves efficiency and usually re 
sults in broadening of coverage and 
reduction in rates, 

While reasonable competition is 
to be desired, it must be tempered 
The very pe- 
culiarities of the Industry would dic- 
tate a proper balance between un 
remitting 


with common sense. 


and strict 
regulation. This is important in the 


competition 


interest of maintaining unquestion- 
able atfording the 
broadest possible market to enable 
the insurance industry to provide in- 


solvency and 


surance to all worthy applicants, on 
a purely voluntary basis, and at rea 
sonable and equitable competitive 
rates. 

The very science of insurance 1s 
somewhat at odds with Public Law 
15 and the rating 'aws of the several 
states. Public Law 15 in effect prop 
erly encourages free competition be- 
rhe 
among other things, are designed to 
promote 


tween insurers anti-trust laws, 


and 
price fixing and monopolies 


competition prevent 


rhe 
rating laws properly prohibit untair 


discrimination in rates and forms 


and classifications between risks of 


the same class Discrimination, 


FIRE AND CASUALTY COMPANY 


DALLAS . 39806 LEMMON 


however, is the very essence of un 


derwriting and risk selection. 

In the business of automobile in 
surance, irrespective of refinement 
ot classifications, there is still the 
average rate within the classification 
l-ach classification has its good, aver 
age and poor risks 

The two specialty companies who 
alone write in excess of 20% of the 
automobile 
business, principally of the low loss 
producing variety, create a 


total private passenger 


virtual 
monopoly of the low loss cost busi- 
ness. They make it impossible for 
compames operating through inde 
pendent agents to compete success 
fully. 

Will it be necessary to adopt all 
the production, merchandising, and 
restrictive underwriting practices of 
such companies in order to procure 
an equally 
business 
afford to service to an 
amount commensurate to their re 
muneration?’ Would this be 
for the public welfare ? 

The commission should 


the social, economic 


representative book of 
Can independent agents 


restrict 


invest! 


po 


gate and 
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“Best viewpoint on claims” 


Not just one of the best but “the best’. . . that’s 
how Standard Accident claim service rates with 
Al Pound (above). And, we think you'll agree, 
Al’s opinion on the subject is exceptionally well 
qualified because: 1) he has been in the insurance 
business since 1922; 2) he’s president and treasurer 
of Taylor & Pound, Inc., well-known Tampa, Fla., 
insurance corporation; 3) his firm has represented 
Standard Accident for a number of years. 


Quoted in full, Al has this to say ... “It is my 
belief that the reputation of any insurance agency 
is no better than the claim service rendered by 
the companies it represents. In my opinion, 
Standard Accident has the best viewpoint on 
claims of any company I have ever been associated 
with. Their promptness and their attitude of fair- 
ness for all parties involved is exceptional. They 
always give us the benefit of all their thinking and 
never fail to ask for, and respect, our opinion. 


Unfailingly, the final decision reflects the best 
interests of the policyholder, agent and company.” 


This high regard for Standard Accident claim 
service is reflected many times over by Standard 
agents everywhere . . . testimony to the fact that 
the Company’s stated claims policy is more than 
a statement. It’s a guarantee, in print, on page 
one of the Company claims manual. Want to see 
it? Ask your Standard Accident representative. 


Oy SYMBOL OF SERVICE FOR 75 YEARS 
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STANDARD ACCIDENT 


INSURANCE COMPANY 


640 TEMPLE AVENUE 


DETROIT 32, MICHIGAN 
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The Doctor and Insuranee 


GUNNAR GUNDERSEN 
Past President 
American Medical Association 


S A REPRESENTATIVE of the 

American Medical Association, 
I should like to present the medical 
profession’s viewpoint on some of 
the problems and opportunities 
shared by medicine and the volun- 
tary health insurance industry. 1 
would not attempt to cover all the 
technical and actuarial complexities 
involved in our mutual problems. In- 
stead, [ want to emphasize the fact 
that those problems actually give us 
opportunities for constructive, im- 
aginative effort. 

As a basic philosophy to guide us 
in such an effort, | think we should 
call to mind two simple, obvious 
facts. 

First, medicine and insurance need 
other. It that 
the future of private medicine no 


each has been said 
longer depends mainly upon scien 
tific advances and the professional 
competence of physicians, Because 
of modern 
political 


social, economic and 
trends, the survival of 
private medicine is tied closely to 
the success or failure of voluntary 
health insurance. Likewise, the fu- 
ture of voluntary health insurance 


depends upon preservation of the 


system of private medical practice. 
If the shadow of federal regulation 
or federal subsidy touches any part 
of either group, it ultimately will en- 
large to cover all of us 

(dur is the 
simple fact that both medicine and 
voluntary health 
primarily to serve the people 


second consideration 


exist 
We 
have to bear in mind always that 
our activities involve the life, health 
and financial welfare of human be 


ngs 


insurance 


We certainly have the right 
to think in terms of reasonable com- 
pensation or profit. But we also have 


a moral obligation, because of the 
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very nature of our work, to think in 
terms of public service 
Therefore, I think we 
operate more effectively 
agination 
service 


must co 
with im 
spirit of public 
to transform our problems 
into opportunities for positive ac 


and a 


tion. One very timely, very urgent 
problem which offers that kind of a 
chance is health care of the aged. 

In approaching this problem, if 
we exist primarily for the benefit 
of the people, I believe we = can 
demonstrate that private action is 
preferable to government action 
However, we also must realize that 
we may than a 
which to prove our point. 


have less year in 

Most of you know, I am sure, that 
the Forand Bill—-which first 
introduced in 1957——is being 
sidered by the 86th Congress. 
legislation 


Was 
con 
Chis 
provide certain 
hospital, surgical, nursing home and 


would 


dental benefits to persons receiving 
Social Security retirement and sur- 
vivorship payments. The same idea, 
with numerous bene- 
fits and eligibility, will be appearing 
in many other bills and amendments. 


variations in 


The real issue is not the specific 
provisions of the Forand Bill, but 
rather the basic principle involved. 
Any Forand-type legislation would 
raise the same danger. It would add 
service benetits to a Social Security 
program which so far has been 
limited to cash payments based on 
the “floor-or-protection” concept. 

This principle, as in- 
surance men know, would alter the 
nature of the Social Security pro 
gram. It would pave the way for 
evolution of 


new 


a system of tax-paid 
health care for the entire population, 
very two years 
of federal the push for 
amendment and expansion would be 
under 


in the even years 
elections 
wav. The continuing trend 
would first undermine, and eventu 
ally destroy, our system of voluntary 


health insurance andthe 


practice of medicine. 


private 


From the defensive standpoint, we 
must be alert to the strategy and 
tactics which probably will be em 
ploved next vear by backers of the 
Forand Bill. To this ap 
proach, we must establish and main 
tain a united front of physicians, 
hospitals, insurance companies, Blue 
Cross, Blue Shield, and all 
that would be 
such legislation 


counter 


other 
groups atfected by 
It is especially im 
portant for hospital administrators 
and trustees to realize that anv kind 
either 
direct from Washington or indirect 
through a fiscal agent 


ot government subsidy 
would sim 
ply be the first step toward feck ral 
controls. 


Major Goal 


However, we must do much more 
than just organize a good defense 
We have to show that medicine and 
insurance have a better answer than 
the kind offered by 
legisiation. Our 


Forand-type 
objective is not 
simply to beat an undesirable bill in 
Congress. Our major goal is to help 
solve a problem. And this particular 
problem gives us an opportunity for 
practical action 
duce 


a challenge to pro 
dramatic progress the 
growth and development of health 
insurance coverage for older people 
Of course, definite progress al 
had before Mr 
Forand emerged on the scene with 
idea. As of 


1958, some 43% of the people oOVvel 


ready been made 


his version of an old 


65 had some form of health insur 
ance protection. Many encouraging 
activities and trends have been tak 
ing shape during the past few vears 

kor example, the number of per 
sons over 65 covered by 


health has 


voluntary 


surance heen mereas 
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The Dr. and Insurance—Continued 


ing at a greater rate than the total 
number of persons reaching age 65. 

Coverage for persons now over 
65 has been more widely available 
than generally recognized, but until 
recently it has not been “pushed” 
hard enough by most insurance com 
panies and prepayment plans. 

Continuation after retirement of 
coverage carried during working 
vears is extending rapidly. 

The principle of paid-up policies 
at 65 is still in the experimental 
stage, but despite the problems there 
are several possible ways in which 
this might be accomplished. 

lor the past year or more, both 
the Blue Shield Plans and the Health 
Insurance Association of America 
have had special committees actively 
studying means of expanding cov- 
erage for older persons. The latter 
organization, as most of you know, 
has been urging member companies 
to offer policies that are guaranteed 
renewable for life, individual and 
family coverage for persons already 
over 65, group coverage that will 


expecting an order? 


You'll get it quicker if your 
postal zone number is on the 
order blanks, return envelopes, 


letterheads. 


The Post Office has divided 106 
cities into postal delivery zones 
to speed mail delivery. Be sure 
to include zone number when 
writing to these cities; be sure 
to include your zone number 
in your return address — after 


the city, before the state. 


continue after retirement, and group 
contracts providing the right to con- 
vert to individual coverage when 
employment is terminated. 

To help stimulate all these de- 
velopments, the house of delegates 
of the American Medical Association 
last December adopted a proposal 
which applies specifically to the 
population group over 65 with very 
modest resources or low family in- 
come. For medical services rendered 
to this particular group, physicians 
are urged to accept a level of com- 
pensation that will permit the de- 
velopment of insurance and prepay- 
ment plans at a reduced premium 
rate. 

Needless to say, the A.M.A. is 
urging all state and county medical 
societies to implement that policy 
of adjusted fees with the utmost 
speed and vigor. And early this year 
the Blue Shield Plans developed a 
model insurance contract for persons 
over 65, incorporating the principle 
of the A.M.A. policy action, 

By last month, when we testified 
before the Senate Sub-Committee on 
problems of the aged and aging, we 
were able to report that twenty-five 
Blue Shield plans in twenty-three 
states now enroll persons over 65. 
In practically all of the other states, 
medical societies and Blue Shield 
plans are working out special new 
programs for the aged, It also was 
reported that all Blue Shield plans 
now permit those over 65 to continue 
their coverage. 

In addition, the commercial insur- 
ance companies have been making 
excellent progress during the past 
vear. An increasing number of com 
panies—ineluding many of you rep 
resented here today— either have an- 
tailored 
policies for the aged, or you have ex- 


nounced new, — specially 
tended existing policies to more and 
more states. 

We can sav with truth and con 
fidence that health insurance coy 
erage tor the aged will grow at an 
accelerated pace the months 
ahead, In a conservative estimate 
based on trends of the recent past, 
the Health Insurance Association of 
\merica predicted earlier this vear 
that 60° of the senior citizens who 
want it or need it will have protec 
tion by the end of 19060. Their 
further estimates are 75% by 1965 


and 90° by 1970. Actually, how 


ever, because of the intense interest 
and activity now centering on this 
problem, the rate of growth might 
far exceed those conservative pre- 
dictions—if medicine and insurance 
will cooperate in a valiant, all-out 
effort. 

If we make that kind of effort 
and if we can present a convincing 
I think 
we may be able to beat back the ad- 
vocates of government action. If we 
do not make that effort, I would 
hesitate to predict the long-range 
future of medicine and voluntary 
health insurance. 

I think the most important mes- 
sage I could leave with you today is 
to urge that medicine and insur- 
ance accept the challenge, and 
capitalize upon the opportunity. 

Effective health insurance cover- 


case to Congress next vear 


age for the aged is, of course, only 
one of our many mutual problems. 
We also have to work more closely 
together in the sound development 
of insurance for people in all age 
groups. I think you would agree that 
one of our major tasks is to establish 
pricing practices which will make it 
possible to provide etfective protec- 
tion at a cost that people can afford 
to pay. 

The medical profession believes 
that one helpful approach is to estab- 
lish careful relative value studies. 
These studies aim to provide a rea- 
sonable degree of uniformity in 
measuring the proportionate values 
of all types of medical services 
within a state or locality. 

Fundamentally, a relative value 
study is intended to show——by some 
numerical designation other than 
dollars and cents—the relationships 
between the time, competence, etfort, 
expense and other factors involved 
in one professional service, as com- 
pared with those required for other 
professional services. Such studies, 
therefore, should be of interest and 
help to insurance men in the con 
tinual efforts to establish a sound 
balance between medical costs, bene- 
fits, and premiums. [Experience has 
shown that some services are over- 
insured and under 
insured, 


others are 


When these unit values are estab 
lished for various services, they can 
he used for various purposes. They 
can help the doctor in explaining to 
the patient the reasons for charges 
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on particular services. They can aid 
all of us in giving both the profession 
and the public a better perspective on 
the comparative value of all types 
of surgical and medical services. 
They also can be used by individ- 
ual physicians or by medical societies 
How- 
ever, one of their principal uses will 
he to help insurance companies and 
prepayment 


as a basis for fee schedules. 


benetit 
schedules that bear a more constant 
relationship, 
standpoint, 


plans set up 


from percentage 
to the actual, usual or 
customary fees of physicians. 

Current developments in medical 
economics demonstrate the need for 
relative value studies. Recognizing 
this, the A.M.A. house of delegates 
last December that 
they be conducted by state 
medical society, rather than en a 
national or regional The 
house stated that if medicine does 
not push this undertaking, it may be 
taken) over by others. Both the 
medical profession and the health in- 
surance industry will suffer if those 
“others” turn out to be people 
with no real, practical knowledge of 
our problems, 


recommended 
each 


basis. 


A New Program 


To assist the state societies in this 
new approach, the A.M.A. commit- 
tee on medical practices earlier this 
vear initiated a program of publica- 


Medi 


as I see it 


tions and regional meetings. 
cine and insurance, 


find 


, Cai 
an excellent area for coopera- 
tion and mutual education in the field 
of developing and applying relative 
value studies 

However 
there opinion on 
the question of fee schedules. 


. we must recognize that 
is a wide range ot 
Some 
doetors Oppose them as a form of 
price control which interferes with 
the principles of private enterprise, 
and which disrupts the traditional 
practice of charging according to 
the patient’s ability to pay. On the 
other hand, some physicians ad- 
schedules 


the modern 


vocate fee believing that 
economic 


them 


environment 
number of 
medical societies have adopted them 


requires and a 


Some serious, conservative stu 
dents of the medical economic scene 
that if 


serve the 


believe medicine 1s to pre 
principle of treedom. of 


hoice to the maximum degree, it 
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KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 


may have to some of its 
oe of action on the doctrine of 
Whatever the out 
these complex problems will 


require gradual, re: 


give up 


»-for-service, 
come, 
isonable solu 
tions based on a certain 
give-and-take by all 

We have many mutual problems 
and ditferences of that | 
None 
within 
the framework and principles of our 


amount of 
concerned 


opinion 


have not even touched upon 


of them is) insurmountable 


THE KANSAS CITY... 
A Western company also withthe 


friendly Western point of view... 
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ivate enterprise system Llowever, 
better 
another 


\merican public. 


ation, 
and with the 
\nd if we re 


we do need commun 


with one 
mem 
and 


ber that we are inte rdependent 


that we also share the objective of 
public service, 
ership for solutions that will satisfy 
the American people. But I should 
add the warning that it will 


harder effort and closer cooperation 


we can provide lead 


take 
than ever before 
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. 
: 
friendly Western flavor is typified by 
its world famous American Royal... 
Fry 


new 


Accident Prevention Manual for In- 
dustrial Operations 


tion 


Revised 


This manual, compiled, edited and 


reviewed by safety specialists, is a 


summation of forty-six years” of 


safety experience It draws on the 
knowledge of safety men from nearly 
7,000 firms spanning every U. S. 


industry. The publication contains 
more than 500 illustrations and up 
to-the-minute data on 


every aspect 


of industrial safety 


1.542 pps; Published by the Na- 
tional Safety Council, 425 N. Michi 
gan Chicago 11, Illinots, 


Nuclear Liability in Europe 


Phis is a monograph designed to 
provide information on the prospects 
for financial protection against the 
habrlity the 
stations 


associated with 


risk 
erection ct atomic power 


and other nuclear facilities 


rope. The document surveys brietly 
the nature and the progress of meas 
ures drawn up in urope to cope 
with the problem of limiting nuclear 
risk and providing financial protec 
tion, and points up some of the de 
fects of these measures 

Phe monograph is a companion 


piece to a 1O4-page report on “In 


publications 


Financial 
against Nuclear Risk,” 
Harvard School 


ternational Problems of 
Protection 
based on a Law 
study. 

Sie per copy. Published 
by the Atomte Industrial Forum, 3 
East 54th Street, New York 22, 
V. VY. The 104 page report ts also 


available at SO.00 per COPY from the 


24 pps; 


same publishers. 


Workmen's Compensation Law Pam- 
phlets 


editions of the 
Arkansas, Idaho and Kansas work 


These are new 
men’s compensation law pamphlets. 
They incorporate important changes 
in the laws of those jurisdictions. 
The pamphlets contain not only a 
the 
workmen's compensation law, but 


digest and complete of 


also pertinent supplementary laws 
including all amendments enacted by 
Anno 


tations of cases decided since publi 


the 1959 legislative sessions 


cation of the last editions are also 
included. 
$7.50 per copy. Available from 


the k:ditor, Law Publications, «1sso- 
clation of Casualty and Surety Com- 
panics, OO Street, New York 


38, N.Y. 


Jolin 
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Booth, Potter, Seal & Co. 
Public Ledger Building 
Philadelphia 6, Pa. 
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Practices 
Robert 
| ifessc ot 


Insurance Principles and 
{th Edition, by 
PHD... and 
Insurance, University of Buffalo and 
Jerome S. Miller, B.S., M.B.A., In- 


surance Consultant. 


Riegel, 


Statistics 


This entire book has been rewrit 
ten with the objectives and gencial 
of the previous editions re- 


design ' 
Four 


tained. new chapters have 
heen added to achieve more complete 
coverage of the life insurance area. 
(ther chapters have been exten- 
sively reworked with new material 
added in all sections of the text. 
The book is presented nine 
life 
Insurance, Insurance against disabil 


parts covering such fields as 
itv, insurance of property, msurance 
against transportation risks, insur- 
ance against legal liability and insur- 
ance against the failure of others. 
each part contains the various forms 
of insurance applicable to the risk, 
providing the reader with a concise, 
practical guide of the entire field. 
\ll of the material is specific and 
clearly presented from the buyer's 
viewpoint 
Beginning as it does, with basic 
principles, the book requires no pre 
the 
Timely elements of insurance, such 
as multiple-line 


vious knowledge of subject. 


policies, graded 
rates, new state legislation and new 
policy forms are covered along with 
many other factors. 

pps; 
Hall, Inc., 


rsey 


Published by Prentice- 
Einglewood Cliffs, New 


Workmen's Compensation Pamphlets 
New editions of the workmen's 
compensation 


law pamphlets for 
Connecticut, Florida, Georgia, Hh 
Nebraska, North 


Utah have now been 


Missouri, 
and 


nots, 
Carolina 
published. They contain not only a 
digest and complete text of the work 
mens compensation law, but also 
pertinent supplementary Jaws in 
cluding all amendments enacted by 


\nno 


tations of cases decided since pubhi 


the 1959 legislative sessions 


cation of the last editions are also 
mecluded 
$7.50 per copy Available 


editor, Law Publeations, 
fron of Casualty and Surety Compa 
John Street, New York 38 
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BEVERLY H. MERCER 
President 
Fidelity and Deposit Co., Md. 


Y TOPIC Is profits and it is 
one in which I am keenly in 
terested. shall compart 


not comparisons within out 


deal in 
SONS 
industry, but measurements of out 
results as a whole, against those of 
non-insurance industry groups. 
Let's first start with the premise 
that we are in business and not en 
gaged in a charitable or co-opera 
tive venture. That implies the right 
and the absolute necessity to make 
a reasonable profit. Underwriting is 
our business and is the phase of our 
operations in which we should be 
most profit-conscious. The answer 
to unprofitable underwriting results 
should not be a reliance on an off 
set by investment income. Heaven 
help us in a bear market! We had a 
taste of that experience in 1957, 
Many of us sadly recall also 
what happened to companies follow 
ing that program in 1929, That a 
profit from underwriting is the key- 


stone to 


can 


Was pointedly 
shown by the fact that even invest- 
ment income could not obscure the 
staggering underwriting losses in 
1956, 1957 and early in 1958. 

For some time past there have 
been statements in the trade press 
that conditions were really improv 
ing because there were indications 
that currently we were breaking 
even or that our underwriting losses 
were getting smaller. | hope that 


negative attitude isn’t svmptomatic 
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of our thinking 
appears 


Phen, there 


too, 


to have developed a tend 
ency to explain or excuse bad un 
derwriting results through compat 
ing our individual positions with one 
another. Perhaps some of us found 


solace— or thought we found —in 


the fact that most of us were in the 
same. boat | doubt, however, that 
many of our stockholders would ac 


cept that as an adequate answer 


How We Measure Up 


Let us take a look outside of our 
industry and see how we measure 
up to other lines of business with re 
gard to an equitable 


vestment 


return on im 


My basis for comparing the 


pront 
Tec ra of 


and casualty 


stock fire 


Measurement of our results 


companies with such diverse 
food 

bile manufacturing, 

and banking, 


enter 


prises as processing, automo 


public utilities 
Is the ratio of net im 


come (from all sources and. aftet 


tanes) to net assets 
the 
capital for « 


isa rough 


measure of return on invested 


OMparative Purposes, 
with the assumption that a dollar in 
the “capital 


account” of food 


processor or a finance company has 
the same value as one in the “cap 
ital account” of an insurance com 
pan 

Over a twenty-vear period, the 


fire and casualty 


msurance business 
as been bringing up the rear, pat 
teularly in the post-World War 11 
period, For obvious reasons, | have 
not attempted to chart all sixty-nine 
industries included in The First Na 
tional City Bank’s study. If I had. 
vou would see that, exce pt for 1049, 
and companies 
were in the lowest quartile for every 
vear 1945. In the had 


underwriting years of 1957 


stock casualty 


since really 
1956. 
and 1958, out of the sixty 
dustry 


Mie 
ours ranked 
69th and 63rd respectively 
member 


groups, 
\nd re 
income is in- 


investment 
cluded in this ratio computation. 
How do we compare with sales 
finance  compames, commercial 
hanks, public utilities invest 


ment trusts—businesses 


the category, 
Well, during the last nine vears, the 
net mecome to net 


commonly 


placed in “finance” 


assets ratio tor 


fire and casualty MISUrAnce compa 


es 


ranked /Jast four limes, and 


33 


ror 

N 
NY 

WN XS SS 

= 


ntinued 


Profit Consciousness—C 
next to last, five times. The profit 
ratio of sales finance companies, a 
rather new business relatively speak- 
14.7°7 dur- 
Our indus- 


ing, did not fall below 
the last 
trv in 

of 1.8% 


ten vears 


1957 reached the low point 


If you are unhappy about these 
let's look at 
that of operating profit) to 


comparisons, another 


ratio 


sales (or premiums, in our case), 


take your 


CHICAGO 
The Pick-Congress 


MINNEAPOLIS 
The Pick-Nicollet 


DETROIT 
The Pick-Fort Shelby 


CLEVELAND 
Lhe Pick-Carter 


PITTSBURGH 
The Pick-Roosevelt 


other Albert Pick Hotels 


Bi gha Ala Pick Bankhead 
tree at O Pick- Fountain Square 
Teletype ( Pick Fort Hayes 
Reservations ay ( Pick Mian 
Evansto Pick Georgiar 
Flint, Pick- Durant 
St Louis, Pick Twain 
Pick Melbourne 
/ south B Pick Oliver 
Toled Pick-Fort Meigs 
Topeka. Ka Pick Kansan 
Washing Pick- Lee House 
Youngstown, 0 Pick Ohio 
t/hbert Pick Motels 
New York 


Chatta 


Tenn Albert Pick Mote! 


Albert Pick Motel 


Sales Office 


MUrray H Albert Pick Mote 
71-8130 Albert Pick Hotella 

Albert Pick Mote! 

Chicago Albert Pick Mote! 


Sales Office 2 Albert Pick Mote! 
STate 2.4975 Portsmouth. Va Ho Mote! 
Albert Pick Mote! 
Albert Pick Mote! 
Albert Pick Mote 


day in 


St Louis, M 


Terre Haute, ind 


Albert Pick Hotels 


2ON. Wacker Chicago 6, Iiiinois 


Operating profit excludes income 
derived from sources other than reg- 
ular 
for us 


activities—investment income, 
but includes underwriting 
I will not elaborate on the 
long-term comparisons with other 
types of enterprises on this basis, 
except to say that it is not particu- 
larly favorable to us. In fact, in the 
past ten the percentage of 
underwriting profit to 

earned has averaged about 2% 


results. 


years 
premiums 
tor 
stock fire and casualty companies. 
The data to which I have referred 
conclusively shows that over a long 
period of time the earnings of fire 
and casualty insurance companies 
have been well below the profit: in- 
dex ot 
groups. 


most American industry 
Why should a business as 
important as ours settle for the post- 
tion of low, or next to low, man on 
the totem pole? When | say impor- 
tant, | am conscious of the accepted 
premise that our national economy 
could not function at current levels 
without the protection and guaran 
tees afforded by our industry 

I realize there funda 
mental barriers to our achieving a 


may be 


return on our invested capital com 
parable to the most profitable enter 
For 
thing, the degree of supervision to 
which we 


prises in our economy. one 
are subject would dis 
courage it. And on the underwrit 
ing side, we are certainly the vic- 
tims of inflation, with rates con 
sistently lagging behind operational 
and claim costs. The introduction of 
trend factors in determining rates 
may be a constructive step towards 
improving the latter situation. But 
] am convinced the full answer will 
come only when we develop a profit 
that forms a_hasic 
part of our thinking whenever we 
deal with any facet of our opera 


consciousness 


tions, 


Competition for Volume 


Over an extended period, com 
petition for volume has led to the 
development of unsound policies and 
practices which, taken together, can 
chance reasonable 
profit. For instance, purely for com- 
petitive purposes and not to meet 
any demand from the insur 
ance buying public, coverages have 


erase all for a 


great 


heen broadened, without charge, to 
apply to all kinds of incidental losses 


which the policy holder 
would normally expect to bear him- 
self. Even in an inflationary period, 
long term policies are issued at a 
fixed rate, and at an unjustified dis- 
count. Competing for the good-will 


average 


of agents has prompted unmerited 
claim payments for purely “agency 
reasons.” And again to curry the 
favor of pre xlucers, there are appear- 
ing evidences of an “excess commis- 
sion” race. Competing for contract 
bond business has led to the exten- 
sion of larger and larger writing 
lines, inevitably resulting in more 
contractors in trouble, and less profit 
for their sureties. 

I do not need to go on in this 
vein. You are as familiar as 1 am 
with the all-too-numerous costly 
practices likely to result from com- 
petitive zeal. But if policies de- 
signed to meet competition result in 
the run and ex- 
tremely low earnings in the long 
run, then we should look elsewhere 
for competitive tools. 
matter 


losses in short 


However, no 
what devices we may em- 
ploy, unless we instill a profit con- 
sciousness in all our underwriting 
operations, it will avail us nothing 
in the end. 

\wareness of the importance of 
profit from underwriting is the key 
stone to our future growth and to 
making the fire and casualty busi 
ness rank higher on the profit: scale 
American 
nomic 


business. Our eco 
most eff 
ciently under the profit motive, and 
profits pave the way 
public service. 


system) operates 
for efficient 
We cannot provide 
service for extended periods of time 
unless we are able to expand with a 
growing nation, In order to provide 
the capacity necessary to keep pace 
with the predicted 
growth in our national economy, 
additional capital will be required 
Traditionally, a portion of under 


tremendous 


writing profits are retained in the 
husiness to provide part of this cap- 
ital necessary for expansion, Unless 
we see to it that we realize a reason 
able underwriting profit from) our 
operations, our financing problems 
will he seriously aggravated. The 
lack of profits and the possibility of 
added capital from that source, will 
in itself frighten off the venture 
funds of outside investors. 

T will conclude by quoting from a 
recent article by G. Keith Funston, 
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President of the New York Stock 
Exchange. Although Mr. Funston 
was referring to business of all cate- 
gories, his remarks seem to have 
particular applicability to the prob- 
lems we are likely to face. He said: 

“To continue our progress, we 
shall need more capital from our 
present investors, and we shall need 
many millions of new investors as 
well, 

“Let's get it straight for once and 
all. Prosperity is not an accident— 
it is the result of a highly efficient 
and constantly progressing industry 
fed by vast sums of venture capital. 

“We cannot have the prosperity 
without the capital, and we cannot 
have the capital unless we give in- 
vestors a fair chance for profit.” 


CONNECTICUT MERIT 
PLANS 


COMMISSIONER PREMO of Connecti- 
cut has approved safe driver plans 
filed in that state by the Springfield- 
Monarch Group, the Employers’ 
group, the Vigilant Insurance Com- 
pany and the Nationwide General 
Insurance Company, Six Hartford- 
based companies with such plans 
operating in other states are said to 
have no immediate plans to intro- 
duce them in Connecticut. The 
Connecticut filings, although ditfer- 
ing in detail, provide for a saving of 
twenty to thirty per cent for drivers 
with good records and surcharges 
up to several hundred per cent for 
those with bad driving records. All 
require an application to be filled 
out, 


halk up another big PLUS for 
AIU ... its 40th year of international insur- 


ance operations. 


Its experience and facilities are at your serv- 
ice. Call the AIU office nearest you and ask 


for Dept. C. 
AUTO RATING PLANS 


THE NEW PACKAGE AUTOMOBILE 
policy and safe driver rating plan 
developed by the National Bureau 
of Casualty Underwriters and the| 
National Automobile Underwriters | 
\ssociation was introduced in Ohio} § 
on December 15. Ohio thus joined f 
California, Iowa, Michigan, Minne- 
sota, Missouri, Nebraska and Penn- 
svlvania as the areas in which the 
new program is being field tested. 
The Mutual Insurance Rating Bu- 
reau’s package automobile policy 
program was approved for use in 


AMERICAN 
i INTERNATIONAL 
' UNDERWRITERS 


Boston Chicago Dallas - Oenver Houston 
Los Angeles - Miami New Orleans New York 
Michigan, etfective November 23. It] & Portland - San Francisco + Seattle - Tulsa - Washington 


has previously been in effect in 
Iowa, Nebraska, and Pennsylvania. 
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om other Fields 


Price Is Secondary 


TED POLLOCK 


CAN'T afford that kind of money.” 
“More than | wanted to spend.” 
“Sorry, but it’s way over our 


budget 
Despite your skill as a salesman, 
the depth oO! 


vour product knowl- 
you may go to 


needs, 


edge or the lengths 
determine a 


hard 


prospect's 


one 


fact remains: scarcely a sales 

interview fails to rear the ugly head 
of price. 

What can a salesman say—what 


can he do—to overcome this stand- 
ard objection 
Phose who have mastered it offer 
many solutions. But essentially their 
boils to this: 
other consideration 


advice down make 


some sO over- 
whelmingly enticing that price takes 
its rightful place in the prospect's 


mind —second 


Accent the Benefits 


“When a man expresses anxiety 
about vour price,” says Paul EF. Her- 
manager of A. 
B. Dick Company of New York, “he 


ron, sales traiming 


is really challenging vou to prove 
that vour product is worth the 
money. One of the very best ways 


to do that is to build up the desira- 
bility of the benetits you are otfering 
in such vivid, personal and irresist- 
terms that out of 


your prospect's mind any concern 


ible they crowd 


OVET the amount of money you are 


asking him to part with 


“Our men are trained to empha- 


size the exclusive features of our 
products, then to translate them into 
benefits that 


match because they 


no competitor can 
are patented or 
in availability. 
could scour the world 


and still not tind the precise benefits 


otherwise restricted 


\ prospect 
we can offer him. 


36 


“Once he is made to realize that, 
his concern with price pretty much 
dissolves.” 

Some examples of “exclusive sell- 
ing’: 

“Because this policy is available 
only to risk-free white-collar work- 
ers, the premiums are exceptionally 
low.” 


Check and Double-Check 


“Check and double-check,” 
the regional administrator for a ite 


Savs 


insurance firm. “The prospect who 
the benefits for the dollar 
signs hasn’t been sold on the unique- 
ness of your policy. We tell our men 
to ‘sell the difference’—that is, to 
pinpoint the precise ways in which 
our policies stand out from anything 
the competition can offer. 

“You can talk yourself hoarse on 


can't see 


the features your policies have in 
common with the competition and 
not even dent a prospect's armor. 
Your policy is ‘just as good 7° Who 
cares! But concentrate on the differ- 
ences—thereby removing the pro- 
tection you are offering from com- 
parisons—and your customer can't 
say, ‘It’s too expensive’ because cost 
is a relative thing. The price of 
whatever you're selling is high only 
if the identical product can be pur- 
chased elsewhere for less money. 
The more ways in which vou can 
prove that you're selling something 
unique, the less important price be- 
comes.” 

But what if there are no discern- 
ible differences between your prod- 
uct and the competition's ? 

“Then make yourself the differ- 
ence,” advises a district sales man- 
ager. “By helping the prospect solve 
his problems, preparing him for his 
own future and generally 
proving yourself a knowledgeable 


needs 


trouble-shooter, you can convince 
him that your slightly higher pre- 
mium is well worth it in terms of 
personalized service.” 

Advises a top general agent: 
“Talk directly to the point. Contrast 
the smallness of the cost with the 
greatness of the benefits the prospect 
will receive. In insurance we can 
talk about the smallness of the pre- 
miums compared with the benefits it 
will buy when those benefits are 
most needed.” 

What really bothers some pros- 
who hide behind 
objection is the idea of 
parting with sizable 
money, 

But them how tl can 
cushion the blow to their wallets 
actually or psychologically 


pects the price 


suddenly 


amount of 


show 1eV 
and vou 
may walk away with the order. 
Thus, the top salesman for a 
major air conditioner firm has found 
it surprisingly easy to sell his more 


expensive line by breaking down the 
cost ina novel way. “For only an 
additional six cents per pound,” he 
explains, “you can have a unit that 
will cool your office and your wait- 
ing room.” 

“True,” says an insurance sales- 
man, “this policy costs more than 
others, but for just two dollars extra 
monthly than 
day—you're protected against every 
kind of loss, with practically no ex- 
ceptions.” 


less seven cents a 


Many salesmen find it useful to 
play up the unusual terms they can 
offer a prospect. “A small deposit 
protects you “You 


can month seml- 


immediately 
par Iv, quarterly, 


annually or annually.” 


Prove Savings 


\nother approach centers about 
the provable fact that quality costs 
less in the long run ...a 
form 


broad 
homeowners policy for ex 
ample, versus a limited fire and F.C. 
contract. 

Few people mind spendi 
if really convinced they are getting 


more 


more. Therefore, a persuasive an 
swer to the price objection can be 
the valuable extras vour higher price 
includes. 
Possibilities: unique guarantees 
of service; free use of company re 
sources (consultations, 


tions, safety checkups) ; 


investiga- 
new ways 
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| 


trom 


to get double 


policy. 


coverage one 

Many salesmen successfully over- 
come the price bugaboo by showing 
how their product pays for itself. 
“It’s an investment.” 

One life insurance agent 
what he calls the “you-can’t-lose” 
approach. It consists of showing the 
prospect that he is being offered a 
clean, unshadowed proposition: 
“Only three things can happen to 
you 


uses 


you can live, you can die, you 
can quit. If you die, your family 
will benefit. If you live, you will 
always be covered and can get some 
money on which to retire. If some 
unforeseen event incapacitates you 
prematurely, you will still have a 
policy with a cash value over and 
above the premiums you have paid.” 

In short: whenever possible, show 
your prospect with mathematical 
logic that your product or proposi- 
tion doesn’t “cost”; it pays. 

“Mr. Jones didn't think he could 
atford the additional coverage, either 
until his house burned down.” 

“Have you ever figured out how 
much it would you—in_ cold 
cash—to be laid up for just one 
month 7” 


Cost 


“Look at these photostats of ac- 
tual hospital bills.” 

Price suddenly shrinks in impor- 
tance when your prospect recognizes 
how expensive not owning your pol- 
icy can be. 

Whenever a top salesman for an 
east coast insurance firm hits a snag 
in the form of, “I can’t afford it 
see me next month,” he pulls out 
a card trom his wallet. 

“Fine,” he says. “Just fill in your 
name and sign this guarantee: 

hereby 
guarantee that I will be alive and 
in sound health 30 days from now. 


(Signed) ——— 


“Its impact on the price-wary 
prospect is electric,” he reports. 

Salesmen for a nationally known 
safe company keep their eves peeled 
for newspaper reports of fires and 
thefts in which important papers 
were lost. Armed with those vivid 
persuaders, they call on offices and 
stores in the immediate vicinity of 
the recent mishap. With his neigh- 
bor’s loss fresh in mind, it’s a rare 
prospect who worries over the price 
of a safe. 

This gets him thinking positively. 
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A life insurance agent might say 
something like this: “Some people 
buy insurance for protection. Some 
to give themselves a nest egg on 
which to retire. Some like to think 
of those sunny days in Florida play- 
ing golf when they are over 65. 
What appeals to you most about in- 
surance, Mr. Smith?” 

The minute you get Smith talking 
positively, you inevitably swing him 
to thinking affirmatively. While he 
is on the affirmative side is a good 
time to try for that 


“I’m glad vou see things this way, 


closing. 


Mr. Smith. Suppose we get a con- 
tract from the home office for you 
to take a look at?” 

Perhaps the ace agent for a large 
casualty firm best sums up the whole 
price question with this observation : 
“Every insurance like a 


policy 1s 
pie cut into five parts. These slices 
are dependability, service, peace ot 
mind, extra values and price. Since 
the part is never greater than the 
whole, why should price ever be the 
determining factor in a sale?” 


Why indeed 2 


American Casualty, 4rr 


Protect 
Now 


PACIFIC NATIONAL’S PN/PM PLAN 


New sales tool-— Here is a valuable new sales tool that’s easy for producers 
to handle. We take care of all billing after the first monthly premium payment is 
made. Payments may be as little as $10 per month, and PN PM can be applied to 
most single coverages, or any combination of coverages. 


Full commission in advance —Best of all, this modern marketing 
plan pays you a full commission immediately on each policy you sell, whether it 


be for one year, three or five. 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 


A MEMBER OF THE TRANSAMERICA INSURANCE GROUP 


Monthly 


SAN FRANCISCO, CALIFORNIA + PHILADELPHIA, PENNSYLVANIA + SKOKIE, ILLINOIS + DALLAS, TEXAS 
ATLANTA, GEORGIA 
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Dilemma—from paae 27 


litical aspects of the business: much 
has been said and written, and the 
legislative chambers of our state 
capitols have been flooded with all 
sorts of legislation concerning the 
social and economic aspects of auto- 
mobile insurance. However, it is a 
fact that one-third more people are 
killed and four times as many incur 
disabling injuries annually in the 
home and in public places, other than 


industrial accidents, as result from 
automobiles. Such accidents, result- 
ing in injuries or death have just as 
serious an impact on society or the 
national economy as those sustained 
because of the automobile. 

The commission would study the 
safety and accident prevention as- 
pects of the business : notwithstand- 
ing an increase in the incidence of 
insurance claims, there has been a 
marked and continuing reduction in 
motor vehicle fatal and disabling in- 


Are You Serving Out-of-Date Renewals ? 


Out-of-date renewals 
can mean under-insured, 
unsatisfied assureds. 


Today's property values call 
for a complete re-evaluation 
of your policyholders’ insur- 
ance needs. Their homes and 
their personal property have 
all increased in value 


BE SURE THEY'RE INSURED TO VALUE. 


“Worcester Mutual 


FIRE INSURANCE COMPANY 


Worcester, Massachusetts 


These are AZtronauts. 
Being from Z-A, 

they know from A to Z. 
They look. 

For what do they look? 
See Feb. issue 

this magazine. 

Learn what holds up 
balloon. Learn for 
what AZtronauts look. 
Have fun, merriment & 
win valuable prizes. 
See Feb. issue. 
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jury accidents in relation to popu- 
lation, number of motor vehicles, 
and per million miles driven. 

Indications point to the fact that 
better surgical techniques, miracle 
drugs, and more immediate profes- 
sional attention are responsible for 
fatalities and disabling injuries de- 
creasing in the face of what would 
appear to be more traffic accidents. 

To what extent are increased num- 
ber of occupants of cars—increased 
operation of youthful drivers—pub- 
lic awareness of insurance—col- 
lusion between doctors, garage or 
lawyers, or increased rates and pub- 
licity with respect to claim settle- 
ments, contributing to increase in 
automobile insurance claims in re- 
lation to number of insured vehicles ? 

In the face of increased conges- 
tion, more cars, and more operators, 
and with substantially the same 
miles of paved highway, accidents 
have actually decreased, which 
would indicate that traffic regula- 
tions and safety programs have been 
effective. 

We're told by an expert, however, 
that this is an illusion and that while 
fatalities have decreased because 
doctors are better at keeping victims 
alive, that for every death there are 
one hundred twenty-five injuries and 
that both the number and rate are 
increasing. 

The same outstanding authority 
contends that individuals can only 
to a small degree reduce the chance 
of accident. To admonish the 80,- 
000,000 motorists by slogans to drive 
carefully, is like stopping a typhoid 
fever epidemic by boiling water, 
rather than attacking the source, 
such as vaccination or purifving the 
water. 

He further asserts that there is 
actually no acceptable proof that re- 
ducing speed effectively reduces ac- 
cidents. He refers to an 8% actual 
increase in accidents per mile driven 
in Connecticut during the first four 
vears of its intense effort and much 
heralded program of reducing speed. 

This source also contends that 
75° of fatalities could be eliminated 
by improving interior design of auto- 
mobiles. He advocates establishing 
safety rating designs and Federal 
controls as we have in Aviation and 
Beef Inspection. 

Other safety experts believe that 
driver training and_ education, 
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coupled with the practice of good 
manners and respect for the rights 
of others will reduce accidents. 

All of these possibilities should 
be susceptible to precise determina- 


tion. Once the cause, or causes, are | 


isolated we should redouble our et- 


forts, and concentrate on preventing | 


the cause and reducing accidents in- 
stead of becoming so involved in 
how to compensate the injured. 


Regulate Loss Component 


The advisability of controlling 
only the pure loss component part 
of the premium dollar should also 
be thoroughly explored: companies 
should be free to add a policy fee 
designed to cover all company ex- 
penses, on a 


non-diseriminatory 
basis, 


adequately to compensate 
agents, and to provide for profit 
and contingencies. The current rat- 
ing methods are unfairly discrimina- 
tory in that the risk located in the 
higher rated territory is charged a 
disproportionate amount of com- 
pany expense to offset the deficiency 
collected from the risk located in 
the lower rated territories. An auto- 
mobile risk located in the highest 
rated Philadelphia territory would 
pay three times as much for process- 
ing the policy as would a similar risk 
located a mile away in the lowest 
rated suburban territory. Similarly, 
the highest rated classification in the 
same territory is charged almost four 
times the amount charged the pre- 
ferred risk of the same territory, 
and the cost of processing each is 
identical. This is the rankest type 
of discrimination and should be cor- 
rected. Each classification 
pay its own way. 


should 


The same is applicable to agent's 
commission, which should be a stipu- 
lated amount rather than a percent- 
age. An agent should not benefit by 
the misfortune of an insured, nor 
should he benefit the in- 
sured’s driving habits, or record of 
traffic violations, places him in a de- 
merit with corre- 
sponding increase in rates. Simi- 
larly, there is no justifiable reason 
why an agent should receive two or 
three times the remuneration for 
selling and servicing a risk in a 
higher rated area than a different 
agent might receive for a similar risk 


because 


classification 


For January, 1960 


DEPENDABLE: 


When you represent Ohio Farmers, 
you’re assured of fast, prompt, de- 
pendable service. In business over 
110 years, Ohio Farmers has won 
the reputation among agents and 
policyholders as the company to 
count on... when it counts most. 
Drop us a note about a career of 
success with 


Ohio Farmers Companies__ 


Ohio Farmers Insurance Company « Chartered 1848 
Superior Risk Insurance Company « LeRoy, Ohio 


Mr. Agent: 
We can lessen 
your “load” 
with our 
prompt service, 
facilities, and 


insurance 


know-how! 


situated in a neighboring lower rated 
territory. Any increase in office ex- 
pense is usually offset by greater 
available volume. 

The fifth area of study could be 


the unique characteristics and 
peculiar differences between automo- 
bile insurance and every other prod- 
uct or service. Automobile insur- 
ance was originally devised and still 
basically protects the insured against 
financial loss. As the ownership of 
cars increased, especially by persons 
of little or no financial responsi- 


NATIONAL UNION 
INSURANCE COMPANIES 


PITTSBURGH @ PENNSYLVANIA 


bility, and the number of accidents 
increased, there were more and more 
persons uncompensated for injuries 
sustained or property damaged. 
This developed the social and eco- 
nomic aspect of the business and 
was the forerunner of financial re- 
sponsibility laws, compulsory auto- 
mobile laws, unsatisfied judgment 
funds, and uninsured motorist pro- 
tection—all designed to satisfy the 
social and economic aspects of the 
claimant, rather than the basic pur- 
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Dilemma—Continued 

pose of protecting the automobile 

owner from suffering financial loss. 

The agency system did an excel- 

lent selling job and in reselling at 
] 


renewa lowever, somewhat less 
than 25% of automobile owners car- 
ried labilitv insurance 

With the advent of compulsory, 
impound- 


ment laws, ICC, PUC and mort- 


financial responsibility, 


uirements, now about 95% 
Probably 


halt of the increase resulted from 


| 
of owners are insured 


some form of compulsion in- 
surance was purchased for reasons 
other than the basic and fundamental 
purpose of protection against finan- 
cial loss 

his important segment, com 
monly regarded as the new “mass 
market,” is price conscious, wall 
settle for the cheapest product on 
the easiest payment plan that will 
satisfy the social and economic rea- 


sons for buving 


The Greater the Loss 
\s a class, the group that 1s will- 
ing to pav a price of 25 to 30% 


greater than the generally prevail- 


‘ rket will produce a loss cost 
that would require a rate of 40. to 

than those rates gen 

The result is that 
the higher the rate, the greater the 
loss potential, and the greater the 
underwriting losses. In the sale of 
a product, the higher the retail price, 
In no other 
business does the element of ‘‘ad- 


thre greater the protit 


verse selection” in rease the cost of 
thre product or service Chis is a 


characteristic peculiar only to the 
business of insurance. 

It is therefore essential, in order 
to produce a representative book of 
business, and to prevent selection 
against a company, to provide rela- 
tively uniform classification of risks 
and rates between companies. Any 
wide departure in either classitica- 
tion or rates, that would attract a 
superior class of business, would re- 
sult in an inferior class at inade- 
quate rates for other companies, and 
the vicious cycle of increased rates 
and decreased selectivity commences, 


Operating Expense 
Finally, the marked difference in 
operating expense between the larger 
and smaller companies, which cre- 
ates a serious problem in establish- 
average rates, should be con- 

sidered. 
Exclusive of commission and 
taxes, this important component 
varies as much as 100%, depending 
principally on the size of the com- 
pany, volume of business, and classes 
of business transacted. Conse- 
quently, a rate that would be ade- 
quate for the larger, low expense 
company, would actually bankrupt 
the smaller company Vhis would 
serve to concentrate the business in 
the larger companies, create monop 
olies and eventually stifle competi- 
tion. On the other hand, a rate ade 
quate tor the smaller, higher cost 
companies, would create excessive 
profits for the larger company and 

the public would not benetit 
lis is indeed a new era in the 
property insurance business. Those 
agents and companies that are able 
and willing to adapt to the new order 


will survive and prosper. The fu- 
ture will be exceedingly bright. This 
dynamic business of insurance con- 
tinues even to out-perform our gross 
national product. The industry will 
continue to play its important part 
in the future economic progress of 
our nation. Agencies and compa- 
nies alike must conform to the new 
order. 

-liminating a lot of needless tra- 
ditional practices substituting 
streamlined procedures will enable 
companies to utilize modern elec- 
tronics to the fullest. All agency de 
tail amenable to mass handling by 
centralized electronics, without  re- 
ducing or impairing service to the 
policvholder, will be so handled in 
the future. 

Automation is here. Competition, 
if no other reason, will force agents 
and companies to utilize it fully. This 
will free the agent of time-consum- 
ing and costly details and permit his 
time and energies to be more pro- 
ductively employed. 


Policies of the Future 


Policies of the future, especially 
those for the great mass personal 
market, will be principally of the 
package variety, the processing of 
which will be completely amenable 
to modern methods of automation. 
The package policy will insure both 
income and property with a simple, 
easy payment plan that could only be 
handled electronically. 

The average annual premium per 
personal account in the future will 
he at least doubled. Agents can 1 
atford to handle individual policies 
for part of an account. 


10 


WOLVERINE’S premium BUDGET PLAN 


will . . . (1) Reduce your accounts receivable . . . (2) Reduce Agency overhead... 
(3) Allow more time for production of new business . . . (4) Enable you to do a better 
job of survey and account selling . . . (5) Increase your income .. . (6) Deter competition 


. . . (7) Attract new customers and accounts. 


This new simplified premium financing plan is available for Automobile, Fire, Generai 
Liability, Burglary, Robbery, Homeowner's, Accident & Sickness, etc. insurance. 


The average family and small to medium-sized business is in the habit of buying and 
paying on an installment plan of so much down and so much per month for appliances, 
automobiles, utilities, home or business mortgages, etc. and will welcome ‘“Wolverine’s”’ 
Budget Plan which will enable them to pay for insurance protection in “easy to 


meet’ monthly payments. 


For further information write to the 
Agency-Sales Department. 


WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 
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Always in FOCUS 


with our Agents 


We always keep our eye on the needs of 
our agents. They depend on us to con- 


centrate on their problems. 
That’s why our agents are 


so successful. 


Zs 


years of dependable service 
our 


Fine CASUALTY INSURANCE CO. 
INSURANCE CORPORATION 


MAIN OFFICE . 


FORT WORTH, TEXAS 


Such streamlining will provide an 
agent with additional time to service 
both personal and commercial ac- 
counts. This will permit specializing 
on the larger and more complicated 
commercial and industrial accounts, 
which too will be written under 
simple package policies where ap- 
plicable, and otherwise under broad 
umbrella protection, on a custom 
basis, with the “cloth cut to fit the 
suit.” 

\ very aggressive merchandising 
and production program must be fol- 
lowed because the severe competi- 
tion for the consumer dollar will be 
equally as important as the competi- 
tion for the insurance dollar 

To broaden the base and provide 

necessary protection to  satisty 

r social and economic responsi- 
bility necessitates aggressive selling, 
as contrasted with taking orders for 
business required by reason of one 
or another type of compulsion. 

We must seek the risk rather than 
being content to handle the business 
seeking insurance. In no other way 
can we develop the spread that 1s so 
essential to permit the law of large 
numbers to operate. 

Rate and commission reductions, 
adoption of continuous form policies 
with direct collection, and develop- 
ment and introduction of an increas- 
ingly large number of almost “select 
it vourself” package policies, might 
seem to indicate that the independ- 
ent mn effect, being rele- 
gated to the status of a door to door 


agent 1s, 
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peddler, Such is not the case; the 
independent agent will occupy an 
even more important position in the 
merchandising and production of 
property insurance on an independ 
ent basis than he has in the past. 
More productive time is important 
and the volume of an agency must 
double, either by selling the full ac- 
count, adequately insuring present 
policvholders, or acquiring new ac- 
Phe effort and 


expense required will be rewarding. 


counts. additional 

The agent that believes it Is a sin 
to sell is in the wrong business and 
enter another profession 
where it is unethical to hang 


should 
up a 
shingle, advertise, offer one’s serv 


ices, or solicit a competitor's busi 


ness 


In the Public Eye 


More important than personal so- 
licitation is the image that vou have 
heen able to create of yourself and 
vour agency in the eves of the com- 
This is the 
effective 


munity that vou serve 


most potent and type of 


selling It develops access to the 
better risks and provides the type 
of accounts that are not primarily 
price conscious, and will continue so 
long as their interests are properly 
served. 

Modern marketing and merchan- 
dising requires local agents to recog- 
nize the rapidly changing 


msurance 


needs and purchasing 


newly created mass market. Twenty 


total individual and 


amounted to 


the 
units 


vears ago 


under 
forty million with net disposable in 


family 
comes of sixtv-six billion dollars, or 
about $1,000 per unit 

14% of this group earned 
of $3,000. 


Only about 


EXCESS 
Today, there are fifty-three mul- 
lion families and individual earning 
units, an increase of about 35, and 
net disposable income atter taxes ts 
three hundred tive billion dollars, an 
increase of almost 500% More im 
portant, the fact that 
the group earning over $3,000 has 
increased from 5.480.000 or 14° ot 
the total in 1938 to thirty-five 


lion, or 66% of the total, 


however, Is 


mil 
with 
of the disposable income, in 1958. 

This new group will account for 
at least 95% of the premium volume 
\n agent 
this 
market and operate accordingly. In 
this 
should be modern, up to date, invit 


for personal business 
order to succeed must “tap” 


order to do an agent's othice 


ing, and ezsily accessible. If an 
agent continues to maintam his ot- 
fice in a deteriorating area, or im a 
dark corner of an old, walkup build- 
not conveniently located, he 1s 


} 


ng, 


not putting his 
nor is he 


vest foot forward, 


the 


community 


presenting 
the 
mark him as a modern, 
up to 
Such an office is a distinct disadvan- 


type of 
that 
progressive, 


Image to will 


date insurance counsellor. 


tage in endeavoring to acquire the 


better element of new accounts that 
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Dilemma—Continued 


need not go out of their way to seek 
insurance, 

To attain the high efficiency that 
will be required for successful oper- 
ations will mean concentrating busi- 
ness in the limited number of com- 
panies that are required to provide 


ACTUARIES 
& ACCOUNTANTS 


BOWLES, & TOWNE, 
IN 


ACTUARIES 
Management Consultants 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND + ATLANTA + NEW YORK 
DALLAS ¢ MIAMI ¢ PORTLAND 


J. HUELL BRISCOE 
& ASSOCIATES 


ACTUARIES & MANAGEMENT 
CONSULTANTS 


Box 56 307 N. Michigan Ave. 
Winthrop Harbor Chicago 
Illinois Illinois 


CHASE CONOVER & CO. 
CONSULTING ACTUARIES AND 
ACCOUNTANTS 
382 SOUTH MICHIGAN AVENUE 
CHICAGO 4, ILLINOIS 


Felephone Wabash 2.8575 


WINFIELD W. GREENE, 
F.C.A.S. F.S.A. 
CONSULTING ACTUARY 
CASUALTY & FIRE PROBLEMS 
$2 CLIFF STREET NEW YORK 88, N. Y. 
Beekman $-1727 


WOLFE, CORCORAN & LINDER 


CONSULTING ACTUARIES 
AUDITORS AND ACCOUNTANTS 


116 JOHN STREET, NEW YORK, N. Y. 


WOODWARD and FONDILLER, 
INC. 


CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 


220 West 57th Street 417 South Hill Street 
New York 19, New York Los Angeles 13, Cal. 


WOODWARD, RYAN, SHARP 
& DAVIS 


CONSULTING ACTUARIES 


55 BROADWAY, NEW YORK 6, N. Y. 
Telephone Hanover 2-5840 


the necessary facilities and proper 
service. Agents should represent 
only such companies whose facilities 
are needed and which can be prop- 
erly used and not abused. 

There is no substitute for the in- 
dependent relationship between com- 
pany and agents, and there is no 
reason to believe that it will not 
continue to prosper as it has in the 
past. A more cooperative under- 
standing of each other's problems 
will be essential, and a closer rela- 
tionship will result. A true partner- 
ship is a must. 

Full, complete and accurate under- 
writing data should always be pro- 
vided and a detailed screening job 
should be done by the agent who, 
in effect, is the eyes and ears of the 
company in the field. 


"Agency Leverage" 


Business accepted or losses paid 
because of “agency reasons” or 
“agency accommodation,” buc now 
commonly known as “agency lever- 
age,” should never be tolerated or 
expected. This has the same effect 
on the loss component part of the 
premium dollar as the difference in 
the remuneration between independ- 
ent and captive agents has on the 
expense component part of the pre- 
mium dollar. 

Companies are just as eager as 
agents to write good business and if 
undue pressure is necessary to in- 
fluence a proper decision, then you 
should change companies. 

This, then, is the challenge of 
change facing the independent agent 
today. It is not business as usual, 
but those who are capable and will- 
ing to conform will prosper. Those 
who resist and are unwilling will 
eventually fall by the wayside. 


RATE LAW HEARING 


THE SUBCOMMITTEE TO REVIEW fire 
and casualty rating laws and regu- 
lations of the National Association 
of Insurance Commissioners, of 
which Director of Insurance Gerber 
of Illinois is chairman, completed 
a two-day hearing in Chicago. In 
his testimony before the subcommit- 
tee, Vestal Lemmon, general man- 


ager of the National Association of 
Independent Insurers, singled out 
the, laws of eight states and the Dis- 
trict of Columbia as deserving im- 
mediate attention. Mr. Lemmon 
sharply criticized the Texas law 
which requires all companies to ad- 
here to a single structure of rates, 
classifications and forms for auto and 
other casualty insurance, asserting 
that competition as we know it in 
most states and as contemplated by 
Congress, simply does not exist in 
Texas. He said Louisiana, Missis- 
sippi, North Carolina, Virginia and 
the District of Columbia have rating 
laws for certain lines which permit 
rate variations only through “the 
cumbersome and unwieldy system” 
of formal deviations from the rates 
filed or promulgated by a statutory 
rating bureau or state agency. He 
singled out New Jersey, Alabama 
and Tennessee for special mention 
because of provisions which pro- 
hibit an insurer from using rates or 
rating systems made by a rating 
organization of which it is not a 
member or subscriber. 


Attacks General Pattern 


Speaking on behalf of the Na- 
tional Association of Insurance 
Brokers, Frank E. Mueller, Jr., vice 
president of the association, attacked 
the general pattern laid out some 
twelve years ago in the so-called 
All Industry Rate Regulatory Laws. 
He said his association believes that 
even if the present prevailing type of 
legislation is to be retained, it should 
be amended to liberalize and en- 
deviations and not limit 
their effect to merely one year as is 
the case with most statutes. Also 
that the laws should further be re- 
vised to cover the problem of filing 
multiple line package policies and 
that membership in bureaus should 
be optional and not mandatory as in 
the case of District of Columbia, 
Louisiana, North Carolina, Virginia 
and Texas. 


courage 


Rk. O. Matson, manager of the 
Illinois Inspection Bureau, presented 
a diametrically opposite view to the 
subcommittee. He maintained that 
modification of Bureau standards 


should not serve as a basis for devia- 
tion filings by members or subserib- 
ers. 
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LIGHT WEIGHT PUMP 


A NEW, EASILY portable fire pump 
weighing only fifty pounds which 
can be carried by one man and fea- 
turing aluminum body construction 
with synthetic rubber bonded steel 
parts is now being offered by Good- 
year Pumps Ince. 

Goodyear’s competitively priced, 
positive displacement pump is both 
self-priming and operable in any 
position without loss in prime. No 
check valves are required. The 
pump handles water with suspended 
abrasives at a suction lift of twenty- 
eight feet while delivering fifty gpm 
at one hundred psi discharge pres- 
sure, 

quipped with a two-cycle gaso- 
line engine mounted on an aluminum 
skid, the entire unit can be carried 
easily by one man over rough ter- 
rain. This feature makes it ideal 
for fire fighting in areas inaccessible 
to vehicles. Goodyear’s design eli- 
minates the need for any coupling 
alignment by utilizing a simple belt 
drive with guard. Four-cycle engine 
is optional. 


FIRE FIGHTING SPHERE 


RESEMBLING A BRIGHT-RED 
ball, Ansul Chemical Company's 
new multi-purpose fire extinguisher, 
the Monitor, features a spherical de- 
sign and one-hand operation. The 
shape of the two and one-half pound 
dry chemical fire extinguisher per- 
mits it to be placed in almost any 
location using a minimum amount 
of space. Since the spent cartridge 
can be instantly replaced after use, 
uninterrupted fire protection is possi- 
ble. At least one spare disposable 
cartridge, the c mnpany recommends, 
should be on hand at all times. 
Each Monitor recharge is filled, 
pressurized and sealed during manu- 
facture. No pressure gauge is re- 


cannon 


quired, because the owner can de- 
termine the proper charge of gas by 
weighing. The cartridge remains 
fully charged indefinitely—provided 
it has never been punctured. 

The Monitor’s hanging bracket 
also serves as a locking device to 
avoid accidental discharge. When 
removed from the bracket it’s all 
set to go. A squeeze of the trigger- 
grip sends a steady stream of dry 
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chemical onto the blaze. The rated 
effectiveness of the Ansul Monitor is 
equal to eight pump type, one quart 
carbon tetrachloride extinguishers. 

An additional feature of the Moni- 
tor is its high center of gravity, due 
to the unit’s spherical design. This 
permits effective one-hand operation 
and accurate control of the extin- 
guisher’s flame-killing stream. In 
order to achieve maximum fire fight- 
ing efficiency and still retain the de- 
sign advantages of a spherical dis- 
posable cartridge, Ansul Research 
developed new propellant vases and 
a radically different formulation of 
its dry chemical. 

Ansul also manufactures a 
plete line of 


com- 
and portable fire ex- 
tinguishers in five, ten, twenty and 
thirty pound sizes, 


DRY CHEMICAL 
EXTINGUISHERS 


TWo NEW PREssURIZED dry chemical 
portable tire extinguishers have been 
announced by Walter Kidde & Com- 
pany, Ine. » and 5 
pound capacities and were designed 


They come in 2! 


by Kidde engineers working closely 
with Henry personnel, 
They are said to put out as much fire 
as eight and sixteen carbon tetra- 


Dreyfuss 


chloride pt irtables respectively. their 
designs stress simplified, self-evident 
operation for anyone picking up a 
unit ina fire emergency. There is no 
trigger 


valve to turn, 


locking pin to remove, no 
no inverting, and no 
Their operating range of 
from 110 to 180 psi means that they 


bumping 


can be easily and quickly recharged 


with air or nitrogen. Their special 
wall brackets act as the locking pin 


and discourage accidental discharge. 


CHECK ON SPRINKLERS 
THE SIX VITAL 
automatic 


points in an 
that 
bear regular watching are outlined 
concisely in a report by Pinkerton’s 
to its own 


sprinkler 


svstem 


force of uniformed se- 
curity guards. 

The national agency, which op- 
erates more than thousand 
plant protection and security instal- 


lations and 


two 
for business industry, 
that most often it is the 
uniformed guard's responsibility to 
inspect the sprinklers. 


notes 


Though on each installation the 
guard force should have specitle 
instructions, according to Pinkerton 
the following generally the 
“vital points of sprinkler system 


are 


which require watching”: 

lL. Shut-off valves 
must be kept Though 
some systems have automatic 
alarms to detect this, the security 
guard should immediately report 
any valve found shut. 

2. Air pressure—It must be kept 
up to insure proper flow of water 
from pressure tanks and to pre- 
vent tripping of 


These obviously 
open, 


dry-pipe sys- 
tems. Excessive high or low 
pressure should be reported im- 
mediately, 

Steam pressure 


maintained 


w 


This 


constantly 


must be 


for en- 


gine-driven fire pumps. Gauge 
readings below required mini- 


mums should be reported right 
away. 

\t some installa 
pumps are 


+. Power supply 
fire 
electrically 


tions driven 

Guards should check 
the electricity supply regularly. 

5. Water Where 


tanks are source of 


l 
the 
the required 


gravity 
water, 

water level must 
be maintained 

6. Water temperature 


ture in outdoor 


Tempera 
tanks must not 
drop to the freezing point. If an 
automatic not 
installed to 
temperature drop, the 
should be detailed to 
heating apparatus 


alarm has been 


warn ot 


dangerous 
guard 
( he¢ k the 


Not part of the sprinkler system 
itself, but a condition to 
be reported by the uniformed secu- 


serious 


rity guard, 1s any obstruction, such 
under 
seriously 
impair the system's ability to douse 
a fire. 


as merchandise piled high 
sprinkler heads, that can 
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PORTABLE CARD PUNCH 


This portable tabulating card punch re- 
quires no electric current and is ready for 
Using the American Elec- 
tronics Corporation Mek-a-Punch, it is now 


use anywhere. 


possible to gather and process input data 
from The 
card punch originates the data in the final 
language of the processing center as 80 or 
tab being an 
ideal field-processor of original data, Mek- 
a-Punch and trouble- 
shooter in the keypunch department; de- 


remote points simultaneously. 


90-column cards. Besides 


can be a timesaver 


lays in replacement of worn or damaged 
tabulatina cards can be avoided with this 
handy portable on call. No training or ex 
perience is necessary to operate the ma 


chine 
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Portable Card Punch 
Pushbutton Intercom 
Letter Opener 
Portable Collator 
Duplicating Camera 

Firm Name 

Attention of 

Position 

Address 

City 
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office efficiency 


PUSHBUTTON INTERCOM 


ACTION! Interphone systems present 
the business and professional user with a 
variety of efficient combinations that serve 
the specific requirements of each establish 
ment. The newly engineered system com- 
bines the dignity and privacy of inter- 
phones with the flexibility and convenience 
of paging and two-way loudspeaker sta- 
tions on the same line. Special advantages 
of the ACTION! system include pushbut- 
ton signalling (no switchboards or opera 
tors), Busi-lite indicator that lights when 
line is in use, every phone a master station 
that can call every other. ACTION! inter- 


phones are built to telephone standards for 
voice clarity and virtually no maintenance. 
Power is provided through a unit that plugs 
into any 110 volt outlet. 


LETTER OPENER 


The Redman Company has announced its 
appointment as exclusive U. S. distributor 
for the new finger-tip control WOMBAT 
letter opening machine. A big money and 
time saver, the letter opener has a self 
sharpening blade which automatically 
aligns and opens forty to fifty letters a 
minute without mutilating the contents 
The WOMBAT can handle any size en 
velope up to 934 inches. The WOMBAT 
is desiqned especially for the small and 
medium-sized offices that heretofore could 
not afford a modern letter opening machine. 


PORTABLE COLLATOR 


A portable collatcr developed by the 
Heinz Company for offices not requiring 
elaborate equipment when gathering cata- 
logs, price lists, brochures, forms, etc. has 
been introduced. A new principle in 
manual paper gathering techniques is em- 
ployed, which facilitates a simple, fast 
and non-fatiguing two handed operation 
at speeds heretofore unobtainable by 
manual gathering methods. No skill is re- 
quired for a person to assemble 6,000 
pages per hour including time to jog and 
set sheets aside—a speed comparable to 
mechanical and some fully automatic equip- 
ment. A compact, lightweight aluminum 
construction makes the Heinz portable col 
lator easy to move around the office. It oc- 
cupies only 1!2 square feet of desk space 
and weighs only seven pounds. Each of 
the twelve stations hold 300 sheets of 
20 lb. paper. Any paper size up to 
17” x 11" can be accommodated. 


DUPLICATING CAMERA 


Introduced by Kenro Graphics, Inc., this 
is the first camera deliberately designed to 
serve the specific needs of the modern 
office duplicating department or reproduc- 
tion center, being a companion for offset 
duplicators and a vehicle for new photo 
copying developments to be introduced 
shortly by allied manufacturers. The 
Kenro “Vertical Companion exposes 
line and halftone negatives in sizes up to 
11” x 14”. An interchangeable prismatic 
head produces, in one shot, right-reading 
positive or negative photocopies, paper-to 
paper, without the use of any negative in 
termediate. An accessory xerograhic head 
adapts the equipment for xerography 
Other interchangeable heads for additional 
applications are expected to be announced. 
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RISE, SHINE 
TIME 


OW DO YOU FACE the morning ? 

Are you up when you should 
be—dressing, bathing, your break- 
fast routine pretty well charted—and 
to work on time? Then this story 
isn't for you. But if you defer the 
painful moment of wrenching your- 
self from bed as long as you can, 
then wander around sleepily with- 
out any particular plan, and find that 
you're too often late for work, then 
the advice offered here may prove 
helpful and rewarding. For chronic 
tardiness can frequently mitigate 
against periodic raises and greater 
job responsibility. 

After years of hearing from peo- 
ple who conquered getting-up prob- 
lems, the folks at 
Westclox, whose “Big Ben” is al- 
most a generic word for alarm clocks, 
recently assembled scores of ideas 
to help the slug-a-bed toward a new 
and better life. They have broken 
down their ideas on “how to rise, 
shine, and be on time” into four di- 
visions: (1) ways to get up more 
easily; (2) how to speed breakfast; 
(3) techniques for dressing faster; 
and (4) leaving for work. 


time-conscious 


In the first category, ways to get 
up more easily, it’s suggested that 
alarms be set about fifteen minutes 


ahead of “out-of-bed” 
allows for that extra yawning, 
the morning ‘‘orienta- 
tion” period. Next tackle the “hit- 
down” habit if you're so afflicted. 
You should curb the tendency to 
bang down the alarm knob (often 
ferociously ), turning over (angrily) 
and going back to sleep (deliber- 
ately). Today you can find clocks 
having an alarm which will ring a 
second time after giving you an 
extra “rest period.” such 
(named “Drowse”) allows for two 
extra five or ten-minute sleep peri- 


ods, 


time. This 


stretching 


One 


If vou’re a really heavy slumberer, 
a tried-and-true method is to place 
your clock across the room, perhaps 
on your dresser. Some people have 
found by resting the clock on a tin 
pie-plate, on a bare wood surface, the 
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Two steps to take before retiring: have the 
clothing for following day laid out in order, 
set alarm 15 minutes before time te get up. 


alarm sounds gain additional reso- 
nance. 

Consider next how to speed break- 
fast. One way is bring the morning 
“starter” to the bed. That’s right. 
Keep a vacuum thermos of ice-cold 
water, fruit or vegetable juice on the 
night table (out of immediate reach). 
It’s relaxing and leisurely, and an 
abbreviated form of room-service. 

Try starting the coffee pot, which 
vou loaded the night before, as soon 
as you Not only the 
aroma appeal to the olfactory senses, 
but a fast cup is a good early-morn- 


arise. does 


ing pace-setter. 
As for breakfast itself, think about 
the menu the night before. Also cut 
some of the preparation steps. Be- 
fore retiring, set out what doesn't 
need refrigeration (dry cereal, the 
sugar pot, etc. ), fill the kettle or cof- 
fee pot, and arrange the kitchenware 
on the table. Your kitchen or dinette 
area should have a clock where you 
can see it easily while you eat. 
Regarding techniques for dressing 
faster, the theme is “plan ahead.” 
Know what you're going to wear the 
night before, and arrange it in an 
orderly fashion. This habit will be- 
come second nature after a while. 
If the the last 
thing you put on, try putting it on 
first—it makes 
more conscious of 


wristwatch is now 


you ever so much 


time. There’s a 


Don't bang down on alarm knob, setting the 
stage for a day of irritation. Merely tap 
it gently, with a smile, as this miss does. 


new watch-alarm type, whose alarm 
could be set for the time at which 
you want to be finished dressing 
And why not try polishing shoes if 
the night before. Wis 
men with light beards often shave 
then, too. 


necessary, 


Remember to speed up 
dressing, develop a routine—a grim 
word which in the practical lexicon 
means sunply “knowing what's com 
ing next!" 

Finally, try not to think worriedly 
about Jeaving for work 
fasting 


while breal 

it’s bad for the digestion! 
Too many of us gobble breakfast as 
we run for the bus, train or car pool 
Just as breakfast should be 
ducted in a_ leisurely 
should leave-taking 
say 


con 
fashion, so 
Parents should 
good-bye to children warmly 
and gracefully. 

If you’re a front-door, front-hall 
“Teaver” then a hall clock can be a 
wonderful asset. Don't worry if you 

outlet : there’s a 
moderately priced cordless electric 
offered 


have no. electric 


clock now which operates 
on a single ordinary storage battery 
(the type used in flashlights) for al 
most a the 
what vou need 
Put every 


thing you plan to take to work in a 


vear. If vou leave via 
kitchen, then assemble 


in one “staging area.” 


single, set place 
\ few 
terested in trying these techniques 
the boss’ baleful 
glances, don’t put them all inte op 
eration at each 
of the four categories—see 
tips fit vou best, 


final words. If vou're in 


avoid 


so as to 
once, Think about 
which 
\bove all, use the 
evening before to plan your moves 
wherever possible 
able to 


Then you'll be 
getting-up with 
fewer cusses and lots more smiles. 


manage 
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DATA PROCESSING 
ACCESSORY 
EQUIPMENT 


ja - THE WRIGHT LINE of CANADA LTD./ DON MILLS TORONTO 


— | 
handting is the only complete system 
ease is . In addition UNI- 
Handling brochure Is yours for the 


GUY FERGASON 


HE “Boss” TOLD his secretary, 
» & am going to be very busy this 
afternoon and | don't want to be 
disturbed, Hold all my calls.””. Mid- 
afternoon, the boss received a tele- 
phone call from one of his 
Important The 
following instructions, 


most 
clients. secretary, 
replied that 
“Mr. So and So is busy and cannot 
he disturbed, ete.. etc.” Mr. Big, 
not feeling up to par, reacted in a 
natural way—‘‘Just tell him he will 
have no further occasion to be dis- 
turbed by me.” Down went the tele 
phone receiver and out the window 
went a nice piece of business. It 
can, and it did happen. Rationalize 
any way you blame the 
secretary for not using judgment 

call Mr. Big an unreasonable man 

explain it away as an unfortunate 
occurrence and it still adds up to 
We do not 


say what we mean and we rely en- 


wish 


“poor communications.” 


tirely on the psychic interpretation 
of our listeners, 


Eliminating Problem 


“Red tape” is the unfortunate re- 
sult of the effort to eliminate mis- 
understanding in oral instructions or 
directions by putting in writing all 
instructions which require any form 
of action or decision—the obvious 
purpose being to “place the blame” 
for failure. Fortunately in business, 
we are more interested in eliminat- 
ing the problem than in finding the 
culprit, hence there is less red tape 
than in many forms of activities. 

One insurance company keeps a 
statistical record of all clerical errors 
that come to the management's at- 
tention. No emplovee fears this 
record because it isn’t a “black list” 
of clerical incompetence but a white 
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list of the type of error so that it 
can be eliminated. If a certain twpe 


of error 


recurs, management can 
take steps to correct the situation 
that induced the error, If clerical 


incompetence is the cause, it too ean 


he corrected even though the pur 
pose of the analvsis is not necessarily 


beamed at fault finding 


What Is Communicated? 


The subject of communications is 
one of the broadest in the business 
list. For the benefit of brevity, the 
list of communicable subject might 
include: 

1. Instructions 

2. Orders and directives 
3. Explanations 

4+. General information 

All forms of training and instruc 
tions logically fall into the pattern 
of communications. The insurance 
companies, as a group, have done a 
better job of developing operating 
manuals than other groups in busi 
This, however, 
deals with the formal aspects of in 


ness and industrv. 


structions as illustrated in the manv 
operating or procedure manuals in 
use. Our interest more properly lies 
in the area of informal communica- 
tions—those frequent occasions when 
we should instruct our associates in 
the performance of special assign 
ments, non-recurrent tasks, or in ex- 
plaining a newly delegated task. It 
takes time to instruct 
but no greater investment can be 
made than to develop the necessary 
skill in handling details 


an empl vee 


\n agency manager was unable to 
retain a secretary for more than six 


months, having emploved five secre 


An analvsis of 
his problem clearly indicated that he 
preferre d to do things his His 


taries in two vears 


way. 


habit of self reliance was so deep 


that: (1) No one in his office could 
handle problems during his absence 


because he would never 
the details: and (2) Em 
plovees, particularly secretaries, who 


tell anvone 
about 


aspired to useful service in 
creased responsibilities in their. re 
spective found thei 
ambitions thwarted by his lack of 


communication —hence they sought 


areas, 


SOMOT] 


other companies where the oppor 
tunities to grow in experience were 
better. 

Actually to Say clearly and con 
cisely 


what one intends to say re 
one either 
goes into non-essential details and 
minute instructions which reduces 
the emplovee to a level of servant 
who is forced to cater to the personal 
whims of an employer, or one be 


quires conscious practice 


comes so succinct that essential data 
are omitted and the 


tact becomes a directive. 


instruction in 


Requirements 


Giving instructions requires the 
explanation of : first, the reasons for 
the task; second, the end result or 
use of the data or information thus 
developed sand, finally, the exposure 
of specific methods if the task must 
conform to a pre-determined pattern, 
otherwise as much personal initiative 
as possible should be encouraged as 
long as the end-product is within the 
area of use. 


Too 


used as a means of superimposing 


often, communications are 
one’s personal opinion upon those 
who execute the boss’ orders. Noth- 
ing is so deadening to enthusiam and 
personal satisfaction than to be re- 
quired to follow a set course of ac- 


ontinued on the next page) 
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booklets 


P-365—Catalog Folder 

Forty-six basic types of binders, indexes, 
and other products, all capable of assum- 
ing hundreds of different custom-styled 
forms, are described in a new presentation 
folder which is now available. In essence, 
the presentation folder is a miniature catalog 
that simplifies comparisions by showing 
products in a mass display instead of featur- 
ing them on individual pages of a conven- 
tional booklet. Included in the folder display 
are some new loose-leaf binders designed 
for budget-conscious sales and service de- 
partments. The catalog is so designed that 
it becomes its own tabbed file folder. 


P-366—Slide Rule Comparator 


A convenient slide rule comparator, list- 
ing complete details on office copying ma- 
chines made by ten different manufacturers, 
is now available free. Designed to aid the 
prospective purchaser in his selection of the 
proper copying equipment, the comparator 
contains information on machine and paper 
costs, types of copying processes, number 
of copies possible per minute, number of 
processing steps as well as details on nine 
other categories. 


P-367—Check Fraud Facts 


Annual losses due to checks fraudulently 
raised amount to $600 million. Innocent 
people are regularly victimized by check 
artists and are often held liable for the 
amount to which the checks are raised. A 
pamphlet revealing points to watch for in 
avoiding defraudation by “check cheats” 
can save possible losses by increasing cau- 
tion. How checks can be raised, what 
legal protection the victim can expect, and 
the stand taken by banks on raised checks 
are among the points included. 
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Best's Insurance News 


75 Fulton St., New York 38, N. Y. 


The above material is available with- 
out charge or obligation. Simoly check 
publication(s) desired. 


P-365 P-366 
[] P-367 

Firm Name 

Attention of 

Position 


Address 


City 
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Communications—Continued 

tion and procedure which in itself 
is subject to criticism because of its 
inefficient means of accomplishment. 
There are instances when personal 
variation and choice of method are 
limited—in those instances an ex- 
planation of why variation is not 
possible will at least answer the chal- 
lenge of dogma. 

If rigidity of procedure results 
from the established practice which 
is beamed at uniformity, at least 
maintain an open mind regarding 
possible improvement. Business can- 
not with employee 
following his own personally dic- 
tated routine. There must be uni- 
formity and standard operational 
procedures. The boss has the right 
and the obligation to determine 
methods but he also has the oblig: 
tion to communicate his wishes so 
that his will have the 
opportunity of participating in the 
formulation of the ways and means 
The best 
way to dampen enthusiasm is to say 

“We have decided to do thus and 
so, what do vou think?” Better to 
have said, “We are thinking of 
better ways to do thus and so, what 
are your suggestions ?” 


operate each 


associates 


of task accomplishment. 


ignores 
the need to pass along general infor- 
mation. Every office, large and 
small, has its rumors, scuttlebut and 
gossip. It cannot be stopped but it 
can be directed—as one businessman 
observed, “feed your emplovees the 
subjects for their coffee break ; don’t 
let them generate them.” This man 
discusses business conditions, poli- 
tics, company affairs and any other 
subject which appears to have the 
merit of a conversational piece. A 
discussion requires participation. 
Our friend office work, 
volume of business done, ways of 
accomplishing more business. He 
brings in critical comments in such 
a way that they are not rebukes but 
are challenges to better performance. 


Too often, management 


discusses 


Communications Carried Out 

We have always been enthusiastic 
about the “staff meeting” in which 
periodic communications are carried 
out with the kev personnel. A cer- 
tain amount of finesse and skill is 
required in any exchange of opinions 
—even conversation is an art. 

There is the day-to-day type of 


communication in which manage- 
ment makes itself available for con- 
sultation with the employees. The 
rough and gruff prototype of busi- 
ness executive who issues only gut- 
teral commands, one syllable ex- 
clamations punctuated by desk 
pounding, is as outdated as the letter 
press. 

Young people coming into indus- 
trv and business cannot understand 
the reluctance of older management 
to talk it out. Present day training 
deals with communications. Employ- 
ees (as a general practice) want to 
know why things are done. Many 
of the procedures used in business 
are archaic. To be told to do a job 
or perform a task without (1) 
knowing why it is being done; (2) 
having the opportunity to question 
the methods; and (3) being given an 
opportunity to improve- 
ments, presents no challenge to the 
emplovee. 


suggest 


Conversely, to give an 
employee an without 
benefit of management suggestions, 


assignment 


puts the emplovee on the spot as to 
the objectives of the task. 


"Follow-up" Important 


An important aspect of communi- 
cations is the “follow-up” of assign- 
ments. Management often falls short 
of inspiring maximum performance 
because they fail to follow up the 
assignments with the employees who 
interpret this as disinterest on the 
part of management. The owner of 
established a 
contact letters which he used in de- 
veloping new business. From his 
wide acquaintanceship in civic and 
business activities, he developed a 
select list of prospects. His instruc- 
tions to his staff were—‘Whenever 
you have time, prepare the contact 
letters and circularize this list.””. In 
his own mind, he anticipated that 
about six hundred such solicitations 
would be sent out each month, 
Nothing more was done about the 
assignment for several months. One 
day he decided to check the list—to 
his surprise, the number of solicita- 
tions had averaged less than three 
hundred per month, vet he knew 
that there had been available time 
for complete coverage. 


an agency series of 


His first follow-up disclosed a 
complete lack of understanding of 
the task. His staff looked upon the 
job as a “make-work” assignment 
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which had little practical value. The 
owner explained the purpose as well 
as importance of the solicitation as 
a new business developer. He es- 
tablished a monthly quota for the 
number of solicitations. He went 
over the list each month. He per- 
sonally checked the results, and 
more important, he gave his em- 
ployees the results in terms of new 
business done. The employees were 
actually participating in an accom- 
plishment, the purpose of which they 
understood, and the results of which 
they were told. 


Records Valuable 


Written communications have an 
increasing importance in business 
because of the need for records. Un- 
fortunately, the penchant for record- 
ing communications has given rise 
to a storage problem. One means of 
written communications is accom- 
plished by sending copies of letters, 
etc. to all interested parties. If the 
copies were destroyed after serving 
their purpose, there would be no 
accumulation of filed material. It 
has been estimated that industry 
carries about 40 to 50% more files 
than is actually necessary. 

One company which was moving 
to a new location used the opportu- 
nity to clean out their files. They 
reduced their filed materials by 55% 
without destroying any record or file 
which had value. The problem must 
be solved at its point of origin—a 
more selective basis for creating and 
storing written communications of 
all types. 

Written communications fall into 
two categories with several forms of 
communication in each group, such 
as: 
1. Factual communications 
Letters 
Reports 
Records 
Forms 
nspirational and informational 
.1 Letters 
2 Bulletins 
3 Articles 
2.4 Printed materials 

Factual communications are inher- 
ent in our form of business in which 
minima recording are required by 
government regulation through tax 
records and reports, other regularity 
agencies, and management’s need for 
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data. To the casual observer, in- 
dustry has become “form happy” in 
its efforts to develup fixed respon- 
sibility. Who say where the 
practical point of form and report 
control lies without analyzing each 


can 


situation. We can only observe that 
efforts to reduce the amount of rec- 
ord keeping are always met with 
success in those cases where manage- 
ment has become “cost conscious” 
and directs that unnecessary details 
be eliminated, 

Inspirational communication, 
though not a new field, is becoming 
more important as a means of in- 
forming the emplovees. Many com- 
panies have originated and circulate 
among its employees as well as the 
companies’ customers, informational 
(as well as inspirational) bulletins 
and other types of printed matter. 
On my desk, as this is being written, 
is one such publication—a two-page, 
8'% x 11 communication called The 
Key, published by Paul B. Mulligan 
and Co., Inc., New York City. The 
issue before me is dated September, 
1959 and is entitled, “Strengthen 


Your Management Team With 
Knowledge.” It deals basically with 
the subject of communications. 


There are many other such bulletins 
which steer industry in an inspira- 
tional way. 


Items of Interest 


Many companies (probably thous- 
ands of them) have adopted the em 
plovee’s report technique of periodic 
communication on items of specific 
interest and importance to their busi 
ness welfare. This is borne out by 
the number of inquiries which we 
receive from our clients as to where 
they can purchase a good monthly 
report which they can distribute to 
their employees and which will help 
them do a better job. 

What management is seeking, is 
material which will help correct the 
misimpressions that many employees 
have developed concerning business, 
profits, economics, political respon- 
sibilities, self-reliance, taxes, and a 
host of other subjects. Somewhere 
down the line, emplovees have ac- 
the 
natural result of enterprise and they 
have lost the relationship that ex- 
ists between what they (emplovees) 
do and how much they are paid. 


cepted the idea that profits are 


PAPER HOLDER 


ADVANCO inc., has an 
nounced a much enlarged program of 


PRODUCTS, 


advertising and promotion for its 
punchless paper holder. Although 
the item has been on the market for 
several years, and therefore has 
been thoroughly tested in use, the 
company wanted to be certain of its 
performance and acceptance by users. 
It is now felt that increasing sales 
definitely prove its superiority. 

The punchless paper holders fea 
There 
are only two parts in the clip at- 
tached to the pre ssboard binder. Yet 
the holder 150 


sheets with a bulldog grip and may 


tures an extreme simplicity. 


binds from one to 
be opened or closed with light finger 
pressure, no holes 
to be punched in papers, there are 


Since there are 


no holes to tear and papers may be 
removed or inserted quickly any 
where in the bound file, without hav 
ing first to lift them off binder posts 
or prongs. The 


punchless paper 


holder has gained wide acceptance 


in business, schools, colleges and 


with general public. 


If there ever was an area in which 
}« rsonalized communications are re 
quired, it is the area of employer 
employee relationships in respect to 
performance, The 
the alone 


has been peculiarly silent in respect 


burden is not on 
emplovee management 
to its problems with 
where the 


many CASCS 
etticient employees were 
given no more recognition than the 
casual emplovees who spent as little 
time as possible on the employer's 
premises, 

If we have misunderstandings, it 


is because we have failed to com- 


municate—a well informed person 
nel is usually an efficient personnel. 
Order takers rarely make good sales 
men except during periods of scar 
city. 
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A Statement from Allstate Insurance Company: 
We bought our first Burroughs computer in 


1954, now own seven, and have more on order... 


these are big reasons why Allstate will continue to 


offer speedier customer service at low cost.” 


JUDSON B. BRANCH, President of Allstate Insurance Companies 


> 


= 


Department (left) confers with Allstate’s President, Judson B. Branch. 
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Back in 1930, the Sears Board of 
Directors considered the idea of apply- 
ing Sears business methods to the sale 
of automobile insurance. They felt that 
by selling direct to the public, and 
keeping operating costs low, quality 
insurance protection could be sold at 
low rates. And by keeping customers 
satisfied through fast, fair service, they 
hoped to build and maintain a volume 
of insurance business that would make 
the low-overhead methods pay off. 
They settled on the name “Allstate” for 


the new company, and opened the 
first office in a Sears store in Chicago 
in 1931. 

Since that time Allstate has had a 
dramatic rise in the insurance industry 
and has pioneered many new and more 
efficient ways of doing business. 

In its first year, Allstate took in 
$118,000 in premiums through adver- 
tising in the Sears Mail-Order Catalog. 
In 1958, Allstate’s volume had sky- 
rocketed to a whopping $376,000,000. 
Today, Allstate is one of the world’s 
largest stock companies offering insur- 
ance of almost every major kind. The 
company recently added accident and 
sickness insurance, and boat-owners 
insurance. Its comparatively new com- 
mercial insurance lines are booming. 
Allstate Life Insurance Company, a 
recently-formed subsidiary, already 
has over a billion dollars of insurance 
in force. 

Allstate operates a vast network of 
zone, regional and district service 
the United States and 


Canada, with foreign expansion now 


offices in 


under way in Switzerland. At the pres- 


ent time there are more than 1,300 


sales and service locations with more 
than 5,000,000 policies in force. One 
of the big reasons behind Allstate's 
growth is its dedication to customer 
service through fast, fair claim settle- 
ment, prompt response to inquiries, 
and lower premium costs. A powerful 
tool in aiding the company to provide 
swifter and better service is its use of 
Burroughs electronic data process- 
ing systems. 

After a careful analysis of their 
needs, Allstate purchased a Burroughs 


Allstate’s Assistant Vice-President and 
Head of Research, L. L. van Oosten. 


205 Computer, with magnetic tape 
equipment, in 1954. With the many 
complexities of insurance rating, 
endorsements, billing and coding, All- 
state found the computer extremely 
useful in “cutting red tape” and speed- 
ing up policyholder service. More and 
more policyholders discovered that the 
protection they purchased through 
their Allstate policy was delivered 
promptly because the time consuming 
annoyance of manual handling was 
now replaced with electronic methods. 
Allstate also used the computer for 
statistical and management reports 
assembled in a fraction of the time for- 
merly required. 

In 1957 and 1958 Allstate purchased 


three more Burroughs 205’s and used 


them for billing, accounts receivable, 
rating policy issuances, and endorse- 
ments. When Burroughs announced its 
large 220 System, with expandable 
core memory, Allstate purchased three 
of these and had them installed in 
1959. More 220's 


installation this vear. 


are scheduled for 


In speaking of the over-all benefits 
to Allstate from its use of Burroughs 
Computers, Mr. Judson B. Branch, 
Allstate’s President, said, “Primarily, 
we've been able to give our customers 
faster, more efficient service at much 
lower costs. The computers help us to 
‘cut red tape’ and thereby speed our 
service and help us provide insurance 
at lower rates. They also provide us 
with a means of absorbing our substan- 
tial growth without a corresponding 
increase in our operating expenses. 
We've had other benefits, too. By 
developing vitally needed statistics, 
our computers have made available, on 
a regular reports basis, valuable up-to- 
date information for our management. 
In addition, they enable us to promote 
many of our present employes to posi- 
tions of greater importance, produc- 
tivity and interest” 

In a company where efficient busi- 
ness methods have been a key factor in 
providing better service at lower rates, 
the cold eye of economic justification is 
constantly focused on its Burroughs 
equipment. A continual assessment and 
appraisal of its electronic data process- 
ing program has been made over the 
last five years. 

As a result of its analysis, Allstate 
is not turning back, but relying on 
Burroughs for a continuation and 
expansion of its electronic data process- 
ing program. 

There are hundreds of other com- 
mercial and industrial users doing the 
same. Burroughs’ complete line of elec- 
tronic computers is backed by a coast- 
to-coast team of computer specialists, 
all prepared to tell you how Burroughs 
can help you in your business. For 
additional information, write Electro- 


Data Division, Pasadena, California. 


Burroughs Corporat ion “NEW DIMENSIONS/in electronics and data processing systems” 
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UNIVAC CONTROLLER 


| How to appLy the revolutionary Univac Solid-State 
|Computer to the solution of payroll and labor dis- 
tribution data-processing problems is the subject of 
a new, profusely illustrated, 32-page Univac Controller 
just published by Remington Rand Division of Sperry 
Kand Corporation. 
The development of the solid-state computer has been 
/a major turning point in the field of data automation. 
With its unmatched economy, reliability, and compact 
ness, it has been called the greatest single step forward 
since the introduction of the original Univaec system 
in 1950, 

The first in a proposed series Of case studies to be 
published on the many possible applications of the 
solid-state Univae this study deals with payroll and 
labor distribution. It is divided into the following five 
major parts: 

Part 1—Introduction 

Part 11——-The Univae Solid-State Computer 

Part LI1—Payroll and Labor Distribution Processing 
Part [V—-Payroll and Labor Distribution Application 


Cal-Farm claims men handle Part \V—Tenefits and Advantages 


A hypothetical payroll and labor distribution prob- 
20% more work with Dictaphone lem is setup, and processing and application methods 
for dealing with the problem are then explained in 
Interview Reporting System! Parts Il] and 1V. Among the benefits and advantages 
discussed in Part V are: 
1. Reduced processing costs. 


Interviews recorded with voice-perfect fidelty on Dictabelt* 2. Reduced installation costs. 
records have improved claims-handling efficiency in rural 3. Reduced auditing costs. 
areas for Cal-Farm Insurance Companies. 4. Tighter management control. 
Using TIME-MASTER® recording machines, in-person and The new solid-state computer is an advanced elec- 
tronic data-processing system composed of a Central 
Processor, a High-Speed Reader, a Read-Punch Unit, 
and a High-Speed Printer. The individual character- 
istics Of these units, many of which are entirely new 
in the automation field, make the solid-state Univac 
one of the most advanced electronic systems in use today. 


telephone interviews are completed in 15 minutes. On-the- 
spot recordings are made on a TIME-MASTER plugged into the 
cigarette lighter of the claimsman’s car. 

Claims phoned in to Cal-Farm Offices are recorded, too, 
with the claimant's permission 

Cal-Farm claimsmen are free from time-consuming long- 
hand. They can make more calls and they get better interviews. 

Hundreds of typing hours are saved each year by filing 


non-erasable, visibly recorded, postcard-size Dictabelts with PROVE EXPENSES 


other case information. Only in 10°¢ of all claims—those BUSINESS AND PROFESSIONAL men whose lives have 


heen complicated by new tax regulations requiring full 
proof of expenses will find welcome help in a handy 
new “‘prove-the-expense” booklet just introduced by 
the Proov-It Company. 


that go to court—are Dictabelts transcribed. 


Dictaphone CORPORATION 


730 Third Ave., New York 17, N.Y. 


The Government’s new crack-down on business, 
travel and entertainment expenses affects all business- 
men, employed and self-employed alike. Any expenses 
claimed as income tax deductions must be supported 
by a receipt for the expenditure and the burden of 
proof rests with the individual taxpaver. 
| Designed by an experienced tax consultant, Prooy-It 
booklets were created to provide an eas\ -to-keep, easy- 


Please send me your free booklet, “Admissibility of Sound 
Recordings In Evidence.” 


1 would like a trial demonstration of the new battery- 
powered TIME-MASTER recording machine 


Name_ to-prove, record of expenses. Each page of the booklet 
Address __ ee is in the form of an actual receipt which is made out 
City State_ and authenticated at the time of purchase. 

Company _— Pocket-sized, Proov-It books are easy to carry and 


| 
| 


; will convemently fit into a billfold. Priced at fifteen 


| 
| cents each, each booklet contains approximately a 


taphone damorks taphone 730 Third Ave 


|imonth’s supply of receipts for the average businessman. 
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Smith-Corona...the electric 
that challenges comparison 


ELECTRIC TYPEWRITER 
COMPARISON CHART 


AUTOMATIC MARGINS 


ON-OFF SIGNAL LIGHT 


ERROR CONTROL 


PAGE GAGE 


KEYBOARD SLOPE 


CUSHIONED TOUCH 


WORLD'S FASTEST 
ELECTRIC TYPEWRITER 


FASTEST PERFORMANCE! FINEST FEATURES! FIRST 
IN VALUE! Compare the Smith-Corona Electric Type- 
writer with the rest, and you’ll see why it’s rated 
best! Call your nearest Smith-Corona representative 
for a demonstration, and see the Smith-Corona 
Electric before you buy. 


smiry-corona 


DIVISION OF SMITH-CORONA MARCHANT INC. 
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HIGH SPEED PRINTER 


BURROUGHS CORPORATION has de- 
veloped a solid-state line printer 
which will select, edit and print out 
data from a computer or magnetic 
tape at rates up to 1500 lines per 
Now in production at the 
lectroData Division, the high-speed 


minute, 


printer is integrated with the new 
Burroughs 220 electronic data proc- 
on-line 
or off-line operation, buffer data 
storage and automatic editing—all 
under plugboard control, 


essing features 


system. It 


Used on-line, the printer system 
takes advantage of the computer's 
electron speed to produce up-to- 
the-second reports directly from the 
data processor, Off-line, it edits and 
transcribes data from Burroughs 220 
magnetic tape storage units, freeing 
the computer for other processing 
jobs. The system consists of two 
printer and a 
transistorized control unit, housing 
buffer and plug- 
board editing controls 


packages: a drum 


a magnetic core 


IS YOUR SIGN CREATING THE 


PROPER FIRST IMPRESSION ? 
fore 


Boost prestige and confidence in your company with a 
distinctive, dignified U. S. Bronze plaque. 


For almost 35 years, U. S. Bronze has created and pro- 
duced distinctive designs in cast bronze and aluminum, 
including individual metal letters, agency signs, safety and 
award plaques, emblems and sculpture. 


Each design is unique, and the quality of the finished 
product is unsurpassed. Yet all are available at modest cost. 


AWARDS Large Selection of 
Award Plaques, 25-Year Employee 
Plaques, Honor Rolls, etc. 

SEND FOR FREE CATALOG 
of new ideas and helpful suggestions. 


United States Bronze Sign Co., Inc., Dept. BI, 
101 West 31st Street, New York 1, N. Y. 
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Effective output speeds have been 
greatly increased by the 100-word 
memory of the butfer, which allows 
simultaneous data loading and final 
printing. The plugboard permits the 
operator to program-control the 
printer system independently of the 
computer. Together with rotary- 
switch interrogation features, the 
plugboard controls make it possible 
to rearrange, manipulate, edit and 
without preparing 
special working tapes. 


merge records 

Control over final printing format 
includes line spacing, skipping, and 
other paper 
functions. The printer's vocabulary 
consists of fifty-one solid face char- 
acters, which print in lines of 120 
positions. 


versatile movement 


By manual switch, the operator 
chooses one of four drum speeds. 
These drum speeds produce stand- 
ard alphanumeric copy at rates of 
624, 720, 1068 and 1225 lines per 
minute. All-numeric output can be 
printed at the rate of 1500 lines per 
minute. Actual speed of any print- 


ing Operation varies according to 
the nature, use and limitation of the 
report or listing application, 


NEW FILE FOLDER 


COMPLETELY NEW, economical per- 
sonnel file folders, which incorporate 
a standard employment application 
on the inside and back of the folder, 
are announced by Aptitests. 

The file folder, printed in two 
colors and on special file folder index 
stock for extra durability, keeps all 
of employee's records neatly in one 
place. Standard employment appli 
cation includes fill-in blanks for ap 
plicant or employee's personal infor- 
mation, references, 
military experience, 
education and training, and past em 
ployment record. 

The folder is designed to fit stand- 
ard correspondence size file drawer. 


specific 


information, 


asy-to-see index tab, with space 
for employee identification, makes 
fling and locating quick and easy. 


RETARDED 
CHILDREN 


LOCAL ASSOCIATION FOR 
RETARDED CHILDREN 


SUPPORT YOUR 
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modern accounting theory, practice & procedure 


Life... Casualty ... Fire... Accident & Health 
INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 


Preparing for Examinations 


JOSEPH R. GLENNON 
Peat, Marwick, Mitchell, & Co. 


HAT TO po before the ex- 
aminers come” is a_ rather 


intriguing caption with all sorts of 
possibilities. lor the purposes of this 
paper, however, | shall only suggest 
ways to reduce the time and hence 
the cost of an examination. 

No responsible person associated 
with the insurance industry wants to 
sabotage the examination program ; 
on the other hand, we all want bet- 
ter qualified examiners hence 
better examinations, In the present 
political climate all insurance depart 
ments must not only give lip service 
but make real effort to up 
grade the examination program. 
Only the foolhardy will sit on their 
hands. 


some 


The cost of an examination is al- 
Ways a major item in any company’s 
budget. Therefore, the insurance de 
partment, as well as the company of- 
ficials, have a duty and a responsi 
bility to do everything possible to 
keep such costs to a minimum. 

Now more than ever before, we 
can assume that both parties want 
an efficient and economical examina- 
tion, If this is true, then it should 
be possible to arrange a planning 
conference with the home state in 
surance department well in advance 
of tie start of the examination, Al 
most without exception, companies 
can tell when they are “due for” an 
examination. Only exceptional 
situations are examinations started 
without some notice, formal or in 
formal, to the company executives. 

An examination, like an audit, 
takes careful planning of the work 
to be performed and a detailed budg 
eting of time. Because the period 
covered is three vears and the scope 
of the work is more detailed, it 1s 
very important to program an exam- 
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ination, The day of starting an ex- 
amination some Monday and finish- 
ing some Friday is over—I hope 

In attempting to reduce the cost 
of the examination one of the best 
approaches to be taken, it seems to 
me, is to try to secure the coopera 
tion of the chief examiner in propos- 
ing the adoption of a program of 
as many detailed working papers and 
having company employees prepare 
analyses as is possible. No matter 
how competent the examiners are or 
how fast they work thev are expen 
Wherever 
should be per 
formed and working papers be pre- 
The 
work and supporting data then can 
be reviewed and tested by 
aniners, 


sive pencil pushers. 


possible, detail work 
pared by company employees. 


the ex 
For example, it is a little 
ridiculous for a man getting $30 
and 


manually an 


or $35 per day 
prepare outstanding 
check list or pull vouchers for “print- 


expenses to 


ing and stationery.” On the other 
hand such a man may properly have 
to spend considerable time on sub 
sidiary company relationships, rein 
surance contracts, reviewing agents’ 
balances, ete 


Explain Procedure 


Care will have to be exercised in 
determining the approach to be used 
in discussing the subject-as obviously 
Point out 
that it is not an attempt to direct the 
work to be performed, this being a 
proper field for the examiners. but 
is solely an attempt to create a means 


it can be very touchy, 


by which the examiners will be able 
to avoid doing much of the routine 
or detailed work that is, of necessity, 
an inherent part of the examination. 

Of course if it is a zone examina 
tion, the home department will not 
have the final decision on this plan 
The program must be sold after the 


examination starts to every out-of 
Che 
advantages to be gained in cost sav 

should possible 
chance ot not having at least some ot 


state examiner participating. 


ngs 


outweigh the 
the proposal accepted. 

Now let us consider some specific 
suggestions for speeding up the ex 


anination in the area of 


some are 
creating a harmonious working. re 
lationship with the and 


others are in more tangible areas of 


eNamiiners 


cost say ngs 


Prior Measures 


Prior to the arrival of the ex 
aminers, management should call an 
organization meeting of all inter 
ested department heads and advise 
them of their individual responsibil 
ties in the forthcoming examination ; 
appoint a chairman or contact man 
who will be responsible for handling 
all examination problems. He must 
be an executive who knows the op 
erations of the company and also 
one who is with standard 


examination procedures. He 


familiar 
must 
arrange for proper working space, 
necessary equipment, and prepare a 
directory listing the names of offi 
and their 
first assistants along with their du 
ties. This should be in 


cers, department heads 


a condensed 
form. notify your 
receptionist and switchboard opera- 
tor of their expected arrival and 
where they will be 


By all means 


located and ar- 
range to give them tele phone service 
of their own. 

Proper introductions of the exam 
iners to principal executive officers 
and all departme nt heads is essential 
to get the examination off to a good 
start. A stea 
marching in the first dav is not ne 
the 


come from several states and it helps 


stream of officials 


essary however examiners 
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Examinations—Continued 
the examiner-in-charge if they are 
presented properly. 

Any how 
best to arrange the records to facili- 
tate the examination should, I think, 
start with a thorough study and 
the 
tained in your preceding examina- 
tion reports, It is assume 
that most of the same type of infor- 


attempt to determine 


analysis of information con- 


safe to 


mation will have to be secured this 
time. Plan the most economical way 
to secure this information or make 
the necessary tests. 


List of Offices 


\ list of branches, claim or service 


olfices and general agents will be 
\n outline of the types 
maintained in the field, 


reporting procedures to the home 


necessary, 


of records 


office, and the method of recording 
such data on the home office books 
Reconciliations 
and home 
should be readily 
The sche duling of branch 


should be prepared 


hetween branch off ces 


office records 
available 
office visits often creates problems, 
this should be ap- 
proached with care and receive con- 


hence subject 


siderable advance planning and 
preparation 

Intra-office pooling arrangements, 
if complicated, should be briefed for 
each examiner, Companies having 
a different pooling arrangement with 
affiliated should 


prepare a chart clarifying the opera- 


each company 
tions of the group and hence elim- 
mate the possibility of time consum- 
ing confusion 
It will be the duty of the exam- 
iner-in-charge to review the minutes 
of the stockholders policvholders), 
directors and various committees in 
order to determine if the company 
is Operating in accordance with these 
directives. Therefore, it is ¢ xpedient 
current 
basis and properly signed prior to 


to have such records on a 


the arrival of the examiners. In 
many cases copies can be prepared 
and furnished to the examiners. Tf 
there has been anv change since the 
last examination in the articles and 
by-laws, certified copies should be 
secured, 


The records of the capital stock 


outstanding should be arranged so 
that the examiners can readily ac- 
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count for each certificate by num- 
ber; also the number of shares out- 
standing from the certificate stubs 
and cancelled certificates. A numeri- 
cal listing of the certificates 
outstanding as of the date of the ex- 
amination would be useful in check- 
ing and verifying this item. A list 
ing of the transactions during the 
period since the last examination 
should also be prepared, 

A summary of reinsurance con- 
tracts, assumed and ceded, should be 


prepared ; also list of memberships 
in underwriting pools and associa 
tions and participation therein. If 
agency reinsurance is material, the 
procedure used should be outlined 
and the agencies listed. This mate- 
rial can be in outline form perhaps 
sunilar to the information furnished 
the underwriting or claim depart- 
ments. As this phase of the com- 
pany’s operations is often confusing 
to outsiders, it is well to plan ade- 
quate explanatory material for the 
examiners. 

State imsurance department files 
should be inspected and rearranged 
so that they can be easily reviewed. 
These files probably would contain 
the following: licenses, tax returns. 
list of approved policy forms and 
copies of any special agreements or 
commitments, 


Outline of System 


Although the seasoned examiner 
is familiar with many systems, it is 
desirable to have an outline of the 
company’s system on hand. For ex- 
ample, principal books of original 
entry, posting sources, ledgers, ete. 
Set forth clearly any unusual pro- 
cedure or requirements. Ideally, an 
operating manual could be 
available. 


used if 


A schedule of all insurance poli- 
and surety bonds in 
should be prepared showing by loca- 


cies force 
tion, policy data, coverage and lim- 
its, as should a list of all leases by 
location showing all pertinent data. 
the file of supporting 

tab runs and 
randum records used in compiling 


Review 


worksheets, memo- 


the intervening annual statements 


Increased pressure and responsibil- 
itv at the vear end makes it easy to 
misplace the details of a memoran 
dum account after the statement is 
prepared. To avoid this possibility, 


annual statement records should be 
carefully reviewed and kept in a 
permanent file by years. 

These working papers should be 
filed so that it is convenient to check 
supporting schedules and to deter- 
mine that all computations outside 
the statement are supported. Time 
should be taken to prepare a detailed 
explanation of any unusual transac- 
tion, The year-end trial balances of 
and subsidiary 
should be included. 


general ledgers 


Balance Accounts 
It generally expedites the exami- 
nation if the general 
ledger accounts correspond to the 


company’s 


ledger accounts contained in the an- 
nual statement. These accounts may 
be subdivided in various ways to 
fit the particular situation, but pre- 
ferably the books should be kept so 
that the accounts in the final or con 
solidated trial balance will coincide 
with the the annual 
statement. If this is not practical the 
trial balance should be keyed to the 
annual statement page and the line 
number. 


accounts in 


Legal documents, appraisals, and 
insurance policies, etc., held in con 
nection with real estate and mort- 
gage loans should be arranged in 
manner as to facilitate the 
Brokers’ state- 
ments covering all purchases or sales 
of securities during the period 
should be available. If practical, they 
should be pulled and placed in a 
special file folder. Invoices covering 


such a 
examiner's review, 


and 
the major purchases of new equip- 
ment should be pulled from the files 
and placed in separate file folders 


new home office construction 


by vears, 


Testing Disbursements 


The examiners customarily make 
an analysis of certain expense ac- 
counts. This usually requires the 
testing of at least the major dis- 
bursements to supporting 
ments. If, after the examination 
starts, the examiners will indicate 
the accounts and period to be cov- 


docu- 


ered, these analyses can be prepared 
hy company personnel and reviewed 
ind tested by the examiners, In- 

pulled for this work 
left out of the files until 


voices, etc 


should he 
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after the examiners have finished 
their review. 

In many cases where a year-end 
examination is contemplated it 1s 
possible to arrange for the exami- 
ners to be present and participate in 
the directors’ security count and 
thus avoid duplication. As a time- 
saver, and hence a money-saver, 
have the securities arranged in the 
box or boxes in such a manner so as 
to facilitate the count. Unless sched- 
ule D’s from the annual statement 
are to be used, count sheets should 
be prepared, We have found that a 
count sheet prepared solely for this 
purpose often has saved time. 


It the examiners are not going to 
use schedule D's as working papers 
for their security verification work, 
company personnel can prepare the 
necessary working papers under the 
direction of the examiner-in-charge. 
The same procedure can be used for 
real estate and mortgage loan work- 
ing papers. 


Tab Runs 


Statistical or tab runs present an 
area of savings that should carefully 
be explored, not only of 
costs but also because of problems 
or scheduling the work in the tab 
department. should 
kept to a minimum yet on the other 
hand the examiners should not be 
kept waiting. 


because 


Overtime be 


Most chief examiners will furnish 
a list of the runs usually required 
prior to the examination. Many of 
these requirements can be met by 
furnishing copies of runs routinely 
prepared, others are more economi- 
cally prepared when correlated with 
regular quarterly or annual work 
Sull others will have to be prepared 
as a special project 

The following runs are frequently 
required by the examiners : 


Life 


(a) A listing of real estate, mort- 
gages, bonds and stocks, as of the 
date of the examination containing 
the information the 
annual statement schedules 

(b) A numerical listing of policy 
loans showing policy number, kind 


requested in 


of policy, date of issue, age at issue, 


amount of insurance, amount 
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of 


loan, rate of interest and mode of 
payment. (This will probably be a 
test listing in the larger companies. ) 
the de 
ferred premiums and the computa- 


(ce) A listing ot due and 
tion of the loading should be avail- 
able. 

(d) Valuation 
verity the life policy reserves 


runs necessary to 


Fire and Casualty 


(e) The tollowing listings are gen- 
erally considered essential in review 
ing the unpaid loss reserves for a 
fire and casualty company : 


(1) A run of the outstanding claims 
as of the examination date, by cov- 
erage by claim number retlecting all 
pertinent information including date 
of loss, date reported, state location 
and the estimated reserve. A. sim- 
ilar run should be prepared for rein 
surance recoverable. 

(2) Runs necessary for the prepara- 
tion of run-off experience on claims 
outstanding as of the examination 
date. 
delaved until near the end of the 


These runs will probably be 


examination. 


(3) Runs used to prepare the com- 
pany’s run-off experience on the 
prior vear-end runs should be avail 
able Thev should 
close the experience for both pend- 
ing and IBNR. 


for review dis- 


Additional Runs 


(4) Runs necessary for the prepara- 
tion of schedule P 
tion date, if other than the vear end. 


at the examina 


If it is a vear end examination, the 
examiners may accept runs used for 
the annual 
they will want a copy of such runs 


statement. Very often 
for the current period in the working 
papers. It to review 
the computation of schedule P for 
each of the interim vears 


is Customary 


(5) If factor or average reserves are 
used in the preparation of the annual 
statement, 
procedure used should he available. 


It should 


a complete file on the 


contain a complete ex- 


planation of the svstem and date to 
support the present factors 

(f) No special runs mav be required 
to enable the examiners to ade- 


quately test premiums written, in 
force and unearned. The company's 


accounting procedures will be the 
determining factor 
The examiners will want to test 


prenuums written to copies of daihes 
and trom the dailies to the premium 
They to 


written 


register, will want trace 


premiums into the a 


gents 
the 


written Tec 


accounts and items reported by 
agents to the premium 
ords. 


If such tests are not feasible 


with the runs available, special runs 
will have to be prepared. Most often 


these are for a current period and 
not within the examination period, 
to 


test the monthly contribution to the 


The examiners will also want 


inforce. If runs or other records 
are not available, special material 
will have to be prepared. Inet 
dentally, some torm ot internal 


check should be established to check 


routinely this important hability. 


Summary Runs 


Monthly 


age showing both the cash and the 


summary runs by covet 
reserve premium often will meet 
this requirement, provided that the 
two premium items are punched at 
date 


the same time and the comes 


from the same stat card. If this ts 


not practical, a detail run for one or 


more test periods will have to be 
prepared. 

lesting of the unearned will in- 
volve at least securing a copy of a 


summary run showing the premiums 
in force (direct, assumed and ceded ) 
by coverage, by term, by month and 
vear of expiration and testing the 
computation of the unearned. 


All Are Important 


\s can easily be ascertained, not 
all of the above points fall strictly 
into the “before the examiners ar- 
rive’ category; however, all are 


important and most should be han 
dled before the examination 
or thereafter 
Much of the work 
accounting 


starts 
SOOT! as 1s possible, 
will fall on the 
and tabulating depart 
ments, hence scheduling may be a 
problem unless help can be secured 
from other departments or planned 
well in advance 


With 


standing you can have a satisfactory 


cooperation and under- 


and economical examination, one 


that 
not a long nightmare. 


will be memory and 


a happy 
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COMPUTERS FOR 
ACTUARIAL STUDIES 


THOMAS O. CARLSON 
Actuary 
Nat'l Bureau of Casualty Undrs. 
DATA processing 


LECTRONI 
equipment, notably the elec- 


tronic computer, is relatively new 
to the insurance industry, just as it 
is new to every other industry in 
Many installations of this 
equipment have already proved com- 


\merica 


pletely successful, while others have 
heen only partially so. Very likely, 
some have been relative failures, 
This is the im- 
portance of the electronic computer 


not to diminish 


to the insurance industry, for there 
seems no question but that it) will 
play an increasingly important role 
in our Operations in the years ahead. 
It is only to say that, in these first 
few vears, there apparently has been 


some tendency either to overestimate 


or underestimate what electromic 
data processing equipment can do 
in the insurance field, and some 
failure to apply the proper equip 


{n increasingly important role 
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ment to the 


given actuarial or 
statistical problem, 

The National Bureau of Casualty 
Underwriters began its investiga- 
tions of how electronic data process 
ing equipment could be applied to its 
problems at least five years ago. 
lectromie equipment has been in 
actual use for approximately a year 
and a half. The installation is, we 
believe, a successful one, pri- 
marily to careful advance study of 
the problems to be put on the com- 
puter, continuing analysis of the 
capabilities of the equipment, and a 
gradual widening of the application 
only after detailed planning at every 
step. 

My purpose in this article is to 
express some views on the broader 
capabilities and limitations of elec- 
trome data processing equipment in 
the insurance industry, and some of 
the Musconceptions about it. Before 
doing so, | think it would be best 
to deseribe brietly how the electronic 
computer is applied to specific 
actuarial problem in the liability field 
at the National Bureau. 

The equipment presently in’ use 
at the National Bureau is the Royal 
Precision electronic com- 
puter, which is marketed by Royal 
MeBee Corporation, In our installa- 
thon it is used almost entirely in 
actuarial calculations, in the develop 
ment of rate revisions, the develop 
ment of actuarial tables, and research 
problems. 


Analyzes Experience 


More than forty million punched 


the 
Bureau from member and subscriber 


ecards are received annually in 


compames, reporting premium and 
data. The 


loss 


experience — is 


Speeding the development of actuarial data 


for the insurance business is purpose of 
this new electrical computer installation. 


checked, sorted and summarized by 
statistical categories such as year 
of coverage, class and territory, so 
that a meaningful analysis can be 
made, The LGP-30 installation is 
utilized primarily in analyzing this 
summarized experience, 

To take for a specitic example the 
revision of liability rates on private 
passenger automobiles, the computer 
is utilized at four the 
procedure : 


stages ot 


l. For the development of trend 
factors. 

2. For the development of rate level 
changes by territory. 

3. For the development of the final 
rates by classification. 

4. For the comparison of present 
and proposed rates. 


The Input Data 


detail. with 
stage one, the input data consists 
of the average claim costs for five 


To begin more 


vears for each state, which represent 
five points on a trend line. A line 
of best fit 1s computed by the least 
squares method and projected to 
eighteen, 
four 


and 
future. 


twenty-one, twenty 
the Trend 
factors, equal to the projected figures 
divided by 


months in 


the latest vear’s least 
square value, are computed for each 
state and countrywide. 


The trend factors represent the 
estimated increase or decrease in 
average claim costs in the future 
months when new proposed rates 


will be in effect. 

Prior to this development, an ex- 
lubit is prepared by hand to de- 
termine what rate level change ts 
needed statewide, by comparing the 
experience loss ratios for the rate 


tinued n paae 62 
sea page 62 
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PHOTOSTAT PORTABLE MICROFILM CAMERA 
GOES WHERE YOUR RECORDS ARE 


As easy to carry as a portable typewriter, the Photostat* 
camera goes where your records are—next desk, next room, 
next state. Its 21 Ibs. include self-contained carrying case. 


EXCLUSIVE MAGAZINE FEED gives you one-second loading. 
No threading film through rollers. Just drop the magazine into 
place, snap the lock—and you're ready to microfilm. 

You can remove, reinsert, or interchange magazines in the 
light. You keep related records on one magazine without wast- 
ing time or film. 

Magazines come in 10-, 25- and 50-ft. lengths. 


EXCLUSIVE SELF-ADJUSTING THROAT opens automatically 
to 44”, taking multiple documents in booklet form or stapled 
or paper-clipped sheets. 

The entire width of your image—up to 11.6”—is sharp and 
clear, because the camera uses the most central part of the 
lens eye. 

“Registered trade name of Photostat Corporation 


NAME 
COMPANY 
ADDRESS 


------------ 


PHOTOSTAT CORPORATION 
DEPT. BF-24-1, ROCHESTER 3, NEW YORK 
A SUBSIDIARY OF |tek CORPORATION 
PHOTOSTAT is a trademark of PHOTOSTAT CORPORATION 


Please send me more information on the Photostat portable microfilm camera 


You can film continuous forms of any length. The open rear 
tray easily handles exiting documents. 


LOW COST. These savings make the Photostat portable micro- 

film camera the most economical camera on the market. 

1. You save on initial cost. The low price of the camera even 
includes carrying case. 

2. You save on time and labor The camera films 80 ft. per 
minute—the equivalent of 92 letters or 192 checks. 

3. You save on film because you get a 24x reduction. 


COMPACT. The Photostat camera when opened takes up only 
22” x 12” x 1314” of space. 

For a demonstration of how this camera can simplify record 
keeping for you, contact your nearest Photostat Corporation 
sales and service office, or send us the coupon 

We can also help you find the answers to a wide variety of 
other paperwork problems because— 


PHOTOSTAT CORPORATION 
MEANS ALL THESE... 


PROJECTION PHOTOCOPYING 
equipment and supplies 

OFFSET DUPLICATING 
equipment and supplies 

PROCEDURAL MICROFILMING 
equipment and supplies 


OFFICE COPYING 
equipment and supplies 
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moditied trend factors, 


dividual state 


ment is to determine 


1, Pick up the Sea Foam Bond 
CARBONSETS you need. 


Place your on top 
and slip into typewriter. 


3. Snap out carbons and copies 
are ready for routing. 


Write Dept. B-160 


WNVILLE PAPER COMPANY 


BROWNVILLE, N.Y. 


For each territory, the experience 
for the latest three 
into the computer, 
each territory 


years is entered 
ratios for 
within the 
calculated, 
which are 


state and 


statewide are Formula 
credibility 
territorial 
ratios, are de- 
The relationship 


loss ratios, 
weighted averages of the 
statewide loss 


vel ved, 


and 
between 
the individual territory formula loss 
ratio and the statewide 
calculated, and_ this, 
the statewide rate 


average 1s 
multiplied by 
level change fac- 
determines the 


tor, territorial rate 
level change. 

The present Class 1. rate is de- 
termined from the given present 


average rate and average dif 
ferentials, and is then multiplied by 
the computed rate level change fac 
tor to determine the new proposed 
Class 1A rate for each territory. 
The individual class rates are com 
puted by applying countrywide dif 
ferentials to the proposed territorial 
LA rate. This is a simple calculation 
but ideal for computer operation, 


Differentials 

The 
urban and one for rural, are entered 
only once 
Then, for 


differentials, one set for 


and stored memory. 
each territory, the Class 
LA rate and a code to specify type of 
territory The computer 
selects the correct set of differentials, 
and computes and prints the final 
class rates in the desired format 
The end product from the com 
puter for 


is entered, 


each of these sets of cal 
culations is an exhibit which may be 
directly photostated for 
to the proper 
thorities for 


submission 
state supervisory au 
their consideration 
Typing and proof-reading are 
thereby eliminated, resulting in addi 
tional savings 

Finally, the computer 


comparison of the 


prepares a 
present and pro 
posed rates by class and territory, 
with percentage changes 

When approval has been received 
from. the 


supervisory officials, the 


rates to be newly effective are 
promulgated by the National Bureau 
for the 


seriber 


use of its member and sub 


companies, 


Owing to the high memory 
capacity. required, the is 
ideally suited to this type of apph 
cation, With 4,096 words of storage 


“batching” can be eliminated, and 


the simple instruction code facilitates 
the greater usage of the LGP 
additional applications, 

Our 


-30 for 


with the 
electronic 
the development of 
in the 


experience 
tion of the 


applica 
computer, in 
rate revisions 
and lability” fields, 
has convinced us that the most im 
portant capability of this equipment 
hes in the 


casualty 


introduction of actuarial 
refinements which could never have 


been achieved by manual methods. 


Speed of Essence 


refinements can now be in 
without 


These 
troduced experiencing any 
appreciable increase in time required 
to develop the rate revision, And the 
increased losses which may be 
fered by liability and casualty in 
surance carriers makes time of the 
essence in speeding new rate revi 
sions to the field, 

In some 


sut 


cases the computer has 
even enabled us to undertake a proj- 
ect which could not have been com 
puted by manual methods in time to 
be of any value, One particular in 

stance, involving automobile liability, 
would have required a minimum of 


four solid weeks of work without 
the electronic equipment. Pro- 
grammed for the computer, it was 


four 
This ts an unusual case, so far as 
the lopsided time ratio is concerned, 


completed in day s. 


but nevertheless dlustrates dramati 
cally the potential value of the elec 
trome computer in the development 
of the 

‘ndoubtedly electronic data proce 
essing equipment in the future will 
make 


actuarial science 


a major contribution to a con 
and 
precision in actuarial work through 
out the 


tinued increase im refinements 


insurance Industry 
Omits Interim Step 


\nother important 
the electri mic 


advantage of 
computer is its 
ability to print out im exhibit form a 
completed development ay proposed 
rates which can be reproduced and 
sent directly to the ulators 
authorities for consideration, without 


state reg 


the need for an interim. step of 
and proof reading. 
characteristic, 


well the 


manual copying 

however, as 
ability. to 
digest and process a large volume of 


computer's 
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Computers—from page 60 
level period, which is customarily 
: with the expected loss ratio at pres- Bs 
ent rates, with modification of the 
result by credibility factors that re 
flect the volume of Xperience in 
1s... 
ext stage mm rate develop- 
by territory within the state, 
’s the N 
Here’s the New, | Ve 
Modern Way | 
toMake. 
Carbon Copies! 
= a / \ 
S by name, only one 
forsamplekit, 
Ge 


Standard 
gives 


ar 
TWE STANDARD INSURANCE CO 


better customer service with 
‘same-day’ processing of policies 


In at 9, out at 5 is the rule for policy 
processing at The Standard Insurance 
Co., Tulsa, Okla. Now, with the in- 
stallation of a new IBM RAMAC® 305, 
an application never takes more than 
one day to process. 

RAMAC is the only self-contained 
data processing system which can re- 
cord and account for transactions as 
they occur. With this unique system, 
policies are processed by The Standard 


at the rate of 60 per hour. This includes 
rating the policy and writing the dec- 
laration. Further, IBM RAMAC 305 
provides general ledger accounting, 
production reporting, inforce account- 
ing, accounts current checking and 
statistical analysis. 

Like all IBM data processing equip- 
ment, RAMAC may be purchased or 
leased. Call your local IBM representa- 
tive today. 


The Standard’s Presi« 
and Claude L 
spect the new IBM RAMAC 


DATA PROCESSING IBM 


Wright, Vice 


n Voth 


Ir 
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esident, in- 
installation 
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Computers—from page 62 


work in a short time, has led to one 


of the misconceptions about elec- 
tronic data processing equipment. 
This is the widely held feeling that 
the application of electronic equip- 
ment will replace many clerical em- 
and thus reduce overhead 

This cer- 


tainly not been the case in the ex- 


ployees, 


employment COsts has 


verience of the National Bureau, 
| 


NW E wr: 


SUCCESSOR TO 
CARBON PAPER RIBBON 


TYPING TAPE 
Super-strong polyester film, 
1 1000 of an inch thin. .. tough, 
clean-writing, time-saving! 


ENS! LAR 


So thin that a standard roll carries 
generally more than twice the 
length of super-write footage as 
paper tape. Change tapes half 
as often! 

So tough that your secretary 
won't have to repair and re-thread 
any mid spool breaks' 

So fine for executive-calibre 
typing, photo-copy work, xero- 
graphy and litho-masters. 


TYPES LIKE PRINTING 


So time-saving: Gummed leader- 
ends need only be pressed to- 
gether for automatic threading of 
the new roll! 


So economical: Check this price 


list against anybody's! 


3 tapes, Trial Order. . .$5.00 ppd. 
1 doz. tapes. ..$18.50 ppd. 
1 gross tapes. ..$17.00 per doz., ppd. 
(4° rolls, 516° wide, 1150 ft. per roll, black inking.) 


4 


For: IBM, new model Underwood Elec, 
R.C. Allen, Smith-Corona and Royal 
(Specify machine when ordering 


Order Today ! Dept. BJ vy 


BEST INDUSTRIES, INC. 
Contract Monufacturers 
Bocked by over 50 years of manufacturing experience 
1618 S.W. 8th ST. e MIAMI, FLORIDA 


where our computer in 
work, and it would not 
necessarily be true in other insur- 


ance applications. 


actuarial 


The economic justification for the 
expense of a computer our 
actuarial work lies in the increased 
speed and accuracy with which rate 
revisions can be gotten to the states 
for consideration and approval. It 
does not lie in reducing home office 
overhead costs. 

The vitally important considera- 
tion in making the decision to install 
electronic data processing equipment 
lies in selecting the equipment which 
possesses the proper characteristics 
to handle the problems presented by 
the particular application, 

At the National Bureau, our pro 
gramming unit has had under con 
sideration for some time the applica 
tion of a larger computer in an 
integrated system which would han 
dle our compilations. Studies to date 
by this unit indicate that such a large 
system would, in our case, involve 
serious problerns of rigidity which 
will require solution before a deci 
sion can be made. 

The age of electronic data process- 
ing in the insurance industry has 
already started, and its impact on 
the industry will grow tremendously 
in the vears ahead, despite the re- 
luctance of some actuaries to adopt 
the equipment. 


Day-to-Day Work 


reluctance, | feel, 
from the continually in- 
creasing pressure on actuaries, and 


This 


largely 


stems 


the resulting heavy demands on their 
time for handling day-to-day 
tuarial work. 


ac- 


The professional actuary, never- 
theless, has the obligation to study 
and put into use any technique or 
equipment which will contribute to 
the the actuarial 
science, There ts little question but 


advancement of 


that electronic data processing equip- 
ment meets this qualification 


ADVANCE IN AUTOMATION 


THE FEDERAL LIFE INSURANCE Com- 
pany has announced it has installed 
IBM's “650° data processing ma 
chine. The machine will be utilized 


In processing its regular accident 


and health and life billing and ac- 
counting operations. Several pro- 
grams have been written and tested 
at the IBM Test Center, 80 East 
Lake Street, Chicago. 

The Federal Life has made many 
systems advances since they moved to 
their new location in April of 1957. 
At that time, the company disposed 
ot the old “405° accounting ma- 
chines and has since gone to “403's.” 
They have also replaced one of the 
with a “407° accounting 
machine. The “650” is its latest step 
toward mechanization and improve- 
ment. Although the present con- 
version program, utilizing the “650,” 
is expected to take about eighteen 
months, company personnel is look- 
ing forward to the future by keep- 
abreast of imnovations the 
fields of automation and mechanical 


pre cessing, 


ing 


ANSWERING SERVICE 


A NETWORK OF Telephone Answer- 
ing Services has been organized that 
will offer service on a nationwide 
basis covering United States, Can- 
ada and Mexico. 

One hundred and ninety-three 
telephone answering exchanges in 
principal cities and smaller commu 
nities have been franchised to offer 
service to national, regional and local 
firms. It is expected before the end 
of the vear that Answer America 
will have affiliates in more than five 
hundred communities. 

\nswer America service will en 
able manufacturers, insurance com 
panies, air-conditioning and heating 
firms, real estate companies, hotels, 
Hlorists, department and chain stores 
and others to have local representa 
tion in each one of the areas they 
Serve: able to 
have telephone directory listings in 
each community in the White and 
Yellow 
offices operate twenty-four hours a 
day every dav of the vear with efh 
ciently trained personnel to receive 


Companies will be 


sections, Answer .\merica 


telephone orders, service calls, mes- 
sages, handle reservations for hotels, 
telephone surveys or similar 
American 
also 


service for business \ 


service 1s otfered to profes 


sional doctors and lawvers 


Answer America 
receive calls 


men, 
whereby secre 


taries will ifter regu 


lar hours 
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A flick of the finger is all it takes to set the margin on a Royal Standard ‘Typewriter. 
Does any other typewriter make it that easy? No. Because ONLY ROYAL HAS 
MAGIC® MARGIN, the pushbutton margin-set. Magic Margin is just one of the exclu- 
sive, secretary-pleasing features you get on the Royal Standard—and one of the reasons 
why there are more Royal Standards in use today than any other typewriter. It is also a 
reason why Royal Standards bring more in at trade-in than any other typewriter. Here’s how 
Magic Margin works to increase typing volume: it positively eliminates time-consuming 
fiddling, fussing, and fumbling around with those sliding gadgets behind the machine. 
The secretary simply positions the carriage where she wants it and flicks once for each 


margin. Presto. She’s all set. And so are you with Roval Standards. 


GYAL standard 
Product of Roval McBee 


World's Largest Manufacturer o ypewriters 


id 
Corporation, 


FILING CABINETS 
|. Card File 
Fibre Board 
3. Insulated 
4. Me ta] 
5. Micro 
144. Mobile Stor Sy tem 
14? Oper She File 
6. Port 
7. Rotary 
8. Ster 
133. Tabulatir Card 
9. Visible 
10. Wooden 
FILING SUPPLIES 
129. Card 
11. Fastene 
12. Folders 
EF Ir lex T 
14. Supports 


LOSS PREVENTION 
140 Bur jlary Alarms 
97. Fire Extinguisher 
63. Fire Protection Service 
98. First Aid Kit 
r Polish (Non-Slip 


138. Safety Equipment 
8. Sa vaae Serv e 
125. Truck Alarm Systems 
141. Watchman's Clocks 
MACHINES, ACCOUNTING 
15. Adding 
16. Billing 
17 RB 
& 
109. Pay 


No No 

No. No. 

No. No 

No. No. 
Other 


Firm Name 
Attention of 
Position 

Firm Address 
City 
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Current bi and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


145. Punched Tape Equipment 


19. Tabulating 
MACHINES, MAILING 
20. Dating Stamps 

. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 


MACHINES, REPRODUCING 

25. Composing 

26. Direct Copying 
27. Duplicating 
28. Micro-Filming 
29. Mimeograph Slip Sheet 
136. Typewriter, Automatic 
30. Typewriter, Electric 
31. Typewriter, Manua 
MACHINES, MISCELLANEOUS 

32. Addressing 

33. Checkwriting 

150. Cx | ators 

34. Dictating 

35. Intercommunication 

139. Paper Folding 

36. Stapling and Fastening 
OFFICE ACCESSORIES 

38. Ash Trays & Stands 

105. Bulletin Board 

39. Cash Boxe 

40. Chair Cushions 

41. Currency Trays 

42. Desk Lamr 

43. Desk Pads 

44. Desk Tray 

45. Dr 

46. M< tene 

47. Name Plot e 

48. Pen & Ink Sets 

49. Waste Baskets 
OFFICE FURNITURE 

50. Air Conditioners 

51. Bookcases 

143. Bookstand 

52. Cabinets 


53. Chair 
134. Costumer 
54. Des ks 


55. Fluorescent Lighting 
108. Lighting 
56. Matched Suites 

57. Safes 

89. Stands, Typewriter 
58. Stools 

59. Tables 

60. Wardrobes 


PAPER 


119. Card Index 
120. Duplicator 
70. Envelopes 


135. Labels 
121. Letterhead 
122. Policy 
123. Ledger 


137. Photocopying 
124. Thin (Copy) 
102. Visual Policy Jackets 


SALES AIDS 
132. Advertising Blotters 
116. Advertising Specialties 
149. Audio-Visual Projection 
103. Birthday Cards 
117. Display Material 
104. Greeting Cards 
100. Promotional Gifts 
66. Sales Incentives 


SERVICES 


62. Accounting System 

127. Filing Systems 

64. Office Planning 

115. Photocopying 

65. Record System 

146. Sound Reproduction 
SUPPLIES, GENERAL 

68. Business Forms 

69. Duplicating Supplies 

71. Erasers (Specialized) 

72. Loose Leaf Systems 

73. Marking Devices 

75. Paper Perforators 

76. Pens 

77. Pencils 

81. Staple Removers 
SUPPLIES, TYPEWRITER 

83. Copyholders 


85. Justifier 
86. Line Indicator 
87. Pads 


88. Ribbons & Carbons 


TELEPHONE ACCESSORIES 
90. Cord Cover 


91. Holder 

92. Index 

94. Silencer 

95. Stands 


Accident Diagramming 
| 30. Building Evaluation 
147. Emblems and Awards 
26. Endorse & Cancel Calculator 
99. Leather Goods 
114. Policy Wallets 


148. Signs 
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The 1960 Edition 


Geot Insurance Guide 


with 


Key Ratir gs! 


FAVORABLE KEY 


Be the authority on fire 7 companies for your ¢ 
Increase your sales by both your own com- 
panies and your 7200 fire and casualty 
companies—p/us Best's inten their financial soundness 
and responsibility! Princip over ALL THIS IN ONE 
COMMISSION-BUILDING Dati 


With this tool in your sales kit, evidence of Bepundness of your companies . . . 
unbeatable information on your Rly thoy Pinpoint your strong 
‘ably! 


Mints by contrast! Put Best's KEY 
RATINGS to work—for you—pra back up your sales tam point by point! 


SALES For You: 


nts and your prospects! 


& Key to Ratings ec ding Insurance compasies by: 
State Officials in Charge surplus 

Preface—how to use the me Writtes 
Financial and Operating 

Fleets 

Stock Fire, Casualty and 

Miscellaneous Insurance les 

nsurance Compaales, 

Associated Factory M 4 les In which licensed for: 
Organizations, 

Reciprocal Insurance 

Exchonges 


List of American Mutual 
Lloyd's of Londos 


Alfred M. Best Company, Ame o's outstanding insurance : 
Use the order blank below—the 


than advisable! 


ters its second half-century of 
ion, priced at $8.75 per copy! 
y ordering of your copies more 


Te: ALFRED M. BEST COMPANY, 75 Fulton Street, New York 38, N. Y. 
Please send me___copies of The 1960 Edition of Best's Insurance Guide with Key Ratings at $8.75 each. 


Alfred M. Best Company, Inc. 


Atlanta + Boston + Chattanooga + Chicago + Cincinnati + Dallas + Los Argeles » New York + Richmond 
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INSURANCE INSTITUTE 
AWARDS 

AT A LUN which 

was attended by a number of per- 


HEON MEETING, 


sons from distant locations as well 


as from the New York insurance 
offices, the final certificate of the 
Insurance Institute of America was 


awarded by Dr. Harry J. Loman, 
the executive vice president of the 
from. all 
parts of the United States who com- 


institute, to 337 persons 
pleted the requirements during the 
year 1959, 

Mr. W. Irving Pitt, vice-presi- 
dent of the institute, then presented 
the annual awards for outstanding 


achievement ot examinees, The 
most important of these awards is 
the Edward Rochie Hardy Prize 


which is given each vear to the ‘‘most 
distinguished graduate of the year.” 
To be eligible the student must have 
a minimum of 85% in all examina- 
tions. eligible candidates are then 
rated on the following five points: 
character, 


personality, promise of 


future usefulness, business bearing, 


and executive ability The Hardy 
Prize this vear went to Mr Joseph 
M. Zangerle, service superintendent 
for the State Farm Mutual Insur- 


ance Company at Springfield, Penn- 
svivania 

The Ben S. MehKeel Prize for the 


envaved nm claim or loss ad 


justment work who receives the 
highest average mark for the three 
examinations was awarded to Mr. 
Herbert T. Slade from Svracuse, 


where he 


New York, 


claims attorney for 


Is. regional 
Nationwide Mu- 
tual Insurance Company, 


ELECTIONS 


Mites F. yorK, president of the 
\tlantic Mutual Companies, has 
been elected for a second term as 


president of the American Institute 
of Marine Underwriters and of the 
Board of New 
York 

W. Victor 


assistant of the 


Underwriters of 


lmuinistrative 
National Board of 
Fire Underwriters, has been named 
manager of the Pacific Department 
of the National Board in 
Francisco effective Tanuary 1, 


Selvin, ac 


San 
1960. 
THe succeeds Rudolpl ( Stange, who 
is retiring. 
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obituaries 


Perryman: Francis S. Perryman, assistant 
United States manager and vice president 
and actuary of the Roval-Globe Insurance 
Group, died suddenly November 30th 
at the age of 63. Mr. Perryman entered 
the employ of the Royal Insurance Com 
pany in the London office in 1914. After 
serving as a lieutenant the British 
Army from 1915 to 1919, he rejoined the 
Roval in the Actuarial Department in 


London. In 1924 he came to the United 
States as assistant actuary of the casualty 
companies of the group and later was 


elected vice president and actuary of those 
companies. In 1919 he assumed his present 
titles as an executive of all Fire, Casualty 
and Marine Companies of the Group 

Mr. Perryman was a Fellow of the Insti 
tute of Actuaries of England and also of 
the Casualty Actuarial Society, and served 
as president of the latter Society for the 
vear 1988-1989. He was also a member of 
the Church Club of New York, the St 
George's Society, the Pilgrims of the United 
States and the Bankers Club. He was a 
Church Warden of the Church of St 
James the Less in Scarsdale, New York. 


Baum: Filmer W. Baum, comptroller of 
the Factory Insurance Association, died 
suddenly on November 20th. Mr. Baum 
joined the FIA on April 1, 1989, and has 
served the Association as ofhce manager 
and chief accountant in) the Western 
Regional Office Chicago. — Effective 
November 1, 1950 he assumed the posi- 


tion of assistant comptroller, nationwide, 
in the Hartford office. Six. vears later he 
was appointed comptroller of the organi- 
vation, 


Armstrong: |. W. Armstrong, underwrit 
ing manager of the Inter-Insurance Ex 
change of the Chicago Motor Club, died 
November 15th at the age of 53.) Mr 
Armstrong had been with the 
Exchange since 19387 


associated 


Emory: | homas J. Fmory, casualty under- 
writing manager of The Hartord Mutual 
Insurance Company, died November 18th 
at the age of 44 following a long illness 
Mr. Emory was an outstanding layman in 
his church and active in all of its work. 


McKinley: Howard J]. McKinley, manager 
of the general coverage and brokerage de 
partment of the Atlantic Companies, died 
November lith after having been struck 
down by a bus. He was 48 vears old. M1 
Mckinley had been with the Atlantic 
Companies since 1937 


Mehorter: Samuel A. Mehorter, president 
of the McDaniel and Company agency, 


New York City, died November 3th at 
the age of 67. Mr. Mehorter began his 
insurance career with the Home Insur- 
ance Company in 1929 as a state agent 


in New 
assistant 


Jersey. Later he was appointed 
manager of the Metropolitan 
department and then assistant) secretary 
ot the Home in 1986. He resigned from 
that company in 1942 to become a partner 
in McDaniel, Maeser & Co. In 1984 Mr. 
Mehorter was most Loyal Grand Gander 
of the Blue Goose International. 


Atwell: James F. Atwell, resident manager 
for The Fidelity and Casualty Company 
of New York America Fore Lovalty 
Group, at the White Plains, N. Y. branch 
othce, died suddenly November 26th at the 
age of 50. Mr. Atwell began his insurance 
career in 1924 with the New York 
Indemnity Company and was later with 
the Marvland Casualty Company and the 
Union Indemnity before joining The 
Fidelity and Casualty Company as an un- 
derwriter in 1933. He advanced through 
the positions of special agent and district 
agent before becoming resident manager 
at White Plains in 19538 

Mr. Atwell was a member of the 
Suburban New York Field Club and was 
an instructor in the White Plains division 
of the Insurance Society of New York's 
School of Insurance. He was a past grand 
knight of the Almirante Council, Knights 
of Columbus. 


Sherwin: Claude William Sherwin, retired 
state agent in Missouri for the Agricultural 
Insurance Company, died November 26th 
He had not been in good health for the 
past three vears. Mr. Sherwin em- 
ploved by the Agricultural Insurance Com 
pany on October 1, 19138. Before being 
appointed as fieldman for the company, 
he served first as map clerk, then as an 
examiner, until his promotion to under 
writer. Mr. Sherwin retired October 6, 


Was 


1958. Mr. Sherwin served in the Army of 
Occupation with the U.S. Marine Corps 
in 1918. He had been a Master Mason 


since LOLS. 


Martin: R. J. Martin, retired state agent 
for the Phoenix of Hartford Insurance 
Companies died November 27th 


Turner: Richard C. Turner, manager of 
the New Bedford, Massachusetts, office of 
the General Adjustment Bureau, Inc., died 
November 20th. Mr. Turner joined the 
Bureau in 1927 in Baltimore, Marvland 
He served in the Cumberland, Maryland 
and Boston, Massachusetts offices. In 1982 
he was transferred to New Bedtord and 
was appointed manager of that office in 


Greely: Thomas \. Greely, special agent 
in Chicago tor the National Board of Fire 
Underwriters, died suddenly November 
20th. Mr. Greely had been a member of 
the National Board's arson department 
since 1921. This gave him the distinction 
of having the longest term of service of 
any active agent. Before joining the Na 
tional Board, Mr. Greely served as a 
Deputy State Fire Marshal for the State 
of Illinois for eight vears. AIL of his serv 
ice in the field of arson investigations was 
centered around the Chicago area 


Belgrano: I. N. Belgrano. Jr, chairman 


and president of the TransAmerica Cor 
poration died November IIth. 

Johnson: Clarence ¢ Johnson, former 
president of the American District Tele- 


early in’ December 
Johnson joined ADI 


graph Company, died 
at the age of 84. Mr 


in 1899, was elected vice president in 1918 
and appointed president in 1920.) He 
tired in 
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notes 


American Ass'n of Univ. Teachers of 
Edward Hedges, PhD, CLU, 
professor of insurance, Indiana 
University, was elected president succeed- 
ing Dan M. McGill, PhD, CLU, University 
of Pennsylvania. Others elected were: Ist 
vice president, Davis W. Gregg, PhD 
CLU, president, American College of Liic 
Undrs., 2nd vice president, John S§. Bick 
ley, PhD, professor of insurance, Univer 
sity of ‘Texas; and secretary-treasurer, 
Joseph F. Trosper, DBA, CLU, CPCU, 
chairman insurance dept., Southern 
Methodist University. 


American Inst. for Prop. & Liab. Undrs.: 
Dr. Richard deR. Kip, Florida University 
professor of insurance and head of dept 
ot insurance and real estate, has been 
appointed director of examinations ad 
newly-created post. 


American Society of Ins. Mgmt.: | lic 
Toronto Insurance Buvers Ass'n has be 
come the 2nd chapter in Canada and 24th 
chapter over-all. Officers are: President 
|. G. Hird (Robert Simpson Co., Ltd 

vice president, Don M. Stuart (Canada 
Packers Limited); treasurer, Fred i 
Morley (Famous Players Canadian Corp 
Ltd.) and secretary, Harold Muir (Cana 
dian Westinghouse Co., Ltd.) 


Arizona Insurance Dept.: G 
Bentzin has been appointed as chief actu 
ary 


Casualty Actuarial 
Leshe, Jr, general manager of Natl Bu 
reaus Of Casualty Undrs., elected 
president while Ernest T. Berkeley, actu 
ary of Employers’ Group, and L. H. Long 
ley-Cook, actuary ot Insurance of N. A., 
were elected vice presidents. Russel P 
Goddard, actuary of N.Y Compensation 
Ins. Rating Board, has been elected editor 
Re-elected were Richard Lino, senior as 
sistant actuary of National Bureau, as 
librarian; and William J]. Hazam, assistant 
vice president and associate actuary. of 
American Mutual Liabilitv, as general 
chainman-examination committee 


Society: !Hilliam 


was 


Chartered Ins. Institute: 1). /. 
general manager of Phoenix Assurance 
and managing director of London Guaran 
tee, was elected president 


Evans, 


Fred H 
Hickory 


General Adjustment Bureau: 
Hardin has been established at 
N.C... as resident adjuster 


Insurance Institute of America: (tliccrs 
elected: President, Join H. Dillard (vice 
president, Fund Ins.); executive 
vice president, Dr. Harry J. Loman; 
presidents—Dr. Milton W Mays (vice 
president, America Fore Lovalty Group) 
ind) Thorn T. Grimson (executive vice 
president, Crum Forester 
Harman Chegwidden (vice 
treasurer and chmn committee, 
Camden Fire and secretary, Arthur 
(president, Insurance Society of 


vice 


treasurer, 
president 
ot timance 


For January, 1960 


Insurance Library Ass'n 
Otheers elected President, George 
Hunter (assistant manager Hartford 
Group); vice presidents—David M. Deak- 
ins (manager, Commercial Union Group) 
and John R. Nesbit) (assistant manager, 
America Fore Loyalty Group); and 
retary-treasurer, S. 8S. Wachter (resident 
manager, Marviand Casualty) 


of Atlanta: 


sec- 


National Ass'n of Independent Insurers: 
Twenty-two companies have been ad 
mitted to membership: Texas Farm Bu 
reau Mutual Ins. Co., Waco. Texas: Gen 
eral Union Mutual Ins. Co. Chicago; 
Washington County Ins. Washington, 
Pa.; Harleysville Mutual Ins. Co., Harlevs- 
ville, Pa; Dakota Mutual Fire & Casualty 
Co., Yankton, 8S. D.: Florida Farm Bureau 
Mutual Ins. Co.. Gainesville, Fla.; Mon- 
arch Mutual Ins. Co., Chicago: and Adams 
Mutual Ins. Co., Chicago 

Stock companies are: National 
bite Ins. Co. Atlantic Beach, Fla 
can Homeowners Ins. Co. Washington, 
¢ National Home Ins. Co. Miami 
Southern Guaranty Tos. Montgomery, 
\la.: Harbor Ins. Co., Los Angeles; Grange 
League Federation Ins. Co., Ithaca, N.Y. 
United Security Ins. Co. Baton Rouge, 
La.: Financial Fire & Casualty Co., Fort 
Lauderdale, Fla.: Great American of Dal 
lus Fire & Casualty Co., Dallas; Mortgage 
Guaranty Ins. Milwaukee; Southeast 
erm Fidelity. Fire Ins. Co. Atlanta, Ga.; 
Peninsular Fire Ins. Co., Jacksonville, Fla.; 
and Manchester Ins. and Ind. Co., St. 
Louis 

New reciprocal member is Food Service 
Insurance Exchange, Lampa, Fla 


\utomo 
Ameri 


National Board of Fire Undrs.: |) 
Swift, tormerly secretary of North British 
Group, has been named assistant general 
adjuster 


National Bureau of Casualty Undrs.: 
Ihe executive and administrative statl 
otlices are now located at 125 Maiden Lane 
while the statistical and supply divisions 
remain at 60 John St.. New York City 


New Orleans Ass'n, A. & H. Undrs.: 
Othcers of this newly-organized associa 
tion are: President {. Don Johnson 
( \merican Casualty president-elect 
Richard 4. Mackenroth, Jr Streets 
Mackenroth, Inc.); vice president, Thomas 
1. Tomeny (Occidental of Cal.); secretary 
Fdward Linck (Continental Casualty 

and treasurer, Mattie E. Herrick (Mutual 
of Omaha) 


Oregon Chapter C.P.C.U.: New officers 
President, Jack WW. Selt: vice president 
W. Ramsden; and secretars treas 
urer, Will Brenton 


Surety Undrs. Ass'n of Dallas: (ore / 
Powledge, manager ot Standard Accident 
was elected president succeeding Melom 
Ml Thweatt, Harttord Accident Other 
Vice president, P. A. Birdwe 
American Surety): secretary, law 
Stricklin (Emplovers Group ind 
urer Thomas hiedenicl 
Hartiord 


othicers are 
rence 
treas 
National of 


COMMISSIONERS MEETING 


SENATE JUDICIARY Antitrust 
subcommittee has indicated it favors 
continued state regulation of insur 
Hammel of 
Nevada, president of the National 
\ssociation ot 


told 


meeting in 


ance, Commissioner 


Insurance Commis 
the association at its 
Miann He 
that proponents 
of Federal control would continue to 
work toward that end and that the 
N.A.LC., the various state insurance 
departments and the industry must 
continually 


sioners, 
Beach, 


warned, however. 


work to detect and cor 
rect anv weaknesses in the system of 
state regulation and to strengthen 
that 


system. He recommended the 


consolidation or elimination of any 
committees or subcommittees of the 


N.A.LC outlived then 


usefulness and the enlargement and 


which have 


more adequate financing of the ex 
ecutive secretary s office 

New 
Hampshire, reporting to the meeting 
in his capacity 


Commissioner Knowlton of 
as chairman of the 
preservation of state regulation com 
nuttee, stated that the second report 
to the Senate would 
be tiled shortly. It will include sta 
tistical data requested by the snub 


subcommittee 


committee, an explanation of the 
techniques of ditterences be 
tween fire and casualty rate making 
and an aviation insurance statement. 

Commissioner Mahoney of Maine, 
chairman of the Fire, Marine, Casu 
altv and Surety Committee reported 
that he had been notitied that Con 
solidated Warranty 
the largest car 

had 
that 
\gency, Inc., the insurance opera 


System, one of 


Warranty organiza 


tions, ceased to do business, 


and Consolidated — Inspection 
tion, had also ceased to do business. 
The further stated that 


the imsurance commissioners of this 


Chairman 


country may expect that insolvency 
is on the immediate horizon 


NAMED CHAIRMAN 


PHOMAS C. MORRILL, vice president, 


State Farm Mutual Insurance Com 
h 


pany, has been elected to a one-year 
board or 
governors of the Insurance Institute 


Safety He 


term as chairman of the 


for Tlighway succeeds 
Guy I. Mann, senior vice president 
of Aetna Casualty and Surety Com 


pans 


| 
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SELL INLAND MARINE 


Past inland marine 


MWisurance Is a 


MARKET FOR 
fast 


When trying to provide all risks 


growing one. 
property damage coverage where fire 
or casualty forms may be restrictive, 
explore the possibilities of an inland 
\ great many of the 
inland marine coverages are written 
“floater” 


“all risk” 


marine policy 


type of policy with 
Others, be 


in a 
protection 
cause of their nature, are on 
“named peril” basis, and some may 
be written either wav. Inland ma 
rine provides many forms of protec 
tion in one policy and there may be 
savings in premium coupled with the 
more complete package policy cover 
lo thre protecuion pro 
vided for chents and to help sell to 
prospects, it will pay to sell imland 
marine coverages 

The Marylander 

Maryland Casualty Co 


IF JUST ONX STICKS 


XVNN THROUGH my. typewritxr 1s 
an old modxl, it works quitx wxll 
xxexpt for onx of thx kxys. 


wishxd many timxs that it workxd 


that thxrx arx 


trun 


that 


pxrixctly. [tts 


forty-six. kxvs function 
xnough, but just onx kxy not work 
ing makxs thx diffxrxnex 
Somxtimxs it sXxms to mx that 
Praffic Safxtv is somxwhat likx mv 


of 


propxrly, is thx exrtain kxy to sue 


tvpxwritxr, us, working 


CNSS 

You may sav to voursxlf, “Will, 
am only onx pxrson, won't 
makx or brxak a satxty program.” 


But it DONS makx a ditfxrxnex 


bxeausx a satxtv program to bx 
xffxctivx nxxds thx activx participa 


tion of XvNrvonx 


So thx nxxt timx you think you 


arx only onx pxrson and that vour 


xfforts arx not nxxd rxinxmbxr 


my tvpXwritxr and say voursnlf : 


“To amoa kxv pxrson in) Traftie 
Satxty and I am nxxdxd -vxry\ 
much, 
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SELLING 


om the HOME OFFICE 


I must usx Carx, Caution and 


Courtxsy whxnxvxr_ | 


drivx my 


automobilx 
The lifx |] 
own!” 


savx nught bx my 


Service and Indemnity 


Canadian Fire Ins. Co 
SALESMANSHIP 


COUNTLEss BOOKS and articles have 
heen written on salesmanship. These 
tips may be wonderful for the auto 
mobile salesman, or the hardware 
man trying to sell a line of snow 
shovels during the summer, but can 
these same principles be applied to 
fire and casualty insurance 2 

Yes, with adaptations. 

; The art of selling requires a dif 
ferent: approach for the mntual 
He must sell himself to his 
policyholder and build up a relation- 
ship of trust and confidence. With 
that good insurance reputation serv- 
ing as a foundation, potential cus 
tomers will hear about that agent 
from his present policyholders. 

The agent must realize his duty 
to protect, advise, and point out haz 
ards to a policyholder, He must sell 
himself the 


agent. 


on idea of selecting 


chents and policvholders. It’s not 
a matter of just making sale, 
Handling claims not only takes 
money, but a great deal of the 


agent’s time. By writing desirable 


business, he avoids spending all his 
energies on time-consuming claim 
work. These efforts could be better 


used for soliciting new accounts. 
The mutual agent must sell him 
self on underwriting rules and re 
quirements of the companies he rep- 
resents. He must faith in 
their judgment. Companies want to 


have 


write profitable business, and do not 
prohibit a particular class of risk be 
cause of the name. These decisions 
are based mainly on the experience 


of the companies. In their judgment, 
to write an unfavorable class would 
penalize the policvholder of the com 
pany, other agents, and eventually 
himself, 


Moreover, it is impossible to sell 
strictly on cost basis alone, There's 
always someone who will try to un 
dersell, To meet this, it is necessary 
to believe that service is the only 


justification for independent 
agent. 

Mutality 

Northwestern Mut. Ins. Co 


NEW WRINKLE 


Wat's New, Mr. Agent? 

The personalized) bank check 
printed with your picture on it! 

A downright clever idea for in- 
surance agents who always want to 
let people, especially their customers 
and know 
them by sight as well as by name. 

Cost ot 


prospective customers, 
placing your smiling 
on checks should not 
run high. Ask the printer. A snap 
shot is all that’s necessary in the way 
of a picture. 


countenance 


Review 
Cravens, Dargan & Co 


CAVE-IN 


A sewer ditch in which this insured 
was working caved in and covered 
him up to his shoulders with frozen 
dirt. Injured ribs and shoulders 
pain with deep 
The company paid the 


caused excruciating 
breathing. 
$20 for six days of disability. 


The Record 
Natl. Cas. Co 


PEANUTS, DID YOU SAY? 


Wi VERY imterested in the 
itemization of a tire loss brought 


victim 


WERE 


before a school board recently, The 
loss occurred when a short circuit 
ina peanut warmer at the stadium 
started a fire. 

The peanut 
warmer $350, 1,200 bags of peanuts, 
$52.50, 


fire destroyed a 


five peanut 


twelve cushions, $12.00, and 


storage cans, 
S375: 
caused additional smoke damage of 
$150.00. Total $568.25. 


Review 
Cravens, Dargan & Co 


BLEACHED STOMACH 


INSURED, A one-year-old tyke, 
must have thought his mother’s hair 
bleach was baby's bottle. By the 
time the mother reached the child, 
had 


portion of the coiffure lightener. Re 


he consumed a considerable 


sults: Baby's stomach was pumped, 
which cost the small sum of $5. 


Agents Record 
Nath Cas. Co 


Rests Fire and Casualty News 
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PART V—ACCOUNTING, FINANCE AND AGENCY MANAGEMENT—PART | 
QUESTION | 9) to TSO, and over 180 davs. All receivable 


items over YO davs are specttically with the rese 


“Accounts Receivable” is an item ot evaluated to determine a reasonable centage must 


major significance in the balance allowance for uncollectible amounts. It should be 


sheet of most U.S. business firms. It For the remaining age groups an ing 


~ 


amount 
Is a well recognized tact that doing allowance Is establis] ed by applying 
business on a credit basis is quite 


contamed in 


a percentage chosen based upon past balance at the 
likely to result in some uncollectible experience and present | 


CCOMON tive preceding year 


accounts. .\ccordingly, when analyz conditions in the trade The total method uses a percent 


ing the financial statement of a busi amount of the allowance thus com the relationship of 
Ness enterprise it is important to puted will evaluate the adequacy ot 


evaluate properly the true worth of — the reserve for bad debts 


credit sales over tl 
Both percentages 


the accounts receivable lor this \n alternative method is to apply pusted tor current 


reason many firms include in their 4 percentage against total accounts — tions 
statements a reserve tor bad debts 

(a) Assuming vou have full access 
to a company’s records, how would 
vou verify the adequacy of its bal $265 OOO 
debt reserve? [explain fully 


tb & ©) The Corporation's 


lo record credit sale 
records disclose the following ate 


count balance as ot January 1.1 2. Reserve for Bad Debts 

\ccounts Receivable $52,972 Dr 

Reserve for Bad Debts 1750 Cr 
During 1958 the following trans 


\ccounts Receivable 
Customers’ accounts determined tor In 


uncollectible, 
actions take place ; 
Sales ‘redit S865 000 
Sal on credit: \ccounts Receivable 
Customers accounts written off as Bad Debts Collected 
<ollectible $7 _000 
lo re establish accounts written off im 
>. > < a ~ ‘CTE 
Bad debts. ot prior vear collect prior vears (Reserve for Bad Debts 
s vear 
thi vear S08 le credited ) 
Cash collected from customers S870, 
) 
Cash 
Bad debt allowance based upon \ccounts Receivabl 
company experience is 1% of credit 
sales. Make the necessary entries 
to record the above transactions, set 
up the T accounts for \ccounts Cash 870.000 
ceivable and the Reserve for Receivahs: 
ebts. show the balances of tl 
Debts, and show the balances of t Collection from 2088 
accounts 


Bad Debt poe nse 


Answer Reserve for Bad Debts 


(a) lo verity the adequacy ‘To adjust tor probable debts JOSS 

company’s bad debt) reserve it) ts based upon of credit sale 

necessary to “age” accounts receiva 


ble. Individual customer's accounts [edger accounts Reserved for 


are to classifv each invoice \Veccounts Receivable 7 (WM) 


according to its due date. Customers’ 52.972 7 (AM) 


balances are separated into groups 865 000 ONS 


tor example, current (less than 30 870.000) 


davs), 30 to OO days, OO to 9O davs. 


For January, 1960 


° 
= ¢ U uesti a3 
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ART D PROPERTY CASUALTY UNDERWRITER 
e YTesuilt 
rve amount. The pet 
he carefully se lected 
i 
wtual bad debt 
the account 
me of Cm ot the 
\ similar 
a we based upon 
ae ast bad debts to 
past five vears 
ust then lve ul 
cononie condi 
: 
NM) 
7 
8 
S650) 
elts 
7 
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C.P.C.U. Questions ntinued 
QUESTION Il 


The annual report of a large U. S. 
manufacturing disclosed 
that both a cash dividend and a stock 


company 


dividend had been issued to common 
1957 


Was 


tockholders in \ cash divi- 
the 


meeting of 


dend of $.70 declared at 


Board of Directors 
September 27, 1957. This dividend 
Was payable on November 1957 
to stockholders of record on October 


24, 1957. 


\t the same meeting a stock divi 


dend declared equal lo 
share for each ten shares held by 
the common stockholders 
pat 


stock dividend 


one 


lor each 


value SIO) share issued as a 
$10 was transferred 


to capital and $5 to capital surplus. 


(a) Assume 


that this corporation 
has 50,0 WO pat $10 shares of common 
authorized of 30,000 
Prepare the 
journal entries necessary to record 


stock which 


shares are outstanding 


the declaration and payment of the 
cash dividend Indicate the 
these entries should be made 


dates 


(hy) Answer the following questions 


h reterence to the stock dividend : 


With 


(1) 


dividend have 


effect would the stock 


on the percentage in 


the 


terest 


each kholdet 


? 


explain 
(2) Detine capital surplus and ex 


plain why $5 


transferred to 
capital surplus for each share issued 


Was 


as a stock dividend 


(3)rom what other tvpes of trans 


actions could capital surplus be 
derived ? E-xplain 

Answer 
a) Journal Entries 


September 27, 1957 
Dividends 


Divide nds Pavable 


(or Retained Earnings ) 


(b)y(1) The stock dividend would 
effect no change in the percentage 
interest. of individual stockholders 
(ignoring fractional amounts for 
holders of than 10. shares). 
Shares are issued to all stockholders 
in proportion to the number held 
prior to the stock dividend, 

(2) Capital surplus is that part of 
the equity (net worth) 
which is an excess of the par value 
of the outstanding stock and which 
did not arise from gains or profits 
(earned surplus ), 


less 


owners’ 


The $5 per share transferred to 
capital surplus expresses the desire 
of the board of directors and 
probably is designed to maintain the 
proportionate amount of capital sur- 
plus per outstanding share, It will 
also have the effect of reducing re- 
tained earnings and thus minimizes 
the pressure for high cash dividends. 
(3) Capital surplus from 
transactions with the owners of the 
corporation as distinguished from 


arises 


surplus arising from the operation of 
the business (earned surplus). Some 
types are; 


Income from Construction operations 
Cash 

Capital Stock 

Construction Equipment 
Materials & Supplies Purchased 
()ftice Equipment 

Office Expense 

(fficers’ Salaries 

Other Building Costs 

Ketained Earnings 

Subcontract Costs 

Salaries & Wages 


D) OF; 


$21,000 
$21,000 


To record dividend declared today 


November 21, 
Dividends Pavable 


1 


Cash 


$21,000 


$21,000 


Po record payment of dividend, 


a. Receipt of assets in excess of par 
value of originally issued 


stock. 


b. Favorable dealings by 


capital 


the com- 
pany in its own capital stock (treas- 
ury stock). 

c. Contributions of assets or capital 
stock in the corporation, 

d. Capital reorganization with  re- 
duction of par value of stock and in- 
crease in capital surplus as a result 
of formal stockholder action, 


QUESTION lil AND IV 


You are the insurance broker for the 
“P™ Construction Company which 
has the opportunity to get a substan- 
tial contract if you are successful in 
securing the necessary performance 
bond, The bo« Ikkeeper tor the com- 
pany is very accurate but has had an 
inadequate training in accounting. 
Consequently the corporation rec- 
ords are maintained on the cash 
basis. The bookkeeper furnishes you 
with the following trial balance taken 
from the books of the company for 
its vear ending May 31, 1958: 


Dr, Cr. 
$672,500 
S 14,000 
200,000 
186,000 
125,000 
8.000 
16,500 
15.000 
53,000 
15,000 
305,000 
165,000 


$887,500 S887 


You realize immediately upon ex- 
amination that this statement is not 
bond under 
Through questioning, you 
are able to determine the following 
additional the 
1958 


sufficient to satisfy a 
writer. 


information about 
company’s finances at May 31, 


Construction completed and 
billed but not collected 
\mounts due to subeon 


$126,500 


tractors and not paid 
Materials and Supplies 
on hand 


22. 
12.000 


Best's Fire and Casualty News 


: 
3 


$5.00 per copy 


the FLITCRAFT COMPEND 


The top sales tool for fire and casualty agents writing life insurance. 


Gives premium rates and dividend scales for companies writing 98°/, 


of all life business in force. Easy to use! 


FLITCRAFT - INC., 75 Fulton Street, New York, N. Y. 


The construction equipment was 
purchased on June 1, 1955 for $186, 
OOO and the office equipment for 
$8,000 on June 1, 1957. Both have 
a remaining useful life of 7 
from May 31, 1958. 


vears 


\ deposit of $2,000 was received 
in cash in May 1958 but the contract 
is not to be started until July 1958, 
This was credited to Construction 
income. 

As of June 1, no amounts 
were due from customers nor owed 
to 


1957, 


sub-contractors, however, rma 
terials and supplies with a cost of 
$1,400 were on hand. 

Federal Income Tax rate is 30°. 

(a & b) Prepare a statement of in 
come and classified balance sheet for 
the Construction Company 
using all available information. 


(c) The materials and supply in- 
ventory Mav 31, 1958 was 
valued at cost based upon the first 
in-first-out method. Assuming the 
market for the materials and sup 
plies has been steadily rising for the 
entire fiscal year, would the reported 
net income for this vear have been 
greater or less if the last-in-first-out 
method had 
strate clearly why. 


as 


oft 


been used? Demon 


(d) In preparing for the under 
writers the statement of “T” Con 
struction Company, vou make use of 
the following ratios: 


1. Acid test. 


Ratio of net income to owner's 

equity, 

Ratio of working capital to net 
sales. 

the formula for each ratio 

and explain what it is intended to 

disel 


For January, 1960 


Answer 


Construction ¢ 


Statement 
Year Ending Mav 


Construction Revenues 
Operating Expenses 
Subcontract Costs 
Materials and Supplies Used 
Depreciation of 
Salaries and Wages 
Other Building Costs 


()perating Income 
General and 
()fficers Salaries 
()tfice Expense 
Depreciation of Office Equipment 


Federal 
{ 


Net Income before 
Federal 


lax 
Income Tax 


Net 


Income 


Income 


SI, 


1058 


27 SOO 
113.800 
18.000 
165,000 
53.000 


33 


678,200 


LIS S00 


\dministrative Expenses 


15.000 
16,500 
1.000 32.500 
86.300 
25,800 


$60,410 


Construction Company 
Balance Sheet 


May 
Assets 
Current: Assets 
Cash 
Accounts Receivable 
Materials & Supplies 


$14,000 
12,600 


Total Current Assets $153,100 
Fixed Assets 

Office Equipment 

Reserve for Depreciation 


8.000 


7 OOO 


Construction Fquipment 
Reserve for Depreciation 


800 130.200 


lotal Assets $290,300 


(ec) Using the Lifo method to com- 
pute the May 31, 1958 inventory 
would have resulted in 
income for the vear. 


a lesser net 
Under Lifo the 
materials charged to production are 
assumed to be those most recently 
purchased. Thus 
condition of steadily 


under a market 
rising prices, 
the materials used would be the high- 
est priced and the net income 
cordingly less 


1 \cid 


current «assets 


ac 


test: 
less 


The 


inventories 


1s 


formula 


1958 


Current Liabilities 
Accounts Pavable 
Customers’ Advances 
Fed. Taxes Payable 

Total Liabilities 

Owners Equity 
Common Stock 
Retained Farnings 


Equities 

vided by current liabilities. It is an 
it of the liquid 
or, stated 
ditferently, the company's ability 


exacting measuremet 


ity position of a company 


to 
meet currently maturing debts with 
Its present cash and neat cas] 
> 


assets 


Ratio of net income to owners’ 


equity: The formula is net income 


divided by owners’ equity (assets 


less habilities ) This ratio is in- 
tended to show the rate of return on 


the investment of the owners and is 


ntir 


: 
| 
i S7O7 WW) 
$ S00 
25 8900 
Vel 
us 
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YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Service, Dependability 


THE CONTINENTAL INSURANCE COMPANY..........cccccccccsecces Est 
FIDELITY-PHENIX INSURANCE COMPANY Est 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J...............Est. 
NIAGARA FIRE INSURANCE COMPANY..........ccccccccscccccccccess Est. 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 
NATIONAL-BEN FRANKLIN INSURANCE Est. 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............Est. 
MILWAUKEE INSURANCE COMPANY. Est. 
ROYAL GENERAL INSURANCE COMPANY OF CANADA.............. Est. 
THE YORKSHIRE INSURANCE COMPANY OF NEW YORK.......... Est. 1926 


SEABOARD FIRE & MARINE INSURANCE COMPANY ist. 1929 


4 
eg 
4 
We 


They'll get to know you as their 


“PARTNER IN SECURITY” 


That’s the way America Fore Loyalty agents 
will be featured all through the year in our bigger 
than ever 1960 national advertising campaign. 

Month after month America Fore Loyalty 
messages will reach more than 100 million 
people—stressing the importance of having a 
“PARTNER IN SECURITY” to keep what 
they accumulate protected all through life. 


Currently appearing in: THE SATURDAY EVENING POST * LIFE * NATIONAL GEOGRAPHIC 
TIME NEWSWEEK READER'S DIGEST FORTUNE U.S. NEWS & WORLD REPORT. 


\ — 
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C.P.C.U. Questions—from page 73 


one means of evaluating the effi- 
ciency of the management 

3. Ratio of working capital to net 
sales: The formula is working cap- 
ital (current assets less current lia- 
When 


compared with the same ratio of 


bilities) divided by net sales. 


other companies in the same indus- 
Ty, this ratio discloses the efficiency 
of the utilization of working capital 
funds. 


QUESTION V 


(a & b) 
Reset ve 


Assume that the Federal 
banks sell $2 billion of 
lreasury securities to buyers other 
than the commercial banks. I-xplain 
carefully the effect these sales would 
have, other things being equal, on: 
(1) Total demand deposits outstand- 
ing. 

(2) Total legal reserve balances of 
commercial banks 

(3) Total legal reserves which com 
mercial banks are required to keep 
against their demand deposits 

(4) Yields on marketable 
securities. 


Treasury 


(5) Prices of marketable corporate 
bonds. 

(c)Why is the U. S. Treasury so 
very much interested in the mone- 
tary policies followed by the Federal 
Reserve banks? Explain fully. 


Answer 


(a & b)(1) Total demand deposits 
outstanding will tend to be reduced 
by approximately two billion dollars 
if we assume other things are equal. 
Purchasers of these bonds will likely 
draw upon the banks for their funds 
to pay the Federal Reserve Bank. 
To the extent that all such purchas- 
ing uses demand deposits in pay- 
ment, the above $2 billion reduction 
would result. Of course, if a certain 
amount is purchased from hoarded 
funds, the total reduction of demand 
deposits would be somewhat lower 
than $2 billion. 

(2) The legal reserve balances of 
commercial banks will also tend to 
he reduced by the same amount ($2 
Inllior.) since the Federal Reserve 
will collect payment on these checks 
by charging (reducing) the reserve 
accounts of member banks. 


HAWKEYE-SECURITY? 


Among Stock, Multiple Line, Indepen- 
dent Agency companies, you've a right to 
ask “What's different about THIS one?” 


Here are 


a few Hawkeye-Security an- 


swers (your Hawkeye man can give you 


more): 


MEMBER OF 


FINANCIAL 
GENERAI 


Insurance Group 


Agency-minded underwriting 

Agency ad-mats and radio copy 

Expiration lists furnished 

Manuals for rates and rules 

Manuals specify binding privileges 

Expert safety engineering 

Packaged policies 

Claim draft authority for fully qualified agents 
Pocket rate cards 

More branch office authority 


HAWKEYE-SECURITY 


INSURANCE COMPANY 


Serving the Public through Local Agents 


From the Rockies to the Atlantic Ocean. 
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Des Moines 7 


(3) The legal reserves required of 
member banks will also be reduced 
since the Federal Reserve Bank, 
when cashing the personal checks 
drawn on member banks, will simply 
draw down on the reserve account 
maintained by each member bank at 
the Federal bank. Eventually, if this 
legal reserve account maintained at 
the Federal bank is depleted below 
the minimum percentage of total de- 
mand deposits required to be main- 
tained by each member bank, then it 
will have to be replenished by a loan 
from the Federal bank or by sending 
funds from the local bank. 

(4+) The yields on marketable Treas- 
ury securities will likely increase as 
the counter-result of a decrease in 
the market price of these securities. 
The fall in market price, in the first 
instant, probably will result from the 
fact that there is now a total increase 
in the supply of securities on the 
market with no particular change in 
the effective demand for securities. 
(5) Prices of corporate securities 
will likely also fall as a result of the 
greater market competition with 
these increased government secu- 
rities. In effect, both corporate secu- 
rities and the increased government 
securities will now be competing for 
investors’ dollars with a likelihood 
of a resulting decline in all security 
prices. 

(c) The U. S. Treasury has the 
duty of managing the public debt. 
To the extent that the policies of the 
Federal Reserve Bank affect the in- 
terest rate and the marketability of 
government securities, the Treasury 
is very much concerned. A large por- 
tion of the public debt is carried with 
a comparatively short maturity and 
an increase in the interest rate be- 
cause of the Federal Reserve Board 
tightening the money supply would 
be immediately reflected in a higher 
cost of servicing the public debt. 

In addition, both the Treasury and 
the Federal Reserve Board have the 
same common objective of full na- 
tional employment. Under the 1946 
full employment act, their policies 
are required to be coordinated to ac- 
complish this national objective 


QUESTION VI 
The “B” 
Corporation, placed on the 
market in 1957 a S2,000,000 issue of 


Corporation, a subsidiary 
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20 vear 3° guaranteed bonds. These 
bonds provided that on June 30 of 
each year until maturity the issuer 
would add $100,000 to a redemption 
fund and_ that 
amount would be set aside in a re- 
serve for sinking fund. The entire 
issue was sold on July 1, 1957, the 
issue date, to two large insurance 
companies at 97. 

(a) Explain in detail the meaning 


sinking an equal 


of each of the underlined terms. 
(b) Assume these bonds have an an 
nual interest payment date of June 
30: 

(1) How much interest will be paid 
in cash to the two insurance com 
1958 


panies on June 30, Show cal 


culations. 
(2) Show how all information per- 
taining to these bonds would appear 
on the Corporation’s balance 
sheet as of July 1, 1958 


Answer 


(a) 1. Guaranteed bonds are obliga 
tions of one company with interest 
and principal secured by the tinancial 
standing of another company which 
is usually the parent corporation. 

2. Redemption sinking fund is cash 
or securities of the issuing company 
set aside and restricted for the sole 
purpose of repaying bondhelders at 
the maturity date of the bonds. 

3. Reserve for sinking fund ts re 
tained earnings (earned surplus) re- 
stricted against use in the declaring 
of dividends until the bonds are 
redeemed. 

#. Issue date is the date established 
by the board of directors for offer 
Maturity date 
and the interest anniversary date are 
determined from the issue date. Ac- 
tual 


ing the bonds for sale 


the bonds often takes 


place at a later date. 


sale ot 


(b)(1) Cash interest payment 


lace amount of bond 
$2,000,000 


issue 
Interest rate per annum 5% 
Cash to be paid as 


interest 


(2) “B" Corporation balance shee 
presentation : 


Investment or Other Asset Caption 


Redemption Sinking Fund § 100.000 


Dong Term Debt Caption 
fonds Pavable $2 000 00 


namortized 


Owners Equity Caption 


Reserve for Sinking Fund 
+ 


{ > be ontinued 
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MULTIPLE 


REINSURANCE COMPANY 


UNITED STATES BRANCH 


LINE 
REINSURANCE 


Executive Office 
70 Pine Street, New York 5, New York 


Telephone BOwling Green 9-5532 
Southern and Facultative Department: 


1401 Peachtree Street, N.E., Atlanta 9, Georgia 
Telephone TRinity 5-8969 


FEDERAL HEARINGS 


WHEN THE SENATE Antitrust and 


Monopoly subcommittee resur 


nes its 


hearings after Congress 


convenes 


this month, it will study the opera 


tions of foreign insurance companies 
in this country to determine if Fed 
eral legislation is) necessat he 
lack of control over unauthorized 


] 


foreign msurers was touche: 


SESSIONS ot the ubcom 


earlier 
mittee. 


INCREASED LIMITS 


\ BILI 


eration by the 


HAS BEEN 


FIL! 
1060) 


tor 
Massachusetts 
Legislature which would increase 
the requirements of the compulsory 


] 


automobile Insurance aw from 
$5/10.000 to S20 40.000 for bodily 
injurv labality It would also re 


quire $5,000 prope rty damave covet 


age and would change the 


terpretation of contributory negh 


sence to comparative negligence 


ct COmp 
e 
: 
ae 


rate — 


RATE CHANGES 


NORTH ¢ rOMOBILE 
\dministrative Office has filed 
liability 


Tutt AROLINA Al 
Rate 

rates 
19.9% 


automobile 
call for 


for private passenger cars and 1.1% 


revised 
which increases. ot 
for garage liability and a decrease of 
15.2% vehicles. 
heduled 


commercial 
( sold 


hearing on the 


for 
Commissioner has 


a public new rates 


for December 16 


LIABILITY RATE CHANGES 
landlords’ 


liability 


REVISED OWNERS’, and 


tenants’ bodily imyury rates 
classifications 
liability 


\lutual Insurance 


for area and frontage 


and revised storekeepers: 
the 
Rating Bureau became effective in 
Marvland on November 25, 1959, 


Phe revisions in the area and front 


rates tiled by 


age rates produce an average in 
crease of 24.1% 

Revisions in comprehensive per 
sonal and farmer’s comprehensive 
personal liability insurance rates and 
tiled by thre National 


Underwriters 


Bureau of Casualty 


and the Mutual Insurance Rating be 


» 


came ettective December 2 in most 


where the 
They 


states, except in Texas, 


effective date is February 1 


do not apply in Hawan, Loutsiana, 
Minnesota, Mississippi, New Jersey, 
New York, Pennsylvania, 
Rico and Wasconsin 


Rate changes tor 


Puerto 
various other 
general Habilitv insurance lines were 
announced by the National 
at the same. tin the 


Bureau 
rate re 
visions, with a 


few exceptions, are 


effective December 
landlor ds’ 


liability 


Revised owners’, and 


tenants’ bodily injury rated 
for area and trontage classifications 
and revised hability 
rates filed by the Mutual 
Rating Bureau became ettective im 
November 25 


Che revisions the area 


storekec per 


Insurance 


\Marviland on 
and front 
ge produce an 


4.1% 


a average merease ol 


78 


changes 


REVISED OWNERS’, landlords’ and 
tenants’ bodily injury lability rates 
for the area and frontage classifica 
tions and revised storekeeper’s labil 
ity rates filed by the Mutual Insur 
ance Rating Bureau became etfective 
The 


changes in the area and frontage 


| 
December 2 Tennessee 
rates produce a statewide rate level 
increase of 30%, 
oWNERS’, landlords’ and 
injury lability in 
surance rates for classifications rated 


REVISED 
tenants’ bodily 


onan area or frontage basis tiled by 
the National Bureau of Casualty 
Underwriters and the Mutual In 
surance Rating Bureau became ef 
fective December 9 North 
Carolina, 

The changes in N. B.C. 
result) in an increase of 
12.5% while the Mutual 
Bureau result in an average increase 
of 19.5% 


. Tates 
average 


those of 


AUTO RATE CHANGES 


REVISED AUTOMOBILE bodily injury 
and property damage liability rates 
for private passenger automobiles, 
commercial and Divi- 
sion | garage risks filed by the 
Mutual Rating Bureau 
became December 9, in 
Oklahoma, The changes in private 


automobiles 


Insurance 
effective 


passenger rates produce an average 
increase of 22.100. For commercial 
vehicles the increase averages 8.5% 


and for garage risks 2.2% 


TERM RATES 


Puke NEW YORK Insurance Rat 
ing 


term 
etfective 


PIRI 
revised its 
for fire and allied lines 
November 16. Under the 
new schedule eligible buildings and 
be written on a term 
five 
Two 


Organization has 


rule 


contents may 
basis 


vears at the 
1.85 


for up to 
following rates: 


times the 


\ ears, 


vears, 4.4 times the annual rate 


annual rate; three years, 
7 times the annual rate ; four vears, 
55 times the annual rate and tive 


BURGLARY COVERAGES 


REVISIONS AFFECTING burglary cov 
erages have been made in a number 
of states by the National Bureau of 
Casualty Underwriters the 
Mutual Insurance Rating Bureau. 
Changes have been made in_ the 
manual rules to reflect a revision 
of the office burglary and robbery 


and 


coverage and a revision of safe and 
vault for mercantile 
safe burglary and money and securi 


classifications 


ties broad form coverage. Significant 
the 


safes, 


changes have been made in 


classifications of mercantile 
chests, cabinets and vaults to retlect 
recent decisions by the safe industry 
to market safes providing a ligher 
degree of protection, They became 
effective November 18, 
Texas, where the etfective date was 
December 16. 

The NBCU has also revised its 
rates, the MIRB 
the rates in Texas and contemplates 


except 


and has revised 
changes in a number of other states. 
The the rate 
changes are the same as those of the 


effective dates of 
manual rules. For the stock compa- 
mies the rate changes result in an 
average country-wide increase of 
4.07 for mercantile open stock cov- 
erage, 3.00) for mercantile safe bur 
glary, 4+.7°¢ for money and securities 
broad form (inside premises) and 
6.7°¢ for storekeepers’ burglary and 
robbery. 


W. C. RATE CHANGES 


REVISED RATES FILED by the Massa- 
chusetts Workmen's Compensation 
Rating and Inspection Bureau have 
been approved in that state effective 
December 7. The changes result in 
an average increase of 14.107. In 
creased benetits enacted by the 1959 
Legislature became effective the 
same day. 

Legislation has also been enacted 
in Pennsylvania ratsing the work 
men’s compensation benefits m_ that 
state. 


BLUE CROSS RATE 
INCREASE 


HOSPITAL 
of Maine (Blue Cross) has increased 
its 1960 rates from 15 to 24 per cent, 


ASSOCLATED SERVICI 


depending on type of coverage. 
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“Before you start selling you first have to get attention” 


Bugles and false noses also can create 
quite a stir. But getting attention from 
the buyer of workmen’s compensation is 
simpler and easier when you use Bitumi- 
nous’ new brochure, “Safety Is Good 
Business.” This attention-getting pre- 
sentation demonstrates why Bituminous 
accident prevention programs invariably 
reduce losses and help keep rates at bed- 


rock. Combined with Bituminous’ 


Bituminous 


BITUMINOUS FIRE AND MARINE 


INSURANCE COMPANY 


specially tailored and individualized 
rating plans, Bituminous’ safety engineer- 
ing is a potent selling 
tool. Send for your free 
copy of “Safety is Good 
Business,” and ask your 
nearest branch office how 
to use it to write more 
(and also more profit- 


able) comp coverages. 


Specialists in Workmen's Compensation 


ROCK ISLAND, ILLINOIS 


: 
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REINSURANCE ABROAD 


U. DEPARTMENT of Com 
merce reports that in 1958 net re- 
ceipts by foreign countries on their 
reinsurance business with U. S. in- 
surance companies amounted to 
$59.2 million insurance com- 


panies paid $241.8 million in premi- 


ums for reinsurance ceded to foreign 
reinsurers and recovered from them 
$168.1 million in losses. The $73.7 
million excess of premiums paid over 
losses recovered was offset by net 
receipts of $14.5 million received on 
reinsurance S. insurance com- 
panies accepted from foreign ceding 
imsurers, U.S. insurance companies 
received $54.5 million premiums 
on remsurance assumed from abroad 
and paid losses thereon of $40.0 mil 
hon, The $59.2 million net receipts 
by foreign countries represents an 
increase from $38.8 million net re- 
ceipts by foreign countries in 1957, 
Of the $241.8 million of premi 


ums paid by U.S. ceding insurance 


Sritish reimsur- 
ers received $205.1 million and Swiss 
received $20.4 million. 
Thus in 1958 as in earlier postwar 
years, premiums ceded to British 
reinsurers accounted for about 85% 
of the total. The amount of rein- 
surance assumed from abroad by 


companies in 1958, 


reinsurers 


U.S. insurance companies, although 
much smaller in amount than that 
ceded abroad, has nevertheless been 
growing since 1951, Net premiums 
of $54.5 million received by U.S. in- 
surance companies in 1958 on rein- 
surance they assumed from abroad 
were three times the premiums of 
$18.1 million received in 1951. 


APPOINTMENTS 


JAMeEs HUMPHREYS of Columbus 
has been named executive director 
of the newly-organized Ohio Insur- 
ance Information Service. He will 
be in charge of its business affairs 
and will direct its education program 
and will maintain offices at 8&8 E. 


Street, Columbus. 
(hio-based compa 
nies are represented in the O.1.1.S. 
Its functions will be to educate and 
inform the public in matters relating 
to insurance rates and practices, to 
promote cooperation within the in- 
dustry, to keep the industry in 
formed of public recommendations, 
and to encourage industry practices 


Long Twenty 


four insurance 


in response to public needs. 


ST. LAWRENCE SEAWAY 


THE FIRST SEASON of operation of 
the St. Lawrence Seaway revealed 
conditions which 
tributed to a less favorable insurance 


some have con 
experience than may have been an- 
ticipated, Miles F. York, president 
of the American Institute of Marine 
Underwriters, told) the National 
Foreign Trade Council meeting in 
New York. He called it a perfect 
illustration of the need for caution 
while being optimistic about long- 
range developments. 


Insurance General Agents 


ARKANSAS TEXAS CANADA—Continued 
TRANS CANADA 
T. A. MANNING & SONS ASSURANCE AGENCIES INC. 


CENERAL AGENTS 
Jor’ 


SUnset 3-6147 © 214 North éth St. 


ALEX ARTZT 
Ark, La, 


Okla, Texas 


COLORADO 


RITTER GENERAL AGENCY 
Gas & Electric Bidg. 


DENVER, COLORADO 
NEW MEXICO 


COLORADO WYOMING 


Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 


Liloyd’s Correspondents 


REINSURANCE AND SPECIAL RISKS 
1231 Ste Catherine St. West 
Montreal, Canada 


UTAH 


THE KOLOB CORPORATION 
Managing General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


241 South 5th East 
Salt Lake City, Utah 


REDMOND and SHAUGHNESSY Ltd. 
SERVING AMERICAN BROKERS 
FOR OVER 25 YEARS 


276 St. James St. W., Montreal 


LOUISIANA 


WEST VIRGINIA 


BUSHNELL and COMPANY 


GENERAL AGENTS 
BOLDEN BUILDING 


ALEXANDRIA, LOUISIANA 


Multiple Line Facilities for 
Louisiana 


NEW JERSEY 


ALFRED PAULL & SON, INC. 
Supervising General Agents 


For Over 50 Years 
HAWLEY BUILDING WHEELING, W. VA. 


Stewart, Smith (Canada) Limited 


630 Sherbrooke St. West, Montreal 


Associate Offices at 
116 John Street, New York 
Board of Trade Building, Chicago 


also 
Stewart, Smith & Co., Limited, London, England 


CANADA 


A. W. MARSHALL & CO. 


MANAGING GENERAL AGENTS 
744 Broad St. Newark 2, N. J. 


MULTIPLE LINE FACILITIES FOR 
NEW JERSEY INCLUDING LIFE 
Tel.: Mitchell 2-0963-4-5-6-7-8.9 


Robert Howard J. M. Williams J. A. Carmody 
D. Oliver T. W. Litchfield W. Mines 


ROBERT HOWARD & CO., LIMITED 
Established 190! 
INSURANCE BROKERS 


Canada Cement Bldg 67 Yonge St. 
Montreal, Quebec Toronto, Ontario 


A. E. WILSON & COMPANY, LIMITED 
Lumsden Bldg. Toronto 


Insurance Service 
Throughout Canada 
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SAFEGUARDS ITS PROPERTY WITH 


Selected by FACTORY magazine as 
one of the nation’s Top Ten for 1959, the 
new Cutler-Hammer low-voltage distri- 
bution apparatus plant is a model of 
clean building lines and uncluttered 
working space—with plenty of growing 
room. 

Automatic operations within the 300,- 
000 square-foot plant are used wherever 
possible, even to safeguards against fire 
and intrusion. 

ADT Sprinkler Supervisory and Water- 
flow Alarm Service maintains a continu- 
ous, automatic check on water supply to 
the sprinklers and will automatically 
summon fire fighters in case of fire. In 
unsprinklered plant areas, ADT Aero 


PROTECTION 


Automatic Fire Alarm Service will auto- 
matically detect and report a fire in those 
vital first few minutes. Failure of Cutler- 
Hammer watchmen to signal while on 
patrol will result in prompt investigation. 
ADT SERVICE CAN HELP YOU, TOO... 


Whether your project is old or new, 
sprinklered or unsprinklered, there is an 
appropriate ADT Automatic Protection 
Service to meet every requirement. An 
ADT specialist will show you how com- 
binations of automatic services can safe- 
guard property, profits, and employees’ 
jobs, at lower cost than other, less effec- 
tive methods. Call the ADT sales office 
listed in your phone book; or write to our 
Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


Executive Office: 4155 Sixth York 
A NATION WHO E ZATtoin 


Avenue, New 
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He certainly does need AID—from his Autoglass Installation Dealer. 


Let's hope that vou, as his insurance adjustor, send him to the nearest shop display- 


i) 


= ing the green and white AID sign. There he'll get speedy, courteous, top-notch 
= Autoglass 
nstallation 


Dealer 


replacement service. 


There's no long wait for estimates or repairs at AID shops. They employ expert 
WE INSTALL installers who are specialists in auto glass replacement. These men work according 


AUTO GLASS to strict, established standards, and have a sincere appreciation for your business. 


— Your Autoglass Installation Dealer is listed in the Yellow Pages of the phone book, 
Satisfaction Quaranteed 

: or identified by the big green and white AID sign he displays at his shop. Send your 
policyholders to him for installation of PPG Safety Glass in any American-made 


car and most foreign cars. 


le) Pittsburgh Plate Glass Company 


Brushes ¢ Plastics « Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 
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FIRE ——AUTO —— INDUSTRIAL 


Cooperation for Fire Protection 


DON O. WOOD 
President 
The Fyr-Fyter Company 


S \ MEMBER of the fire equip 
Fhe industry, | should like to 
discuss a few thoughts and ideas as 
to how that industry can be of 
greater service to this nation’s fire 
Insurance companies 

The interests of our two groups 
are sunilar. We both sell prevention 
and protection, The chief ditference 
between us, as | see it, seems to be 
this: the imsurance men are experts 
in the important neld of insuring 
and underwriting. We, on the other 
hand, are experts on the manutac 
ture, application and installation of 
fire protection equipment, We are 
both concerned with the problem ot 
fire. We both work with the same 
customers. Because of this) close 
association of interests, we should 
be operating shoulder-to-shoulder, 
using our combined knowledge and 
experience for the benefit of our mu 
tual customers. By closing ranks, 
we can certainly do more to reduce 
this country’s fearsome annual loss 
by tire of both lives and property 


No One Wants a Fire 


We are all human, No one wants 
a fire or even anticipates having one. 
Nevertheless, we know from the 
actual record itself that thousands of 
fires occur every day and that they 
cause an economic loss of more than 
$3 million daily. In this age. when 
we so frequently hear figures ex- 
pressed in the billions, it no longer 
means too much to tell someone that 
the fire loss for the past twelve 
months was over $1,052,000,000, and 
that somewhere between 11,000 and 
13,000 lives were lost because of fire 
\s vou well know, stories, pictures 
and even headlines regarding tire 
catastrophes are very commonplace ; 
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so much so that the average citizen 
Is not disturbed, let alone aroused, 
when he reads such items. It’s the 
old story: “Well, it can happen to 
John, but it won't happen to me.” 
During my association with the 
fire equipment industry, an associa 
tion dating back to 1922, | have seen 
the fire loss of this country grow 
continually, vear after vear. Some 
people have asked me this question : 
“Tf this industry sells large amounts 
of fire protection equipment each 
vear and there is a constant effort on 
the part of recognized organizations 
to promote fire prevention, why does 
the tire loss keep growing to greater 


proportions 


Additional Hazards 


Phe answer ts rather simple. Prog 
ress itself brings on many additional 
Scientific 
development has multiplied the num 


fire hazards every veat 


ber of fires that can occur and has 
made it possible for a big fire to 
develop More rapidly Well do | 
remember when entering this bust 
ness that “paint” was not too serious 


Greater service to insurers 


as an industrial tire hazard. Paint 
was applied ditferently, slowly and 
in smaller quantities. For example, 
when the automobile madustry was 
hguring out ways to put mm automa 
tion, as it applies to the manutacture 
of cars, one big problem was paint 
ing. It was then taking three davs 
to paint a car. Charles Wettermg 
did something to furnish the solution 
He and his organization developed 
Duco, a fast-drving paint that could 
be spraved on the car as it moved 
down the assembly line 

Imagine, if vou wall, the tire haz 
ard that exists today as it relates to 
paint and to its associated products 
Compare the present situation wath 
what it was previous to about 1920 
Today the ignition of fumes im the 
atmosphere, resulting from a mayor 
painting operation, could blow out 
the entire end of a plant or probably 
level the complete building 


Electricity 


Let's take another item, electricity 
When | was a boy on the tarm we 
did not have electricitv. We used 
lamps and lanterns. When one of 
us bovs went to the barn with a 
lantern, we took the tire hazard in 
with us. When we came out, we 
brought it back out with us. Today, 
I understand 98% of all U.S. farms 
are electrified But remember, 
wherever a wire is installed, carry 
ing current, there is a possibility of 
an aceidental fire Poo, let's not 
forget the number of motors and 
power machines of all kinds and 
sizes currently used on the farm, in 
citv residences, in industry, mercan 
tile establishments and all classes of 
properties. It would be interesting 
if vou would take five minutes or 
mavbe a few moments longer some 
evening to count the number of mo 


tors vou have in vour home. Each 


; 
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one is a potential fire hazard. Actu- 
ally, it’s been found that the average 
U.S. home has thirty-five motors. 
In the United Kingdom, speaking 
still in averages, there are only four 
motors per residence. 

Even though our greatest dollar 
losses by fire occur in industry and 
mercantile establishments, also in- 
cluding in these categories public 
institutions and buildings of a simi- 


lar nature, the national safety move- 
ment has, surprisingly enough, made 
its greatest progress in these prop- 
erty classifications. In this area there 
is greater awareness of the need for 
proper insurance coverage and the 
need for providing a completely ade- 
quate and effective amount of fire 
protection equipment. This aware- 
ness has been built to a great extent 
through safety education. Even so, 
we must be aware that the surface 
has merely been scratched. A tre- 


LOOK AHEAD 


. . . and you'll see busi- 


ness growth from writing 


policies in a company of 


the- 


NEW HAMPSHIRE INSURANCE GROUP 


New Hampshire 
Insurance Company 


Granite State 
Insurance Company 


MANCHESTER, NEW HAMPSHIRE 


mendous need for safety and fire 
prevention education still exists in 
many, many fields. 

You'll agree that it would be a 
surprise indeed to have an inspector 
go through almost any establish- 
ment, regardless of size or type, and 
after making his survey, write up 
a report certifying that the manage- 
ment had “provided everything” and 
“done everything” to prepare the 
establishment thoroughly for any fire 
emergency. Fire insurance, removal 
of unnecessary fire hazards, sound 
fire prevention practices, adequate 
fire control equipment, education and 
training of personnel—somewhere 
along the line one or more of these 
important factors is usually given 
only token attention. 

In addition to insurance and 
equipment, we must continue to 
stress the “education” part of our 
job. The value of a piece of fire- 
fighting equipment does not rest in 
itself, but in the hands of the people 
who will be called upon to use it in 
a fire emergency. Education is es- 
sential and must be provided. 


It's Your House 


Right here it may be a good spot 
to tell a story. A rather medium- 
size community had a volunteer fire 
department, with the fire chief being 
the only paid member. Performing 
his everyday duty, he became ac- 
customed to going to fires. One day, 
right at noon, the fire whistle blew. 
The volunteer boys, as usual, were 
quick to get the apparatus and get 
on the road. But the fire chief was 
in a small restaurant having lunch. 
As the fire truck passed the door of 
the restaurant and some of the fire- 
men went running by, they hollered 
in to the chief. “Come on, there's 
a fire.” He replied, “Go ahead boys, 
I'll be there in a few minutes,” and 
continued his meal. A little later 
when another volunteer rushed past 
the door, he shouted, 
chief, it’s your house.” 


“Come on 
Up jumped 
the chief with a ery, “My gosh, let’s 
go!” 

The point | want to make is this, 
the importance of a fire depends on 
who has it 
vourself! 


your neighbor or 
As members of the fire equipment 
industry we want to extend to insur- 


ance firms our knowledge and ex- 
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perience as it pertains to the applica- 
tion of modern day fire protection 
equipment. We want you and your 
customers to benefit from our serv 
ice. When you insure a property, 
particularly one with special fire haz- 
ards, we should work together, com- 
bining our knowledge so that. oc- 
cupants of the building will be ready 
with exactly the right type of equip- 
ment should a fire occur. 


Full Equipment 


Our industry produces a full line 
of portable fire extinguishers of all 
types and sizes. They carry the full 
approval of Underwriters’ Labora- 
tories, Factory Mutual, the Bureau 
of Standards and other agencies, For 
special hazards we 
broad 


manufacture a 
selection of permanent-type 
carbon dioxide, foam and dry chemi- 
cal systems, also complete sprinkler 
systems. 

We have highly qualified engi- 
neers experienced with the applica- 
tion of all these many types of equip- 
ment. We have specialists on certain 
lines; men who have been trained 
to work with insurance companies 
and their clients. 

It is not necessary to sell fire pro 
tection equipment, any more than it 
is necessary to sell insurance protec 
tion. The client will buy once we 
have caused him to recognize, in its 
full perspective, the need for the 
service and products we have to of 
fer. 


We Want to Help 


If vou forget everything else | 
have said, please remember this: we 
want to help you and through you 
to help vour clients. Our knowledge 
of fire protection equipment, our ex- 
perience, our service 1s yours free 
for the asking. By working together, 
we can help to cut down this tragic, 
relentlessly increasing toll of fire. 
Scientific development will bring ad 
ditional fire hazards in the future 
This true. The 
liggest example | can point to at the 
moment is the atomic bomb. I don't 
know the could 
ever extinguish a fire of atomic bomb 


has alwavs been 


how in world we 
proportions. However, we do know 
that the majority of all fires can 
either be prevented, quickly extin 


guished or controlied when we hit 
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American Equitable Assurance Company 


of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 


New York Fire Insurance Company 


Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


hard at the problem with a combina- 
tion of education, training and the 
proper application of modern fire 
control equipment. 

How can we unite our efforts to 
achieve a mutual objective ? 

By continuing to stress the im 
portance of creating an atmosphere 
of confidence, trust and mutuality of 
purpose between the personnel of 
our two industries embracing 
executive, technical, marketing and 
legal personnel 


Insurance companies write risks 
thousand to 
millions of dollars, The tire 


ranging from a_ few 
many 
manufactures 
these 
It follows that our two groups 


equipment 
quality 
risks 


should be working in close harmony 


industry 
products to protect 


Insurance companies should not hesi 
tate to call on our technical people 
for equipment advice 

Ideas should be freely exchanged 
as to and how 


exactly what kind 
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TRAINING FILMS 


THE NATIONAI has 


announced release of a series of four 


SAFETY COUNCII 
training films entitled, Communica- 
Safety. The Couneil de 
scribes the series as a “fresh, realis 
the 


tion 
tic solution to ever-present 
Here's 
a proven plan to get your supervisors 
for 


problem of communication 


and foremen to communicate 
safety’s sake!” 


The 


Visor-we ker 


films use “everyday super 


situations, plus an et 


fective combination of live-action 


photography and clever animation 


to achieve maximum believabilitv.” 


Available 


series of four, the films come in two 


either individually or im 


sizes 16mm, sound motion picture, 


and 35mm. sound slide 


MALL FIRE PROTECTION 


ADVANCE FIRE PROTECTION planning 
in the construction of shopping malls 
was urged early in December by the 
National Board ot 


lire Underwrit 


In a special bulletin issued by its 
the Na 


tional Board said adequate fire safety 


Committee on Eengimeering, 


planning was a requisite in the estab 


lishment of shopping malls both in 


the suburbs and those now being 
built in the downtown sections. of 
cities 

Phe construction of a shopping 
mall in the heart of an established 
business area usually calls for the 
blocking otf of one or more streets 


to vehicular traffic, and setting up 
of the enclosed area for pedestrian 
use only 

“It apparent that unless propet 


consideration is given to fire pro 


tection in planning these malls, seri 
ous problems could be created,” the 


National Board said. “It as impor 
| 


tant, therefore, that the tire, water, 
and building departments be con 
sulted so the formation of a mall 


will not have an adverse etfeet on 


the municipal fire protection, [Em 


phasis should be placed on certam 


86 


features from the 


fire protection 
start of any planning, according to 


It added also that it is 
well to keep in mind that a serious 
fire involving a life hazard might 
develop even while the mall is under 


the board. 


construction, 

“Buildings facing on the mall wall 
have at least the same conflagration 
buildings 
fronting ona street,” the Board said. 


possibilities similar 
“Conflagration possibilities are usu 
ally the result of large unsprinklered 
areas, excessive heights, 
windows, and unprotected vertical 
Other similar buildings 
be found on 


exposed 


openings 


side 


may adjacent 


streets close to the mall.” 


AUTOMATIC AUDIOMETERS 


\UTOMATIE 
available, offering 


\UDIOMETERS are now 
a fast method to 
check hearing. Since the subject 
controls his own test and the audto- 
meter is completely automatic, there 
is no need for supervision after the 
test is started. Over tive hundred 
automatic audiometers are now being 
used at military installations, indus 
trial clinies and by otologists both im 
this country and abroad 

Industrial 
Ine., 


conjunction with [AC's line of audio 


\coustics Company, 


is marketing the audiometer im 


metric examination rooms, Service 
established 
in all principal cities in the United 
States 


centers are now being 


SAFETY CITATION 


THE FIELD STAFF of Ebasco Serv- 
ices Incorporated at the Fort Mvers, 
Hla. 160,000 kilowatt installation re 
cently completed for the Florida 
Power & Light Company, has been 
cited by the Florida Industrial Com- 
mission for its perfect safety record. 

In recognition of the Fort Myers 
staff performance of 340,059 man 
hours of work between June 15, 1958 
and May 15, 1959 with an unblem 
ished record of no disabling injuries, 
officials of the Department of Indus 
trial Safety of the Florida Industrial 
Commission formally presented its 
Certificate of Honor to the Ebasco 
personnel at the station. 


WINTER DRIVING 


WITH WINTER UPON Us, Professor 
A. H. aston, director of the Um 
versity of Motor 
Vehicle Research Laboratory, warns 


Wisconsin's 


that the two major hazards of winter 
driving are inadequate traction and 
reduced visibility. One of the best 
wavs to cope with these dangers is 
to reduce speed. The National Safety 
Committee on Winter 
Driving Hazards, of which Profes 
aston is chairman, offers the 
following basic tips: 

1. Winterize winterize 
your driving techniques and winter 


Council's 
sor 


vour car, 
ize vour determination to avoid acei 
dents. 

2. Have good tires, preferably snow 
tires, and use reinforced tire chains 
for more severe conditions Re 
that 


speeds are a must on snow and ice 


member slower than) normal 
3. Be sure that vour wiper blades, 
vour heater, and vour defroster are 
working properly. 

$, Get the “feel” of the 
occasionally trving vour brakes or 


road by 


5. Follow at 


pressing your accelerator, 
a safe distance. 
6. Pump vour brakes to maintain 


hest steering control on ice or snow 
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These estimated losses, from the 


National Board of 


lire 


Under- 


writers, include an allowance for un 
insured and unreported losses. 


1957 
$91,519,000 
1958 
99,918,000 
103,853,000 
102,722,000 
99,061,000 
85,633,000 
90,048,000 
80,782,000 
\ugust 75,491,000 
September . 73,303,000 
7. 
7 


December 


January ... 
February .. 


October 393,000 
November 1.539.000 


Total 1.047 262,000 


1958 
$100,523.00 

1959 
112,983,000 
98,120,000 
99,610,000 
90,689,000 
81,597,000 
77 867,000 
82,334,000 
74,600,000 
83,027 000 
71,160,000 
78,582,000 


1.031,002.000 


Losses by Years 


1949 
1950 
1951 
1952 
1953 


$651,534,000 
648,909,000 
730,084,000 
815,134,000 
864,863,000 


1954 $870,984,000 
1955 
1956 
1957 
1958 1,056,266,000 


885,218,000 
989,290,000 
1,023,190,000 


motor vehicle 
deaths 


\lonth 
January 
February 
March 
\pril 
May 
June 
July 
\ugust 
September 
October 


Ten months 
November 


December 


Pwelve Months 
Estimates provi 
Safety Couneil 


1958 
> 
2.3600) 
2.500 


S80 2.o80 


2830 
2 380 


» 


3010 
3.000 
3.210 
3.450 
3.330 


3.000 


3,220 
3.150 
340 
3.450 
3.330 
3,420 
20.870) 
3.510 


3.620 


30.560 


37 (4H) 


the National 


accidental 
deaths 


Nine 
1959 
OS OOM) 
27,140 
13.200 


ALL TYPES 
Motor Vehicl 
Other Publi 
Work 


10.700) 
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Months 


19058 


6.7") 


26,270 


12.90) 
10.000 
10.600) 


every month 


ideas 
that 


pay off 


ly 


loss prevention! 


FOR YOUR CLIENTS... 


FOR YOURSELF... 


a subscription to SAFETY MAINTE- 
NANCE is a monthly reminder of your 
constant interest... source of 
tested safety methods and procedures 
which will speed production and cut 
costs. 


SM is a channel of proven aids to loss 
prevention . . . a means of establish- 
ing sound safety programs in plants 
where you have a stake. Your own 
imprint and safety message can reach 
your clients each month. 


Write for special discount rates. 
Single Subscription: 


$4.00 a year 
$6.00 for two years 


SAFETY MAINTENANCE 


AMERICA’S PIOMEER MAGAZINE IN ITS FIELD 


another publication of 


FS FULTON STREET, NEW YORK NY 
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2508 
2.84. 
2,933 
3,065 
3.302 
3.308 
3.635 
3.305 
3.406 
31.307 
3.620 
3775 
33.702 
Chang 
$7 


Cooperation—fror 


much fire protection equipment 
should be provided to guard a spe- 
cific risk, 


We should 


study, and 


conjointly review, 
all fire 
above an established minimum fig- 
ure, {0 


quacy or insufficien \ of fire protec 


analyze losses, 


determine whether inade- 
tion equipment contributed to the 
loss, and if so, what corrective steps 
should be taken, This should be done 
regularly 
definite 


and continuously with a 


schedule for discussions. 
Our two groups, I suggest, should 
establish a clearance bureau for 
standardizing educational literature 
the 


proper protection of risks and ways 


and advertising pertaining to 


to reduce fire losses. Duplication of 
effort would be eliminated, and our 
messages would hit home more ef 
fectively. 

By cooperating and working to 
gether, we should get more rece ral, 
state, municipal and county laws 


massed requiring adequate tire pro 
| | 


tection equipment buildings oc 


cupied — by the publi 


sche ols, 


churches, theaters, office structures, 
department stores, institutions, ete. 

As president of The Fyr-Fyter 
Company, I offer my and 
the management 
group to this end. 


service 
services of my 


SAFETY SIGNAL STICK 
\ SAFETY WARNING DEVICE for dis- 
abled autos and trucks has been in- 
vented ; it provides protection from 
rear-end collisions, one of the major 
causes of night highway accidents. 
Called the Safety Signal Stick, this 
device is intended as a permanent 
addition to safe motoring equipment. 
The stick does not require batteries, 
which wear out, or chemicals which 
Packaged in a tube, the 
Safety Signal Stick is a sturdy metal 
evlinder with four metal legs that 


burn out, 


drop from the tube into position to 
form a stand, The stick may also be 
used as a hand signal to tlag down 
assistance 

The Safety Signal Stick is like a 


red-and-white striped candy cane 


whose non-chip, fluorescent finish is 
clearly reflected by on-coming head- 
lights as far away as four hundred 
feet. It weighs approximately one 
pound and can withstand winds up 
to 55 m.p.h. Inexpensive, the stick 
costs less than a carton of cigarets. 
Recommended by insurance compa- 
nies to cut down the hazards of rear- 
end collisions at night, the Safety 
Signal Stick could also be used by 
police and fire departments, public 
utilities, and contractors. 


VISION REQUIREMENTS 


SURVEY of 
motor 


A. COMPREHENSIVE 
requirements — for 


state 
vehicle 
operators, covering all fifty states, 
has been prepared, listing thirty- 
seven ditferent requirements from 
re-examinations 
for accident repeaters. In addition 
to license information, the survey 
includes a listing of visual skills, 
rules for safe driving, and night driv 
ing rules. It has been published by 
the American Optical Company, 
Southbridge, Massachusetts. 


minimum 


ages to 


135 WILLIAM STREET 


THOMAS JEFFERSON 


£0 
Commerce and hewest 
all falcons 


Inquiries Invited 


RESIDENTIAL MULTIPLE PERIL 


JEFFERSON INSURANCE COMPANY OF NEW YORK 
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Compulsory and Auto Underwriting 


R. E. SEEDS 
Director of Underwriting Research 
Nationwide Insurance Companies 


HE MAKINGs of what we will do 
a. are present today, 
and in many instances they are quite 
painful. But the cure for a per- 
sistent pain is not aspirin, so we must 
be careful, confronted as we are with 
the painful facts of uninsured motor- 
ists, pressures on premium levels, 
and now Compulsory in New York 
and North Carolina: we must be 
careful not to stop once we have 
administered the aspirin which much 
of the current coverage change, mar- 
ket restriction, and public relations 
effort promises to be. For down this 
track may lie the death of private 
automobile insurance underwriting. 
Specifically, we must take the time 
to examine “Compulsory,” not as 
the only problem facing us, but rather 
as a symptom, and as a part of the 
entire auto insurance Only 
in this way can we know what we 
will be doing tomorrow, 
what we 


scene. 


in truth, 
must begin to do today 


Four Levels 


Out of such an analysis, I want 
to indicate the effects on underwrit 
ing at four different levels: 
irst—at the technical level of in- 
dividual case evaluation and accept- 
ance, 
Second—at the level of Underwrit- 
Management techniques, includ 
Ing pricing. 

Third 
and 

Fourth—at the customer service 
level. But first, at least the bare out- 
lines of an analysis, which gets us 
involved with the forces leading to 
Compulsory, the problems experi- 
enced under Compulsory, and the 


ing 


at the auto coverage level, 


problems experienced out from un- 
der Compulsory. 

The first point which must be 
made is that there is no trend to 
ward Compulsory Auto Liability In- 
surance, as such. The real trend is 
right on through Compulsory toward 
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correction of the economic injustices 
which are resulting from strict de- 
pendence on the principle of legal 
habilitv. For hundred 
vears, and during the last forty to 


almost a 

fiitv years in this country, society 
has concluded, under certain circum- 
that 
justices result from pursuit of com 
that to a 
great extent in these situations, neg- 


stances, not simply some in- 


mon law remedies, but 
ligence is no longer an appropriate 
concept Phe “certain 
those 
appear that society itself has created 
the hazards for individuals 


circum 


stances” are which make it 


Creates Hazard 


Without dwelling on the history 
of Workmen's 
Compulsory Unemployment insur 


Compensation and 


ance, it is sufficient in each instance 
to note this factor: creation of the 
hazard by In the 


Workmen's Compensation it was the 


SOK iety case of 
development of the factory svstem 
and mass production which gave 


wlustrial ac 


rise to a high rate of i 
cidents ; and in the case of Compul 
sory Unemployment Insurance (or, 
“compensation,” as it 1s thought of), 
it was general economic dislocation 
which gave rise to high unemploy 
ment rates. In 
compensation and compulsory as 


each instance, the 
pects of the individual's remedy were 
first applicable where it 
the that the 
venerated by the 


was most 
hazards 
and 


economic system with little oppor- 


clearly case 


were social 
tunity for avoidance by the individ- 
ual. 
concepts 


\nd in each instance, the 


same 


were inevitably extended 


so that the same remedies were avail- 
able to others 

How do automobile accidents and 
insurance fit into this pattern? We 
tend to forget today that thirty-five 
vears ago in 1924, just prior to the 
adoption of Compulsory by Mass- 


the 


automobile accid 


achusetts, vearly economi 
from 
ready S600 million, and the 


injuries 
deaths in excess of 700,000, Su 


ot serious personal 


staggering toll prompted Secretary 
ot Commerce Herbert Hoover to call 
the first National Conference on 
Street and Highway Safety. Hoover, 
himself, set the tenor of the Confer- 
ence in saying that the subject must 
be approached in terms of those who 
are injured, as, thirty-five 
vears later, it is being approached. 

The following Massachu 
setts, then (save New Jersey) the 


indeed, 
vear, 


most densely automobile populated 
Auto Li 
their 


bill in 1918, concern had been with 


state adopted ( ompulsory 


ability Insurance. Since first 


the accident victim who, though he 


might secure a judgment under the 


~ 


laws of negligence, was unable to 


recover. This was the first, most im 
portant, and continuing disaffection 
with the principle of negligence 


~ 


Many Delays 
This 


has 


particular kind of injustice 


] 
aggravated, 


during the post-World 
riod, 


been particularly 
War II pe- 
by the increasing inability of 


our court system to accommodate 
fairly the constantly growing num 
ber of auto and other personal lia 
bility 1953, the average 


delay in the Supreme Court of New 


cases. By 
York was nearly four years 
Thus, to an inability of the negli- 
gent person to respond to judgment, 
has been added an unjust and hard- 
ship-working delay in determination 


of lability and rendering of judg 
had the 


effect of heightening public 


ment, which has observable 


feeling 
that a system based on negligence 
is increasingly inadequate 

To these defects 


two must 


Today, the 
cities’ crowded 
that 
accidents than 


sometimes believes it a wonder 
there are 


not more 


there are Unquestionably, some 


measure of “responsibility” for a 


considerable number of auto acci 


attach to urban 
growth and congestion in much the 


same way that, earlier, society was 


; 
i 
ae 
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Underwriting—C 


credited with having created haz 


ards of imdustrial accident and un 


employment 
hus far, | have said nothing about 
the role of inflation 


attorney fees, 


nor the modern multiplication of 


classifications together with 
has ad the ef- 


fect of forcing applicants 


which, 
pressures on rates, 
for auto 
the 
same time that Financial Responst 


imsurance out of the market at 


bility legislation has been trying to 
force them into an insured. status. 
But perhaps | have reviewed enough 
history to make it that the 
pattern of concern—down through 
New York’s early Financial Respon- 
sthility Act; the spread of such leg- 
islation to other states; 


clear 


attempts to 
alleviate the log-jam of damage ac- 
tions in the courts; recognition of 
contributory negligence, and devel 
opment of the Comparative Negh 
vence 


Doctrine; complaints about 


@ Jewelry, silverware, furs, cameras, 
sports equipment, other valuable articles 
Many of your clients and prospects have 
a tairly large investment in these classes 
of personal property want to 
protect. 


It's good reason to recommend that the 


one they 


Articles Floater be carried. No 
“all risks” 


protection on these valuables. Consider 


Personal 


other policy provides the same 


that eight or more classes of articles can 
be scheduled under this single policy, and 


Plan the protection 
with these values in mind 


at favorably low rates. Moreover, that it 
can be written to round out the coverage 
of any of the homeowners’ package forms. 

In short, this inland marine floater of- 
fers special Opportunities to producers 
who want to go a step beyond the basic 
package plans—bhy broadening coverage, 
providing better value to clients. If you use 
this sales approach, point it up with the 
solid advantage that our service facilities 
can give in building inland marine vol- 
ume from personal and business sources. 


INSURANCE COMPANY 
Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE CASUALTY AUTOMOBILE INLAND MARINE 
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the “one bite” feature of F. R. laws, 
and out-of-state and hit-skip mo- 
torists; unsatisfied judgment funds ; 
Compulsory for minors in New York 
State in 1951; motorist 
coverage ; full-blown Compulsory in 
New York and North Carolina ; and 
finally, creation of the Motor Vehicle 
Indemnification Corporation in New 
York to plug up gaps in Compul 
;—the has with 
the uncompensated accident victim, 
and thus with the inadequacy of a 
system based solely the 
Nor, possibly, will 
the mere extension of Compulsory 


uninsured 


coneern been 


on laws 


of negligence. 


Liability insurance satisty this con 
cern with the uncompensated acct 
dent victim, To be blunt, Compen 
sation is the trend. Compulsory ts 
a way station which ts, after all, still 


habilitv. msurance. 


Loss Experience 
Now, as to loss experience under 
Compulsory, there is no denying 


that it 


setts 


has been bad in) Massachu 
In fact, for the four vears of 
1953-1956, it was approximately ten 
times as bad, percentagewise, as was 
the loss on Bodily Injury coverage, 
countrywide, by those insurers  li- 
censed in New York. Even sO, those 
insurers did suffer a loss, no profit 
You all have seen the figures. Auto 
Liability estimated at S211 
million of National 
Bureau for the two vears, 1956 and 
1957, 


losses 

for members 
an esti 
around S400 million 
on the entire auto line during the 
last ten vears. 


Stock carriers have 
mated loss ot 


losses has been 


ot 
racked up without pressures on rate 


record 


level, and restramts on risk selec 
tion, coming from Compulsory, as 
such. Clearly, other forces than Com 
pulsory, have accounted for the dit- 
ference between profit and Joss in 
the industry generally. But the pres 
sures, at bottom, have really been the 
same. The steady mareh of Finan 
Responsibility to 


Compensa 


legislation 


ward Compulsory and 
tion has placed us now only a short 
step away from universal coverage 
of the motoring public, and this is 
the root cause of all those pressures 
which to 
om 
pulsory will only continue and in 
tensity those pressures 


have been contributing 


higher and higher loss ratios. ( 
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And it will increase the size of 
Assigned Risk Plans, as much of 
the additional volume swells the size 
of the Plans to 7-8% of total vol- 
ume as they now are in New York 
and North Carolina. Much should 
be said about the history and current 
status of Assigned Risk Plans. Gone 
are the days when a few risks, un- 
acceptable at standard prices, were 
channeled through the plans, as a 
last resort, and equitably distributed 
among the companies at prices at 
least more adequate. Agency and 
underwriting fear of auto business, 
class restrictions, and whittling away 
of surcharge income have seen to 
that. 

The sorry state of Assigned Risk 
affairs is in reality the result and 
another major symptom of the auto 
insurance industry's failure to find 
ways of providing the insurance 
service being demanded by society. 
It cannot be permitted long to stand 
as daily evidence of this failure. With 
the advent of Compulsory, the evi- 
dence mounts. Reduction of volume, 
equitable distribution, and. restora- 
tion of income must be immediate 
objectives, 

The numbers — of 
vouthful drivers coming on in just 
a few vears in relation to this pic- 
ture only add emphasis to the obvi- 
ous need to find ways of accepting 
directly many of those people we 
are now forcing into the Plans. Add 
to this the nearly complete lack of 
knowledge as to how to price As- 
signed Risks, epitomized by the ex- 
pensive “clean risk” concept, and 
add the inflexibility of our liability 
classifications, 


tremendous 


and we now have 
enough of our underwriting situa- 
tion spread out before us to know 
that a tremendous change in auto- 
mobile underwriting is needed quite 
soon, 

If automobile underwriting is to 
survive the battering that will come 
from rising loss ratios on the one 
hand, and the mounting pressure 
and need to accept more people di- 
rectly on the other, if it is to con 
tribute to the improvement in auto 
insurance service being demanded, 
then it is quite apparent that a con- 
siderable improvement in our tech 
nical knowledge of risk is 
and will have to come. 


needed 
That is, we 
have to acquire the specific and ob 
jective knowledge which will enable 
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RELIABLE 
INSURANCE 
COMPANY 
of Dayton, Ohio 
Since 1865 


COMPREHENSIVE 
comprehending 


surance ard 


Members of 


INSURANCE 


Executive Offices: 901 N.E. Second Avenue 
Miami, Florida 


* 


U.S. Branch 


SWISS 

NATIONAL 
INSURANCE 
COMPANY tz. 


Since 1883 


GROUP 


us to discriminate much better as to 
degrees of hazard presented by in 


industrv, we 


will 


dividual risks true 


whether, as an stick 
with the kind of a classification sys- 
tem we have now, or move to a merit 
rating system, the logical even 
necessary next step in the frac turing 
of classifications which has occurred 
during the past ten years 

But simply to improve our knowl 
edge of risk will not be enough, for 


unless that knowledge is applied well 
by individual underwriters, it will go 
for naught. This means that we have 
to map out those risk evaluation and 
decision making processes which we 
mystically refer to as “good under 


writing judgment.” Onn 
has to be, at this technical 
level, to bring about more skill and 
regularity in the application of more 


objective knowledge of risk 


tive 


basic 


In short, 
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Underwriting—Continued 


we will have to become much more 
professional risk-fakers in the near 
future. 

Now to get back to these pres- 
sures on premium levels. As you 
know, the companies serving Mas- 
sachusetts finally felt obliged to 
carry their rate request for 1957 to 
the Massachusetts Supreme Court 
in order to obtain relief. Prior 
thereto, two major rate cases and 
several minor ones were fought in 
the courts. No doubt you are all 
familiar with the public hearing pro- 


cedure in Massachusetts, and the 
fact that the Commissioner is in- 
structed by statute to “fix .. . ade- 
quate, just, reasonable and non-dis- 
criminatory premium charges to be 
used and charged by companies” 
during the ensuing year. And then, 
of course, there 1s New York State, 
where the situation has gone on so 
long that the rate requests are now 
up to 40% and still being denied. 
And, of course, we have had rate 
pressures from outside and from 
within the industry for a good while, 
sometimes damaging to operating 
statements, and sometimes not. 


Fire & Casualty 
Company 


CARL W GAMMAGE Pres 


P BOX 1662 


FORESIGHT 


A quality essential for successful 


INSURANCE AGENTS 


The ability to look ahead . . . to anticipate clients’ needs . . . to 
make sound plans for the future. These are just a few of the accom- 
plishments of men with foresight. Insurance agents possessing this 
essential quality invariably use it to enhance their success still further 
by a wise selection of the companies they represent. 


Pan AM 


~ 


ERICAN 


Insurance 
Company 


T EARNEST GAMMAGE JR exec ve 
HOUSTON 1. TEXAS 


Automobile Compensation 
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If we define Underwriting as the 
business of risk taking at securable 
prices, and remember, too, that, 
rightly or wrongly, we feel the im- 
pact of swings in fiscal fortune, then 
we should be prompted to inquire 
more deeply into what makes these 
pressures possible,—after we give 
due recognition to the fact that ours 
is a public service business. Our 
underwriting objective in this in- 
quiry is stability in our own prac 
tices, based upon confidence in the 
adequacy of our premium levels, and 
thus again improvement in service 
to the public. 

So let’s look for a moment at the 
ingredients of losses, namely, loss 
frequency and average loss cost. The 
story is short, familiar, and far from 
satisfactory. Property Damage and 
Collision loss frequencies have 
moved, during the post-war period, 
both up and down over a_ broad 
range. First they go up for several 
vears, and then, abruptly, without 
warning, turn a corner and come 
down for several vears. During the 
four vear period following 1951, the 
changes in frequency level ranged 
from 17% to 35%. Such broad and 
unexpected changes in loss frequency 
alone have changed the level of 
losses, both up and down, in a very 
short period of time, by millions of 
dollars. 

Bodily injury loss frequency ts a 
much more stable frequency, but an 
nual surges and declines of just a 
few percentage points which have 
heen experienced in this coverage, 
once again change the level of losses 
by millions of dollars. Or, take 
average bodily injury loss cost, that 
angler of operating statements and 
rating data, which seems mostly to 
rise, but sometimes does not, and 
sometimes changes a year’s profit to 
loss, and vice versa, up to three and 
four vears later. 


Decided Disadvantage 

In this kind of a situation, a prod 
uct) pricing procedure which con 
sists of retrospective determination 
of adequate price, for prospective 
application, has its decided disad 
vantage. If we keep this inadequacy 
of our pricing procedures (which 
haven't changed substantially for at 
least thirty vears) im mind, we wall 
not be surprised when we turn to 
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the last-seven-vear record of rate 
changes asked for by the companies, 


those 1 


wade by the Commissioner, 
and the resulting loss ratios, in the 
State of Massachusetts. For it 
shows a Spotty record of first the 
companies being closer to the mark, 
then the Commissioner, then both 
way off, and finally that court action 
I mentioned. 

With such inadequacy in its pric 
ing procedures, the industry has not 
been of much assistance to the Com 
mussioners and Superintendents of 
Insurance. It is not surprising to 
‘ind them, therefore, left by statute 
to their own devices, severally devel 
oping their own standards by which 
adequacy and fairness may be de 
termined, Nor is it surprising that 
this situation provides opportunity 
for political hay-making. 


Determine Rates 


Thus, “acceptance of risk in 
relation to securable price” stands 
undeniably in need of more adequate 
standards, and supporting actuarial 
procedures, by which fair and ade- 
quate rates may be determined. And 
this, too, somehow, we will have 
if the private underwriting of auto- 
mobile insurance is to survive the 
pressures accompanying the arrival 
of universal coverage of the motor 
ing public. 

But this is far from all that is 
needed. We have already spoken of 
pressures on Underwriting, but now 
we must squarely face the possibility 
of direct restraints on risk selection 
Massachusetts has, of course, had 
an Appeal Board which has fune 
tioned with regard to rejections of 
new applicants as well as cancella 
tions of existing icvholders, Even 
so, Massachusetts has had an active 
Assigned Risk Plan for twenty vears 
now; and it would appear that so 
long as there are a number of com 
pames writing new auto business, 
plus an Assigned Risk Plan, we may 
first expect direct restraints to be 
aimed at cancellation of existing pol 
icvholders. And this is the tenor of 
the talk and of the bills we hear 
about currently. Furthermore, our 
most hazardous polievholders, As- 
signed Risks, have for a long time 
heen non-cancellable for a period of 
three vears and, in industry effect, 
forever 
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Pheretore, when we keep in mind improved technical knowledge of 
that the great concern is to see that risk, and improved control over im 
there are no uncompensated victims tial selection, so that many more of 
of auto accidents, we will not be our first acceptance decisions, 01 
surprised to see further extension of — pricing decisions in the case of 
direct restrictions on cancellation of — merit-plan, will 
Non-cancellabilitv, or near that, 


he righter 
existing policvholders, whether they 
take the form of a non-cancellable will also sound the death-knell for 
policy, or some other form, but with — the omnibus provision, But in ordet 
the same clear objective. And when for that to happen, underwriters 
that happens, as it will happen, gone — everywhere must storm the tower 
will be our underwriter’s time-hon- and pull the rope; tor when we are 
ored second le 


med the right to withdraw trom 
This means, of course, as we have a risk, then we must be assured the 
already pointed out in another con 

nection, th: 


it we ive to ave Vastly 
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« >. 
pit 
| 
SERVICE 
i 
93 


Underwriting Continued 
right to know what that risk is. 


Ironically, constructive guidance of 
“Compulsory” legislation may pro- 
vide the best means, and perhaps the 
only opportunity, to rid ourselves of 
this defect 
is required to be insured, who then 


lor when every driver 


can effectively object to shifting re- 
sponsibility from the automobile to 
its drivers 

But this is not the only coverage 
change necessary, for although cov- 
erage for named drivers’ legal liabil 
ity will help to bring down cost, both 
high cost of insurance and the driv- 
ing concern with the uncompensated 
accident victim will force coverage 
Innovation aimed, at the very mini 
mum, toward standards or schedules 
for indemnification, toward immedi 
ate relief for both parties when lia 
Inlity is in doubt, or toward an extra 


ADVISERS 
& CONSULTANTS 


DALE & COMPANY 
LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 


LLOYD'S AGENTS MONTREAL 
Offices at 
HALIFAX MONTREAL TORONTO 
WINNIPEG CALGARY 


EDMONTON VANCOUVER 
Associate Office 


Payne & Hardy, Ltd. Hamilton, Ont. 


MELLING & BEVINGTONS LTD. 


Reinsurance & Special Risks 
Castie Buildin 
Stanley at St. Catherine 
MONTREAL 2, CANADA 
24-26 Minories 
LONDON E.C. 3, ENGLAND 


O'TOOLE ASSOCIATES 


Incorporated 


Management Consultants 
to 
Insurance Companies 


Established 1945 


220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 


measure of self-reliance through ex- 
panded contract accident insurance 
I-ven though the industry currently 
Uninsured Motorist 

the not 
these minimum objectives, and thus 


favors Cover- 


age, coverage does meet 
will one day show its inadequacy. 
And, along the way, it will lead 
as it has already led in New York 
State—to the formation of quasi- 
public machinery, from which re- 
treat difficult. Such machinery 
will stand, like Assigned Risk Plans, 
as visible evidence of failure. 

And now we come to pressures on 
expense pricing, which have been 
experienced in’ Massachusetts, and 
which are being experienced in New 
York. 


the same. 


ut here, again, causation ts 
The pressures arise out 
of the approach toward universal 
coverage, Compulsory will only in- 
tensity them. It is anyone's guess as 
to what expense ratio will prove to 
be acceptable, but without doubt, it 
will be considerably lower than it is 
today. 

tuced from 


Commissions were re: 


the outset of Compulsory in Massa- 
talk there 
of reducing commissions on 


The 


full of commission turmoil: and the 


chusetts, and there is 
today 
physical damage industry is 
pressure is on in New York. Com 
missions will come down, no doubt 
gradually for a while, but eventually 
drastically downward. Neither com 
panies nor agents, for all the past 
able to 
avoid the compelling logic that Com 
pulsory 


services rendered, will be 
\utomobile Insurance dras 
tically reduces the agent’s economic 
\nd right the 
source of some much-heralded, but 


function here ts 
exceeding slow-to-arrive, changes 1n 
automobile underwriting 

(once again, the makings of these 
Remem 
ber, that if we start with the premise 
that auto commissions will be dras- 


changes can be seen today. 


tically reduced, and that auto insur- 
ance will still be privately distrib- 
uted, 
auto insurance either being distrib 
uted along with other products, or 
being distributed through an entirely 
ditferent technique, or both. What 

there 1s seems to. sav: 


then we must expect to find 


evidence 
“both.” Tam speaking, of course, of 
multiple-line and group (or quasi 
group) distribution and underwrit 
ing, with regard to personal and 


family insurance needs 


It is axiomatic that definition of 
the market to be served is vital to 
the formulation of underwriting pol- 
icy. Although not equally obvious, 
it is nonetheless true that significant 
definition of market segments can be 
vitally important to the formulation 
of distribution policy. I need only 
cite the early history of Nationwide, 
State Farm, Allstate, and Govern- 
ment employees as evidence. Simi 
larly, there is increasing recognition, 
in insurance as well as in other busi- 
ness, of the importance of market 
detinition to product policy. What is 
being recognized is the ditfering 
needs or desires of various segments 
of the total market. 


Term Insurance 


The growth of term insurance, 
with its basic-insurance, low-cost 
features (coupled, in Group, with 
low acquisition cost) is a significant 
example as to jite coverage; and 
growth of packaged and broadening 
fire and casualty coverages is the 
current example in that field. These 
tremendous examples of improved 
insurance service have fore- 
shadowing the improvements in au- 
tomobile insurance which 
society is demanding. But not alone 
in auto insurance. We have only to 
witness the turmoil in the Accident 


and Sickness business, and the stir 


service 


ring urge toward independence in 
insurance coverage and rating 
which promises to make the long 
history of that line seem like a long 
winter's sleep, to believe that a re- 
shaping of the insurance industry's 
the and 
market is nearly at hand. 
Phese approaches will be character- 
ized by 


approaches — to personal 


family 
basic-insurance, low-cost 
coverage on the one hand, and on 
the other, by coverage which is ful 
ler, 
family needs. 


broader, and more tailored to 


Group (or near-group) and full- 
blown packages of protection with 
both 

the 
improvement 

which auto 
insurance, and other lines as well, 


auto coverage integrated. In 
these approaches, we see 
makings of service 
and of cost reductions 
so desperately need, and which, im 


the case of auto insurance, will be 
pressured into existence as we ap 
proach universal coverage of the 


motoring public. 
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Perhaps I can summarize quickly 
with the following tive points: 
1. The real trend is toward Compen- 
sation for the victims of auto acct- 
dents, unless it is stopped short at 
Compulsory by drastic improvement 
in our technical know-how, and in 
our product and distribution ap- 
proaches to the personal and family 
market. 
2. The vital areas of need for techni 
risk 
acceptance 
and 
and actuarial science and pricing 
procedures and standards. Together 
these things constitute the technical 
guts of the auto insurance mech 
anism, and they need much research 


cal knowledge are evaluation, 
and 


decisions, 


administration of 


rejection standards 


if that mechanism 1s to run. Surely, 
the striking of the clock in Massa 
chusetts, New York, and North 
Carolina signifies that this research 
must be labelled “EMERGENCY.” 
3. Some basic coverage changes are 
needed. The first involves the elim- 
ination of the omnibus provision so 
that we may know what we are 1n- 
suring. The second must be innova- 
tion aimed at standards or schedules 
for indemnification, toward immedi- 
ate relief for both parties to an 
accident when liability is in doubt, 
or toward encouraging extra 
measure of self-reliance through ex 
panded contract accident insurance. 
No coverage with objectives short 
of these will satisfy society's over- 
riding with the accident 
victim, be he innocent or not. 


concern 


State Funds 


4. The threat of State Fund for auto 


insurance will not disappear until 


the high cost of auto insurance ts 


whittled way down. Compulsory, 
and the expanding insurance needs 
of the personal and family market, 
are making traditional administra 
tive and distribution procedures un- 
Market and product 


trends already in existence must be 


ect momic. 


accelerated so that the last measure 
of relief available to the ailing auto 
line will accrue from the economies 
and improved service of group dis 
tribution techniques and full-blown 
package concepts 

5. We have been talking about the 
changes Compulsory wall bring or 
accelerate. | believe it is clear that 
universal coverage of the motoring 
public, and the dynamically expand 
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ing role of insurance 1m all our lives, 
will bring these things whether or 
not another bill specifically called 
“Compulsory” is ever adopted by 
any state legislature. 

I have said that some drastic 1m 
provements are needed—in our pro 
fession of Underwriting, and in out 
\nd these 


I sincerely 


business of insurance 
are hard things to say 
hope that I have said nothing more 
than what is in the minds of Under 
writers everywhere who believe that 
private insurance underwriting can 
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measure up to the job, that we can 
meet the demands for service being 
made in this adventurous age 


BLUE CROSS STUDY 


THE PENNSYLVANIA HOUSE has 


passed and sent to the Senate a 
resolution calling tor 
tion of Blue Cross rates in that state 
bv the State Grovernment Com 
mission, Both the cost and the length 


of protection otte red will be studied. 


an investiga 
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A DIGEST OF SUCCESSFUL SELLING IDEAS 


PARADE 


Leave Politics to 
Politicians 


\NOTHER PLACI 
must learn how to keep step if he 


WHERE a salesman 


wants to grow as a salesman ts with 


other members of the same sales staff 


or force. ‘There's a place in the 
world where politics is important, 
but that never is on a sales statf 


and any salesman who wants to get 
ahead will eliminate any political ten- 
dencies trom his makeup. 


It’s easy to ret along, to Ke ep step, 


with other members of your staff. 
Let me give you some ways I'd 
follow if T were you 


I'd try to eliminate jealousy as 
much as | ld If someone sold 
more than | did, I’d try to find out 
from him how he did it, so I could 


cou 


learn his techniques to use myself, 

Phen I'd not be a talebearer. If 
someone tells you a tale, thank him, 
and forget it-—let the tale die with 
his telling 

\nd I would certainly make it a 
point to win the favor of those who 
showed themselves to be unfriendly. 

them, I'd 
I wanted to 
In every way, 


By being friendly 


with 
make them realize that 
be their true friend 


I'd keep step. 


Look for Sleepers 


THere's ONE TYPE of prospect that 
is especially attractive and desirable 
the sleeper prospect. 

This is a prospect which no other 
salesman has been astute enough to 
By being the first you 
can capture him and hold him ex- 
clusively for your own 


recognize, 


One salesman | know, selling a 
management service, found it rough 
going when he competed with all 
other salesmen in the field. 

He started using his imagination 
to discover some of these sleeper 


prospects. He asked himself who 
had management problems besides 
96 


the obvious executives and concerns, 

He tentatively made a few calls. 
He made sales. He made more calls, 
hardly daring to believe that under 
foot there was a market for his serv- 
But 
it was there, a tremendous market, 


ice no other salesman had seen, 


and he went from town to town, with 
almost 100% success. 


When it Gets Away 
From You 


UNDER IDEAL CONDITIONS it is pos- 
sible to imagine a sale in which you 
carry on from one step to another, 
keeping in complete control all the 
way. Your buyer listens. Now and 
then, further proof of his concentra- 
tion, he asks a question. You an- 
swer it, go further into your sale, 
You close. 

But it is not always so simple 
Now and_ then 
along to snatch control away from 
you 


something comes 
It can be almost anything—a 
jangling telephone, a vagrant 
thought crossing his mind, an inter- 
ruption from the outside. You have 
lost control. Now vou must regain 
it. But how? 

By using the same devices with 
which you won it in the first place. 
(30 back a little way. 

Reengage his senses, by showing 
the sample once more, picking it 
up, pointing out something new 
abouts its features or operation. 
Link him once more with it. 


Handling the Human Side 


IN THE FINAL ANALYsSIs the human 

side of selling is the all-important 

side. 
You 


equal, the salesman 


else 
best 
liked gets most of the business, and 
to be liked a salesman has to un- 
derstand the tenets of handling hu- 
man nature. 


with everything 


who is 


see 


=6y Chas. B. Roth 
These are simple tenets. 

Ask yourself what it is your pros 
people—want ? 

They want importance. Give it 
to them. They want to be kept 
built up, not torn down. Build them 
up. They thrive on compliments. 
Give them many. They like to feel 
You let them that 
feeling by nothing, saying 
nothing that will in any way cause 
them to lose the slightest bit of faith 
in you and your word, 

And they like to be remembered. 
If your memory unaided isn't equal 
to the task of recalling things about 
200, 300 customers, rely upon a 
notebook, from which you refresh 
your memory before calling on your 


pects 


secure, have 


doing 


pt rect. 


Ask the Prospect's Help 
I'VE ALWAYS BEEN lazy,” he was 
telling me, this fabulous salesman 
whom I was interviewing about a 
selling feat which certainly took, if 
nothing else, extraordinary energy, 
application, and diligence. 

“That has been one of my greatest 


faults,” he continued. Then added: 
“Or in a way maybe not. Maybe 
it has been one of my greatest 
strengths.” 

That was contradictory. It was 


also interesting. It seemed to pre- 
sage a story. So I sat back, invited 
him to tell me more. 

Said he: “Because I have disliked 
work so much IT have tried to make 
it easy for myself by asking my 
prospects and customers to help 
me with my job.” 

“That sounds like 
but I am listening,” 


double talk, 
said I. I was. 
In place of telling them what I 
thought about my goods, I early 
formed the habit of asking them to 
tell me what they thought of them. 

“Usually before they had talked 
too long, some of them succeeded 
in talking themselves into buying.” 
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HAS BEEN my experience in han 
| asp claims for account of insur 
ance companies for nearly forty 
vears that there was alwavs excite 
ment and opportunity to test mnova 
tions. Were it not so, | would prob 
ably have quit long ago, because this 
business involves a great amount of 
responsibility, detail, and long hours 

I mentioned excitement. Believe 
me, it Was exciting to pioneer in ad 
the recovery of lost 


l davs 


vertising for 
jewelry over the radi in the 
made with ervstals 
I-xciting, I think, 
purple light in the detection of dam 


age on ceramics and works of art, or 


when sets were 


was the use ot 


the use of a fluoroscope in trying to 
find a diamond which had been lost 
in baled waste paper. Still another 
high spot for me was the employ 
ment of a diver to recover brass in 
gots that had tallen into a deep creek 
when a truck turned over during 
verv cold weather 

I can also recall an occasion when 
I worked with the technician from a 
natural science academy on the sub 
ject of mildew and its effect on furs 


which had been placed in a cold 


stor 
age plant, formerly used for the stor 


ave of cheese 


A New Experiment 


Recently T had an opportunity to 
trv out a new experiment (at least I 
have heard of no one else attempting 
voluminous 


amount of detail connected 


it) im handling the 
with the 


lor 


let me explai 


claims of customers of a bhailee 
the inexperienced, 
that such a claim involves, for exam 
and the 


pie, a laundry 
tomers of the laundry, 


many ¢t 
as well as t 
hirts and towels 


Was a Tug ci 


burned sheets 
aning com 


this case, it 


pans 
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Eleectronies and Adjustments 


Over the past vears, we have spent 
many hours and have emploved a 
great amount of clerical help to re 
cord and tabulate all the necessary 
facts and details associated with the 
the 
the 
With the devel 


opment of electronic computers and 


adjustment of such a loss, viz., 


individual customer's claim for 
loss of his property 


other types of business machines, | 


have become particularly hopeful 


that the bookkeeping involved could 


be minimized. Frankly, my first no 


tice of the use of such a machine 
was on the television program “Sot, 


OOO Ouestion.” It was a’wavs im 
pressive when a contestant made his 
selection of the subject matter and 
the Oursmaster pressed buttons caus 
fall 


place with great speed and accuracy 


ing perforated cards to mto 


Thousands of Rugs 


So--when in August of 


was called to visit the 


1958 
scene ofa hire, 


a verv bad tire, where T could see the 


remains of thousands of rugs, mats 
and carpeting of various descriptions 
that the time 

idea of 
else 


attempt to 


and sizes, | fe 


come to try out my 


using 


electronic machines, ] would ¢ 


mad im an adjust 
npending claims 

Accordingly, | 
moments at the 
talk to the 
manager who estimated that the loss 
S000 


but 
distraught 


spent a 
SCCTIE of the fire 


managed to 


could involve claimants and 


20,000 rugs. T was stunned when I 


WOT k 


contemplated the extent of the 


involved, particularly as a quick ex 
amination of the rece 
several | 


that 
have to compute square footage 


ere 
indicated 


were 


cepts ) 


we would probably 


and 
limitations of liability at varied rates 


I was reminded of an earlier expert 


ence in volt back in 1939 


when [| was concerned with 36.000 
fur coats \s and, | 


little time 


wasted very 


fire, 


then proceeded, as though guided by 


Divine Providence, to the offices of 
a subsidi- 


Ma 


chines Corp. Was it possible to press 


the Service Bureau Corp., 


arv of International Business 
buttons and have fall into place cards 
that would give me the total answers 
quickly to square footage, values, 
liability limits and the hundred-and 
one details contained in the fine print 
of the imsurance policies and the 
storage receipts 

sales 


| was referred to a patient 


manager and his assistant, who ad- 
mitted that the undertaking was not 
exactly what they did every dav, but 
| was assured that something could 
he worked out hese very gracious 
people were distressed to tell me that 
davs to 


it might take a few extra 


engineer the job because it was new, 
but once thev figured out how to do 
the job, the take 
little or no time. The only dittculty 


operation would 
proved, as usual, to be the human 
element. AIL of the 
scribed on the recetpts issued to the 


details as de 
customers would, of course, have to 
he transmitted to the pertorated 
In facet, it would be 


formation contained 


cards the in 
on the receipts 
which would establish the baste pet 


forations on the cards Clerks 


worked around the clock to accom 


plish this 


Careless Writing 


The receipts had been written 


longhand, and a little carelessly, 


the rug cleaner. We h ive, 
tablished an 
errors affected out 


by about 5% but Lam 


since, 


that these 


estimate 
total catculatrions 
my story, This idea which developed 


as the result of many sad experi 
ences Was set into motion by the fire 


\ugust 19th; 


whether or not oa 


which T attended on 


the question oi 
machine could perform the necessary 
involved) was Service 


work put tw 
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Bureau Corp. on the same day. Of 
course the insurance company, who 
would pay the bills, had to be con- 
sulted and given estimates of cost 
and it was September 4, before the 
operation actually began. By Octo- 
ber Ist, (and [ quote from our re- 
port to our principals) “We accom- 
plished the mailing out of 4,533 
owners claim statements covering 
13,544 items. This was somewhat 
less than the plant manager at the 
scene of the fire had guessed, but it 


still involved a lot of claims, a lot of 
rugs, and a lot of work if we had 
been forced to calculate the square 
footage and the various limitations 
by the old human  brain-and-hand 
method. Actually, as our friends at 
Service Bureau Corp. had proph- 
esied, the performance of the ma- 
chines took no time at all. It was the 
engineering, and the preparation of 
the forms and the printing, which 
took most of the time. I observe 
from my notes, that as late as Sep- 
tember 15th, we were still conferring 
with the attorneys, the assured and 


our principals, as to the proper lan- 
guage to use on the questionnaires. 
The words on the contract with 
Service Bureau Corp. read, “We will 
key punch and key verify approxi- 
mately 4,500 master cards, 18,000 
detail cards, 3,000 salvage cards and 
30 master rate cards and 58 partial 
payment cards.” 

It was amazing, and not a little 
miraculous, to see the results of our 
efforts. Transcribed on separate 
claim forms addressed to each cus- 
tomer was the customer's name, ad- 
dress and detail of all his property 
which was involved in this fire, quot- 
ing their receipt number, each rug or 
mat, ete., the valuation per the re- 
ceipt and, in addition, indication of 


whether or not there would be any 
salvage. The latter information was 
obtained from an inventory of rugs 


“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 


LA ROCHEFOUCAULD. 


A capable employee’s loss was a hard blow, 
but the agent rediscovered his own capacities 


and became a better man than ever before. 


NEW YORK 
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which missed the tire because they 
were in another location, plus the 
recordings of our salvors who listed 
any rug that could be taken from the 
burned buildings, sent to a cleaning 
house in the emergency, and arrested 
from further damage. 


The Human Element 


We were no more than finished 
with the mailing of the claim forms 
when we had to hasten preparations 
to handle these forms as they re- 
turned from the customers with an- 
swers to the necessary questions, 
which permitted further processing 
of the individual's losses, including 
details of cost and claim. Again the 
“human element” delayed us. Some- 
how peopie naturally resist question- 
naires. Mavbe the Income Tax 
Forms have discouraged them, but 
what other way is there to handle 
a loss of this kind? You have to 
know how much the owner wants, 
and it is no fault of the electronic 
machine plus the best efforts of 
learned attorneys and adjusters in 
the preparation of the claim forms, 
that many customers simply do not 
understand these forms, or just plain 
resist them. As an example, one of 
the prompt returns indicated that 
the customer had confused the ques 
tionnaire to be a bill for services 
performed and had remitted, there- 
with, a check equal to the value 
stipulated on the form. 

\n important item for considera- 
tion, in this particular case, was the 
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answer to the question of whether 
or not customers carried their 
Insurance 


OWT 
This happened to be a 
catastrophe that ran into nearly a 
million and a half dollars 
excess of the amount of insurance 
carried by the bailee, hence it was 
incumbent upon the owners to avail 
themselves of their own off premises 
insurance 


and in 


coverage. some. in- 
stances, despite our best etforts, cus 
tomers could not be made to realize 
that their own household policies 
protected them. 


High Response 


Our records showed that by the 
nuddle of December we had received 
responses (not entirely 
82% of the 


information 


correct } 


from some customers 


and to enable 
the insurance company to project an 
estimate of the total sums involved, 
hence the to fol 
low adjustment of this 
That procedure is now in pro- 
gress at the of the 


enough 


procedure we 
next in the 


were 


loss. 
time preparation 
of this story. 

It happens, in this particular case, 
that the interested parties did not 
avail themselves to the fullest extent 
of the possibilities of the business 
machine cards. Additional informa- 
tion could have been supplied, re- 
sulting in the issuance of actual loss 
drafts, and these could have been 
dispatched, as were the claim forms, 
in window envelopes to the custom- 
ers. Meanwhile, perpetual calcula- 
tions could have been made as to the 
sums involved and expended. It is 
possible, and highly probable, that 
in due interest of the 
subrogated Insurance Companies can 


course the 


be consolidated and a full accounting 
made, through the medium of the 
magic punch cards, with great speed 
and accuracy. 


Speed and Accuracy 


We bow to man’s accomplish- 
ments via the use of electronic de- 
vices. Earth-moving machines have 
replaced pick and shovel methods, 
and so it is with office clerical work 
The electronic computer will inevita- 
bly replace in speed and accuracy, 
the efforts of the head and hands. 
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HEALTH COVERAGE 
BROADENED 


UNITED MEDICAL SERVICE ( New 
York's Blue Shield) and 
Health Insurance have liberalized 


their coverages, including those for 


people over age 65 tor some sub 


scriber categories. The organizations 
also are 


and 


including care for nervous 
mental ailments. U.M.S. also 
expects that within the 
it will be able to enroll people over 
age 65 on a direct payment basis. It 
now has nearly 300,000 people over 


near future 


that age enrolled through groups or 
as retired individuals. 
MARYLAND ASSIGNED RISK 


Marvland 


has promulgated an automobile as 


COMMISSIONER SEARS of 
signed risk plan to become etfective 
March 1, 1960, in that state. The 
plan provides for uniform rates, 
policies, and forms to be used by all 
companies. The rates are filed 
by the National Bureau of Casualty 
Underwriters plus a 25% 


those 
surcharge 
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—who help strengthen America’s Peace Power 
by buying U.S. Savings Bonds 


In America’s major industries. and in thousands of com- 
panies, large and small, patriotic Americans are making 
regular purchases of Shares in America through the Payroll 
Savings Plan. These devoted citizens are helping themselves 
and their families as well as giving dollar support to the 
Peace Power of our country. The Payroll Savings Plan pro- 
vides a sound, systematic way to help finance homes and 
education and increase security after retirement, and it builds 
our country’s economic strength, 


Has your euepeny put in the Payroll Savings Plan? If not, 
start now! Or, perhaps you want to increase participation in 
an existing Plan? Just contact your State Savings Bonds Di- 
rector and he will gladly help put this Plan to work. Or write 
Savings Bonds Division, U.S. Treasury Department, Wash- 
ington 25, D.C. 


| NOW! U.S. SAVINGS BONDS EARN 3%%| 


BEST'S INSURANCE NEWS 


CORNELIUS J. MANNING, skilled technician in one 
of America’s communication centers, is typical of many 
thousands of payroll savers in industry and business 
who are buying U. S. Savings Bonds regularly. 


; 
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THE U.S. GOVERNMENT DOES NOT PAY FOR THIS ADVERTISEMENT. THE TREASURY DEPARTMENT THANKS, FOR THEIR PATRIOTISM, THE ADVERTISING COUNCIL AND THE DONOR ABOVE. 
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PROSPEC 


DR. W. A. EGGERT 
Chief Psychologist 
Kemper Insurance Group 


O WIN PROSPECTS Over as cus 
cas you have to work at it! 
Simple? Certainly it’s simple, but so 
is the formula for success in sales, 
namely—show the prospect a gain, 
advantage or a_ profit because |i 
does business with you 

If vou beheve this vourself, 
will the 
contidence needed to convince 
win 


you 


generate enthusiasm and 
and 
your over as cus 
tomers. 


fortified 


prospects 
Enthusiasm and contidence, 
with technical knowledge 
and quality engineering, quality cov 
erage, quality claim service, a 
quality organization behind you 

how can vou miss ? 

It everything tangible that you 
have to offer is of such high quality, 
the only reason a person might miss 
writing a prospect would be, 
self. Let's look at him! 

There is no formula to 
the prospective buver—to 
win him from all of the frustrations 


and 


magic 


competitions, the in-laws, the 


hometowners, the golting 


and. fish 
ing partners, and the business reci 
procits deals 


no hocus-pocus devices for getting 


There are no tricks, 
people to buy imsurance from you. 


However, here are several sug- 
gestions that may be helpful. An 
agent must be able to judge a man’s 
mood and handle himself 


People thear 


acct 


varv moods. 


For January, 1960 


They are up 


some davs, down on 


others buy, 


Some davs thev wall 
they just 
casionally, buvers need to be pushed, 


lead, 


sometimes 


other davs won't 


sometimes sometimes carried 


and just lett 


alone to 


sleep Books on psychology are help 
ful in recognizing moods, but noth 
ing helps us learn as fast as hard 
practical and 


buver 


experience personal 


observation of the 
Those of us who are married don't 


need to be in the house more than a 


few minutes at night to determine 


what kind of a mood the good 


woman is in--and if we 


sight, we soon adjust) our. 


tudes, temperaments, approaches, re 
sponses, and 
thing else to fit her mood 


conversation every 


and then 
proc eed ac cordingly 
Insurance 


requires the same 


and ready analysis ot the mood 


the prospect——and an approach that 


You 


you 


will get results for vou 
just 


have to mibble, on 
even for just let 


pre ect slee 


Visual Presentation 


Phe agent should present hi 
or coverage in at 
ner, if possible 
Is protected, 
the security ot 
engineering 
visualized 

(once there 
tricks to pul vands 1 
will 


NO Magu 
wave, that 
TING 


prospect lo business 


with vou. You have 


to let him know 
the worth of yvour product and sery 
ices to him and his organization by 
presenting vour story objectively and 


Your 


peals, In proper perspective and em 


honestly accumulation of ap 


phasis, should) work 


favorably in 
winning the prospect 


Honesty 
It | 


one thought on handling a prospect 
that would he 
it would be the 


fundamental that 


were to lect and expound 


universally 


helptul 
one, nonvariable 


obse rved 


namely, nNesty You 

put yourself im the 
prospect's shoes. You must. think 
in terms of what mis m 


in selling; 


must honestly 


ters 
of what vou h: to sell. Fit 


coverage to lis 


your 


wants, needs and 


desires. Look at insurance coverage 


from his viewpoint 
will 
risks to his hinkine if he 


that 


\n agent likewise win more 


recognizes there Is sub 
stitute for a complete knowledge of 
his particular lines 


\ prospect hve 


when he 


Comes 


asks a 
question and vou give either a halt 
will have 


ottice 


answer in reply or say, “‘] 


to check 


with the home 


this”? 
call on 


vou | ive your first 


a prospect, you are not in 
a position to analyze his 
attitude. At the vour first 
call, vou should be able to classify 
him as (1) a live 


buying 
time of 


prospect, or (2) 


: 
= 
| 
= 
\ 
— 
s deal 
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he 
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be 
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Winning the Prospect 


Cont r ved 


a suspect. There are no other 


groups. 
Successful 


are alert to 


sensing ways and means of quickly 


agents 


establishing a mutual area of  in- 


terest. Sometimes it is helpful to 
gain the friendship and confidence 
of a prospect by taking a good look 
at his office, waiting room, the pic 
the and 
evidences of a hobby as soon as they 


tures, fire-makers other 
enter, Remark on his hobby, try to 
know something, but not too much, 
about it. To do so gives you a com- 
mon ground of conversation other 
than strictly business. Sincerity 
and enthusiasm on your part here 
should the sale 
there to sell 


discuss 


assist in) making 


but remember you are 
hobbies. 


tor the 


msurance not to 


\nd, he sure and ask order! 


Never Belittle 
One of the most important things 
that if a prospect 
brings up another insurance carrier 


to remember is 


who is competing against you, never 


belittle your competition, Always 


take the attitude that the competition 
is a fine company, but that you know 
yours to be a better one 
him why! 


and show 


Finally approach each prospect 
with the attitude in mind that he 
is a definite sale and approach him 
with the enthusiasm, intelligence and 
alertness to which he is entitled! 


TAX HEARING 


THE 
muttee started hearings recently to 
determine, 


HOUSE WAYS AND MEANS Com- 
among other things, 
whether stock and mutual fire and 
casualty companies should be taxed 
under a single system. The insur- 
ance tax question is included in the 
agenda of a five-week study of the 
entire income tax structure. 


UNINSURED MOTORISTS 


Tut 
ists 


PROBLEM OF UNINSURED motor- 


become worse in) Texas 


with the new merit rating system, 


may 


effective January 
Penn J. Jackson, chairman of the 
State Insurance Board. He fears 
that some motorists with bad driving 
records may drop their insurance 
rather than pay the increased costs 
which will apply to them. The com- 
missioner notes that the 
insureds will receive a discount 
under the new plan while the re- 
mainder will pay the same or a 
greater rate than at present. Repre- 
sentative Don Gladden estimates 
that from thirty to forty percent 
of all Texas motorists are currently 
uninsured, 


1, according to 


57% of 


CODE REVISION 
WoRK HAS BEEN STARTED on the 
revision of the Idaho insurance code 
under $25,000 appropriation 
granted by the 1959 Legislature. 
Robert Williams, a Seattle specialist 
in such matters, will assist the state 
insurance department in the under- 
taking. The recoditfication will be 
submitted to the 1961 legislature for 
approval. 


Homer says...‘‘Norfolk and Dedham Mutual is 


Agents who think about savings 
for policyholders, fair and 
prompt settlement of claims, 
years of continuous service, 
choose Norfolk and Dedham Mutual 


if you think you have need for 
a progressive company... contact 


NORFOLK 


ple Line Company — 


the thinking agents company” 


rr 
Since 


1825 | 


MUTUAL FIRE INSURANCE COMPANY 


AMES STREET DEDHAM, MASSACHUSETTS. 
BRANCH OFFICE 3024 SANDAGE ST., FORT WORTH, 
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ASSIGNED RISK EXPERIENCE 


HE EXPERIENCE ON automobile assigned risks by 
: for policy years 1953 through 1957, the latest 
five-vear period for which such data are available, has 
been compiled by the National Bureau of Casualty Un- 
derwriters. A loss ratio of 119% on earned premiums 
of $202,603,700 for bodily injury liability is reported 
for the forty-nine states (Alaska omitted) and_ the 
District of Columbia covered by the study. For prop- 
erty damage liability a loss ratio of 82% was experienced 
on earned premiums of $102,833.24. 
As regards bodily injury the worst results were re 
ported in Massachusetts with a loss ratio of 147% 


State Bodily Injury 


(private passenger cars only, allocated claim adjustment 
expenses excluded, data for policy year 1957 not in 
cluded). This was followed by Illinois (143% ), Ken 
tucky (136%), New Hampshire (1330) and Rhode 
Island (132%). More favorable results were experi 
enced in the relatively less important states of Nevada 


(57%), Utah (70%), Arizona (710%), Delaware 


©) and Idaho (77%). For the property damage 


classification New Hampshire compiled the worst loss 
ratio (104%) followed by Tennessee (101 ), 
(101% ). South Dakota (100% ) and Kentucky (95% ) 


Phe results are summarized below, 


Prope rtv Damage 


or 
Territory 
\labama 
\rizona 
Arkansas 
Calitornia 
Colorado 
Connecticut 
Delaware 
Dist. ot Col 
Florida 
Georgia 
Hawaii 6 
Idaho 
Indiana 
lowa 
Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 


Massachusetts 


Michigan 
Minnesota 
Mississippi 
Missourt 
Montana 
Nebraska 
Nevada 


New Hampshire 


New Jersey 


New Mexico 


New York 


North Carolina 
North Dakota 


Oklahoma 
Oregon 
Pennsylvania 


Eat Tit d 

Premium 
$ 251,236 
519,923 
116,119 
14,106,012 
590,398 
7,522,653 
216,996 
357 932 


3 225 420 


808,110 
579,531 
7AOAS7 


? 


,195,378 


3,901,935 
241,860 
3,889,853 
653,741 
2,046,396 


Incurred 

osses * 
281,676 
307 202 
131,786 
14,157,491 
492,321 
9,849,915 
163,377 
365,969 
2,898,701 
258,857 
22.141 
246,040 
9,875,759 
482.410 
O80 484 
606.414 
371,811 
117,442 
108,204 
3,121,553 
15,044,605 
3,214,556 
5,243,800 
$15,933 
654,840 
118,931 
403.568 
25,209 
2,210,284 
10,883,142 
153,787 
115,307,143 
4.490.461 
187,496 
4,181,191 
738,835 
2,499,377 


4,442,307 


Loss 
Ratio 
1.121 


706 


Larned 

Premium 
156,003 
306,152 
78,587 
9 321.967 
530,297 
3,013,064 
152,257 
198,571 
1,092,241 
262,013 
26,514 
270,343 
3,954,496 
439,521 
819.836 
469,784 
1,370,882 
708,117 
737,139 
1,476,578 
5,540,848 
3,086,843 
2,666,085 
291,432 
801,454 
154,765 
SSO 
1.376 
866,462 
6,765,567 
157,284 
30,672,125 
2,833,977 
176,334 
3,833,340 
423.648 


Incurred 
Losses * 
125,926 
222 461 
70785 
327 814 
349,857 

? 365,5 
122,071 

3703 


169,48 


3,983,095 
388,057 
616,063 
418,921 
824 
583,108 
515,493 
136,373 
941,850 

2,353,729 
811,990 
253,790 
661,833 
07 994 
299 876 
20,979 
903,685 
977,505 
92.416 
394,244 
307,576 
128,730 

3,087 807 
348,578 


206,595 


Rhode Island 1,499,131 
South Carolina 1,285,975 
South Dakota 86,406 107,842 
‘Tennessee 732.042 SO8,918 
‘Texas 2,359,853 154,887 
Utah 2608 206 186.796 
Vermont 1,127,295 129,218 
Virginia 4,384,220 5.544.585 
Washington 2.824.631 2.545.443 
West Virginia 500,730 352.423 
Wisconsin 5,099 366 4,893,931 
W voming 207,934 176,004 
GRAND TOTAI $202,603, 700 $241,220,891 
* Including allocated claim adjustment expenses 
9 Data for policy vear 1953 are not available 
** Private passenger cars only; Bodily Injury losses exclude 
vear 1957 are not available 
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1,708,675 
3,321,601 2,964,109 
633,533 

696,629 

O4, 388 

451,938 

448.087 

144,609 


$27 O93 


2,410,587 753,27 


167.810 140291 


$84,563,048 


liustment expenses; Bodily Injury 


Ratio 
>= 
727 
1.135 O01 
Qoo 
1.309 785 
753 R02 
O88 
28.064 789 15.773 
6, 16,253 1.428 1.007 
(2 
wie ‘2 
1.046 
1 1.363 952 
935 
We 
1,067,932 1.0904 699 
: 2.472.150 1.263 77 
Eee 3,122,382 1.030 763 
5,201,224 1.008 679 
967 87] 
ae 1,424,153 1.162 R26 
224,784 529 633 
A 69] 
1,663,307 1329 
1.043 
10,556,328 1.031 736 
181.899 845 S88 
91,072,622 1.266 86) 
= 775 730 
1.075 R06 
1.130 823 
1.221 
4,120,448 1.078 802 
1.320 R25 
1.018 785 
1.247 1.00] 
1.186 
O13 442 
O96 696 
1002 375,074 743 
1.265 2,725,248 2,505,536 O19 
OO] 2,268,704 1,614,472 712 
OR5 418 323 377 715 
R36 
( 
1191 822 
Wocated claim data for poli 
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INSURANCE CORPORATION 


2, MARYLAND 


300 ST. PAUL PLACE ¢ BALTIMORE 


Mr. E. D. Lister, Manager 
New Jersey State Office 
Newark, New Jersey 


Re: Rate Increases - Employer Sponsored Plans 


Dear Mr. Lister: 


No, we are not expecting to increase our rate schedules for either new or 
old business of this class. We have never done so. With respect to 
coverage installations on our books, I can't conceive of our raising 


rates. Here is our reasoning: 


(1) We don't use a plan sponsored by a well meaning employer for 
his people, to test new and untried coverage experiments, as 
we doutt whether he wishes to be a "guinea pig" for us or any 


company. 


We don't follow a practice of quoting a "first year rate" to 
get business, with the expectation of raising it later. My 
personal opinion of this practice is that it is not ethical. 


We don't believe that, from the employer's viewpoint, a 
"shifting" or unstable rate for coverage, adjustable each year, 
is a good thing. He can't know what his ultimate cost for his 
share of premiums wil] be. The past and present experience of 
an employer with companies that use a "temporary" rating concept 
indicates that "adjustments" are usually upward, sometimes 
substantially. 


Employee morale is damaged by arbitrary rate increases in the 
employee cost. In fact, we believe this may contribute to the 
sort of discontent that labor unions seek to ferret out and 

magnify. Of course, they suggest socialistic measures as the 


cure. 


We wil] continue to accept as an obligation, to any employer who sponsors 


one of our Employee Benefit Plans and pays his share of the premiums under 
our uncerwriting rules, the responsibility of sticking by the rate we 


quoted when we induced him to do so. 


As you well know, we lose quite a bit in underwriting some groups where 
the law of averages doesn't seem to apply and the employees have more 
than their share of heavy expense we must cover. Regardless, we have 
never raised rates on coverage in force and we never expect to do so. 
We, not the employers are the insurer. 


Does this answer your questions? 


Very truly yours, 


W. deV. Washburn 
W.deV.W./he President 
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MERIT-DEMERIT PLANS 


BERNARD MERCER 
Vice President 
Preferred Risk Mutual 


N THE MONTHS which have fol- 

lowed the May 1 filing of the 
National Bureau's “safe driver in 
surance plan” in California, merit 
rating has become the “hot potato” 
Within a 
few weeks of the California filing, 
the executive committee of the Na- 
tional Bureau and the board of the 
National Association of Automobile 
Underwriters passed a_ resolution 


in the insurance industry 


calling for the sharpening of com- 
petitive effort and the introduction 
on a wide scale of new rating pro 
grams such as the Safe Driver Plan 
introduced in’ California. few 
months later, National Bureau and 
N. ALU. A. filed essentially the same 
merit rating plan, effective Septem- 
ber 1, in Nebraska, lowa, Pennsvl 
vamia and During this 
same period, additicnal plans were 
filed by 
number of states. These companies 


Missouri. 
member companies in a 


included Travelers Insurance Com 
pany, one of the giants in the auto 
field, Emplovers Liability. Group, 
Roval Globe, Aetna Casualty and a 
number of others. A 
additional plans have 
been submitted, but still le waiting 
approval by 


substantial 
number of 
confused and 
harassed insurance departments. 


busy, 


New Contracts 


In addition to the merit. rating 
plan, both the National Bureau and 
N. A. U 


ber 


\. as well as many mem 
hled 
contracts, 


have also 


policy 


companies 


new “economy” 


For January, 1960 


stripped-down versions of the fam 


ily policy, carrving a somewhat 
lower rate structure than the family 
policy, and also subject to the merit 
discounts of the 


safe driver imsur 


ance plan, 


Wide Publicity 


From the day of the Op ning blast, 
the new merit plans received wide 
publicity and Cali 
fornia, newspapers carried detailed 
accounts 


attention. In 


headlines. 
Similar accounts appeared in news 
papers all over the \ddi 
tional later 


country as 


under bannet 
country 

accounts appeared at 
throughout — the 
plans were filed in other states. led 


dates 


itorials and articles appeared in city 
after city, explaining, and practi 
cally without exception, praising the 
plans. Many articles heralded merit 


rating as a blessing, long overdue 


Others proclaimed it a revolution in 


| 


The reverberations increased 


the insurance business. The public’s 
reaction was strong and overwhelm 
Motorists hailed it 


as a long-awaited answer to thei 


ingly favorable 


problem of increasing auto rates 
The industry 
with less vigor, mitially 


insurance reacted 
Many com 
panies showed no particular interest 
immediately 
Stull 
others, and perhaps the majority, 
while 


Some resisted it 


Others were openly skeptical 
somewhat skeptical, took a 
attitude 


active 


wait-and-see Llowever, 


fanned by an press, strong 
public opinion, the rapid movement 
by the 


Bureau im additional states, 


and the immediate participation by 
some of the giants of the industry, 
the reverberations from the blast in 
and tinally be 


creased im intensity 


came a hurricane. ‘Today, in the 
middle of the storm, from one end 
of the country to the other, msur 


ance executives conference 
with their statfs and gravely ponder 
the pros and cons of merit rating 
Bureau 
direct) writers, 


alike, —all 


companies, independents, 
specialty companies 


are erned., 


Model Plan 


he Calitorma plan has been the 
model and | would lke to review it 
brietly. It might be desirable to re 
fresh our recollections, particularly 
in view of some recently filed amend 
ments 

Under the California plan, rates 
are based upon the driving record of 
the insured and operators who live 
vith him. Rate reductions and in 


creases apply to lability, medical 
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Merit-Demerit—Continued 


and collision 
not to comprehensive, uninsured mo- 
torist, etc. 


payments msurance, 


The rate charged is based on the 
number of “driving record points” 
These points 
y the number of 
certain moving-trattic violation con- 


charged to the risk. 
are determined by 


victions and accidents arising out 
of use of a private passenger type 
the insured 
and/or any operator “resident in the 


automobile, involving 


THE 
4 


STANDARD 
INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


a progressive, multiple line 


company using the latest 
policy forms, methods and 


“Bring Your Insurance 


up to Standard” 


same household,” during a period 
of two years, ending three months 
before the inception of the policy. 
The number of points is not the 
same for each conviction. Five 
points are charged for a few ex- 
tremely violations, three 
points for reckless driving convic- 
tions and one point for any other 
conviction of a moving violation, 
Also, one point is charged for each 
accident resulting in 
property of more than 
bodily injury or death. 


serious 


damage to 
$50 or in 
Under the 
present rules, as amended, there are 
a number of exceptions, under 
which no accident points will be 
charged. These exceptions are as 
follows : 

No points charged if 

1. Auto is legally parked. 

2. Insured is reimbursed by person 


responsible (or gets judgment 
against that person). 
3. Auto is struck in rear by another 


auto, 


4. Operator of other auto is con- 
victed cf moving violation and in- 
sured is not. 

5. Auto operated by insured is dam- 

aged by “hit and run” driver. 

The number of points accumu- 
lated by the risk, insured and resi- 
dent operators combined, determines 
the “driving record sub-classitica- 
tion.” The sub-classification deter- 
mines the premium charge. Sched- 
ule is as follows: 

Points—Class O 
Standard Premium—on Lia- 
bility, Medical Pay and Col- 
lision—reduced 20% 

1 Point—Class 1 
Standard Premium 
10% 

2 Points—Class 2 
Standard Premium 

3 Points—Class 3 
Standard Premium 
creased 20% 

+ Points—Class 4 
Standard Premium 
creased 40% 

5 Points—Class 5 
Standard Premium 
creased 70% 

» Points—Class 6 
Standard Premium 
creased 100% 

This is the essence of the Cali- 
fornia plan. Travelers’ plan is es- 
sentially the same, although there 
are some differences. Three years of 
clean record will earn an applicant 


reduced 


in- 


in- 


in- 


in- 


20% discount in the 0 category, but 
there is also a category 00 for five 
years of clean record which earns a 
30% discount. Three demerits earn 
a surcharge of 30% instead of 20%, 
then goes up 50%, 80%, 100% on 
succeeding accidents and convic- 
tions. 

Sureau plans filed in Nebraska, 
Iowa, Pennsylvania and Missouri 
are the same as the California plan 
with some variation in Pennsylvania 
and Missouri. In Pennsylvania, the 
0 category discount is 15% and the 
1 category discount is 5% instead of 
the 20% and 10%. Experience pe- 
riod is three years instead of two. 
Also, chargeable accidents count two 
points instead of one. Missouri ts 
the same as Pennsylvania, except 
that 0 and 1 category are 20% and 
10%, 


Consideration of Merits 


Other companies previously re- 
ferred to generally follow the Bu- 
reau plan, and no useful purpose 
would be served by a separate anal- 
I would like to pass 
now to a consideration of the merits 
of merit rating. 

Merit rating plans rewarding the 
safe driver are by no means new. 
England has had a merit rating sys- 
tem followed by virtually all com- 
panies for over thirty years. Sweden 
has a merit rating system which 
gives continuing discounts over a 
period of many years that ultimately 
reach a discount stage of 70%. All 
companies in Sweden give the dis- 
count. Many other European com- 
panies follow a merit discount plan 
of one kind or another. Canada has 
a merit discount plan, begun in 1953 
and originally allowing 20% for 
three accident-free years. The plan 
proved so successful that the dis- 
count was later increased to 35%. 
Here in the United States merit 
rating was tried by Bureau compa- 
nies in 1929, a number of times 
thereafter in the early 30's, then 
abandoned. In 1952, New York, 
then North Carolina, went to a plan 
which was essentially a demerit 
plan to punish the accident-prone 
driver. That plan is still in effect. 

In addition to the above, there has 
been a handful of companies in the 
United States with kind of 
merit rating plan. One of these, a 
specialty company, has operated a 


ysis of each. 


some 
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merit rating plan on a rather modest 
scale since 1947. With minor modi- 
fications, that merit rating plan is 
still in operation today. This spe- 
cialty company is the Preferred Risk 
Mutual Insurance Company of Des 
Moines, Iowa. 

No mention of the Preferred Risk 
Mutual merit rating plan, its method 
of operation and the results achieved 
after twelve years of operation has 
found its way to either the press or 
trade publications. The reason for 
this is apparently that the plan is not 
new and its existence is virtually 
unknown in the industry. This plan, 
which was first filed with the Iowa 
Department in 1947, subse- 
quently filed and approved in twenty 
other states, underwent minor modi- 
fication in 1951 and has continued in 
operation virtually unchanged to 
date. A great deal of experience 
with merit rating has been ac- 
cumulated in this period. 

Under the Preferred Risk Mu- 
tual plan, traffic violations are not 
considered. Also, until recently, dis- 
counts were not given in advance 
but were earned, based on experi- 
ence with the company. Discount 
amounts are based on the claims in- 
curred by the insured after he has 
joined the company and are given 
as follows: 


New Applicants Basic Rate 
After 1 claim-free year 5% discount 
After 2 claim-free years 10% discount 
After 3 claim-free years 15% discount 
After 4 claim-free years 20% discount 
After 5 claim-free years 25% discount 


At any point in the program, if the 
policyholder has a claim, he returns 
to the basic rate at the time of his 
next renewal and starts over. The 
discount is applicable to liability and 
collision only. Claims under medi- 
cal pay and comprehensive do not 
affect the discount. . . . In 1957 the 
plan was moditied so that new ap- 
plicants who had been claim-free for 
two years prior to application could 
be given 10% advance discount on 
the 25% possible total. On renewal, 
the following vear, if still claim-free, 
this policyholder would then get 
15%, then 20%, 25%.... All 
premiums and claims are coded by 
discount group. In the twelve years 
of operation, some rather interesting 
information on the relative experi- 
ence of each group has_ been 
gathered, and I will pass this along 
to you shortly. 


(Continued on the next page 


The Bigger 

They Are 
Better 
They Like 


PREFERRED 
RATES ON 
CONTRACT 

BONDS 
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its profit margin on jobs. That's why so 
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Merit-Demerit—Continued 


From years of experience with 
merit rating, the important 
contribution that | can make on this 
subject is to state that there is one 


most 


great basic precept which [ believe 
is an absolute prerequisite to the 
success of any merit rating plan. 
This prerequisite is simplicity. A 
merit rating plan must be simple to 
understand, simple to administer. 
The more rules you lay down, the 
more difficult it is to get acceptance, 
the harder the plan is to administer, 
It is my own opinion that the inclu- 
sion of traffic violations as one of 
the guides to the amount of discount 
the Bureau 


allowed complicates 


plan substantially and throws open 
the door so wide to confusion, mis 
understanding and controversy, that 
it will ultimately Bureau 
plan, as now filed, unworkable. Tam 
not 


make the 


contesting the theory that con- 
victions on moving trafic violations 
provide some index as to the possi- 
bility ar involvement in future auto 


accidents. The exhaustive study con- 


ducted in 1958 by the California 
Department of Motor Vehicles, 
analyzing nearly 100,000 operators’ 
records, shows a very definite rela- 
tionship between traffic convictions 
am 
saving, however, that the inclusion 


and frequency of accidents. | 


of this factor, though it may be of 
some importance, may fatally com- 
plicate the plan. In arriving at a 
workable plan, some sacrifices must 
be made in achieving the paramount 
prerequisite, simplicity. My feeling 
is that this is one of the sacrifices 
that 

Also in this connection, the rules 
on accidents need attention, Oc- 
individual arise 
where the record which places a 


she be made. 


casionally cases 
person in one group may be ques- 
tionable, or it is not what it appears 
on its face to be, and possibly the 
person belongs in another group. 
However, because the entire rating 
structure is groups, not 
individuals, and because of the com- 
pelling need for simplicity, these in- 
dividual cases cannot be adjusted 
feasibly. 


based on 


If this means occasionally 
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SERVICE has_ been 
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cial Standard for over 35 
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inequities, some unfairness, some in- 
justice, it cannot be helped. This 
is part of the price which must be 
paid if a workable plan is to be 
achieved, Failure to recognize this 
by attempting to deal with in- 
dividuals or relatively small groups 
of individuals on an exception basis, 
will in my opinion make existing 
plans unworkable. 


Analysis of Rating 
Now let's pass to a brief analysis 
of the relative disadvantages and 
After 
considerable discussion with execu- 


advantages of merit rating. 


tives from many companies, reading 
of articles both pro and con, and 
an analysis of our own experience, 
alleged disadvantages which make 
merit rating undesirable, shape up 
something like this. 

(1) 
den... . This is the big ery from 
the antagonists of merit rating. 
When Preferred Risk Mutual in- 
itiated its merit plan in 1947, wiser 
heads shook gravely, as they shake 
now. “Won't work—administrative 
problems will kill you.” That was 
twelve vears 
stl alive. 


substantial administrative bur- 


Today we are 
We had some administra- 
tive problems along the way, but 
none that we were unable to work 
out without great difficulty, primarily 
because of the simplicity of our plan. 
| can say without hesitation that the 
administrative burden of our merit 
rating plan is so negligible that it 
could not possibly be considered as 


ago. 


a real factor in any decision regard- 
ing the feasibility of merit rating 
plans. 

(2) getting accurate information on 
accidents and violations. 
Complaints that it will be difficult to 
secure adequate and accurate in- 
formation in order to give the 
proper rate are, in my opinion, a 
reasonably valid objection, at least 
the way the plans are now set up. 
Much of this is due to the traffic 
violation requirement. This places 
a big burden on applicants, agents, 
harassed public satety departments, 
underwriters, and others. 

(3) penalty scale inequitable. 
\gain a valid objection, my 
opinion, as the plan is now set up. 
Because of a substantial difference 
in areas in the manner of law en- 
forcement and 


because of the ex- 
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tremely wide variety of possible mov- 
ing violation offenses, assigning one 
point to nearly all offenses does not 
provide an accurate enough index 
tor rating. Attempts to avoid this, 
by making certain offenses count 
three and five points have been made, 
but I do not believe they are ade- 
quate. Further, to equate these mov 
ing violations of one point with 
actual accidents, many of them in- 
volving serious negligence on the 
part of a policyholder, is unrealistic 
(Note: Bureau Plan in Pennsylvania 
and Missouri take some cognizance 
of this by assigning two points to 
accidents—one to violations. ) 

(4+) arguments over awarding of 
points, Again, there is some 
validity to this objection. There will 
be some 
point 


Chargeable 
numbers. three, 
four and five discussed earlier, really 


arguments 
“exceptions” 


open the door wide to abuse, argu- 
ments and headaches. This is an- 
other area where it is more desira- 
ble to have some inequities rather 
than have the plan bog down in con- 
fusion and complexity. Our own 
experience with policvholder com 
this 
out. We have had some, particularly 


plaints on “unfairness” bears 
on the small claims, but the numeri- 
cal frequency is small. We do not 
consider it a significant problem 
(>) basically unsound in prin- 
ciple... . This last point, the con- 
trary of which is maintained by the 
protagonists, I would like to leave 
until the last 


Advantages 


In the advantage column we have: 
(1) public demand. 
From the reception given the early 
announcements of merit rating there 
can be little doubt that it is popular 
with the public. 


strong 


For vears, claim- 
free drivers have resented paving 


the same rate as the accident- 
prone driver. He wants a more 
equitable distribution of the pre 


nuum charged by the insurance com 
pany. Merit rating does that. 

(2) incentive for safe driving. 

by striking directly at the motorists’ 
pocketbook, merit rating provides a 
| This 


real incentive for safe driving, 
insufficient in the 


incentive be 
the habitually 
careless driver, but for large 


Case ot reckless or 


num- 
otfenders, it is 


bers of occasional 
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WE CARRY THE BALL 


Harleysville offers a full line of coverages: auto, homeowners, 
CPL, fire, theft and many others. It reinforces this line with a 
full series of newspaper ads in key areas. It backs up your selling 
techniques with a battery of folders and letters. It helps you with 


professional field service and prompt claims payment 


And when 


cost blocks you, Harleysville supplies the winning play with a 
meaningful, sales-clinching deviation. We know the moves in the 


game of building agency volume. Care to play on our team 


Let’s schedule a meeting. 


HARLEYSVILLE, PA. 


INSURANCE 


HARLE MUTUAL 


MUTUAL 


vs 


HARLEVSVILLE 


CASUALTY CO 


INSURANCE CO 


bound to have some salutary effect. 
This will have even greater validity 
as the surcharge rates go higher and 
higher for the habitual 
While | have been 
credible 
both 
ance executives advise that, in their 
opinion, merit rating and the threat 
of higher premiums for the careless, 


otfenders 
unable find 
this 

Canadian 


statistics on subject. 


Swedish and insur 


have definitely been a factor in en 
couraging more careful driving. 

(3 attract “preferred” business 

There can be no doubt that in com 
ing up with this plan the National 
Bureau has brought out its heavy 
artillery in the competitive battle for 


the cream business. And sales man 


agers note: make no mistake about 
it, this plan will attract good busi 
ness! Some of the filed merit rates 
get down to 30% helow the old 
Bureau rates, and on the new 
economy policy nearly 40¢¢—and 
with no membership fee. It will I 
a surprise to me if this extremely 


competitive rate does not make a 
real sl independ 


writers in 


against the 


ents and 


specialty 
battle for the 


ron business 


(4+) basic soundness Llere is the 
heart ot the \n 
tagonists of merit rating claim that 


controversy 


hecause an individual averages only 


one property damage loss) every 


fifteen vears and one bodily injury 


loss every fifty vears, merit rating 
based on a three vear driving record 
Is meaningless This statement 
would be true if merit rating pro 


posed to predict the future possi 
Inlities on one individual, but it is 
not true when individuals are com- 
bined in groups for rating purposes 
This same rating principle applies 
to other classifications now in ex 
While this point has been 
debated at some length, antagonists 
still 


that the experience of certain groups 


Istence 


remain somewhat unconvinced 
who have been accident-free for rela 
tively short periods of time have any 
real significance. In this connection. 
I would like to present here today 
records 

These 


down by 


om the 


Mutual 


broken 
claim 


They 


losses experienced with each separate 


loss figures taken f1 


of Preferred Risk 


loss figures are 


free group indicate the 


ext 
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Merit-Demerit—Continued 


group, based on the number of years 
that that group had been claim-free. 
This information never been 
previously presented. Up until now, 
because of its relative significance, 
we have kept it a rather closely 
guarded secret. With the sweeping 
advancement of merit rating, it was 
the opinion of our Board of Directors 
that the information would be of 
benefit to the industry and to the 
public generally. They have au- 
thorized me to release it here today. 


has 


Cautions 


In presenting these figures I have 
two caveats : 
(1) We are still a young enough 
company not to have mastered all 
the intricacies of IBM data process- 
ing. In addition, there are fre- 
quently unknown variables which 
may affect a given report. Accord- 
ingly, I always examine statistical 
reports with some caution. 
(2) We are a relatively small com- 
pany. ©Our automobile premium 
volume this year will run approxi- 


mately $15,000,000. Accordingly, 
the figures will not have the credi- 
bility of much larger volume. How- 
ever, I believe there is enough 
volume to be significant. Further, 
for the purposes of giving greater 
credibility we have taken the cumu- 
lative experience of four years ra- 
ther than one. 

The figures shown cover the loss 
experience of all the discount groups. 
Note that there are two groups that 
get zero per cent or no discount. The 
first one of these, Category 0, rep- 
resents new applicants coming into 
preferred risk without any discount 
whatever. Until 1958, all new ap- 
plicants came in at this category. 
The other “no discount” group is 
Category 9. This category repre- 
sents policyholders who, after they 
had been with us for some period of 
time and had earned discount, then 


had an accident, thus moving them 
back to the “no discount” group. 


"Losses shown are direct losses, they 


do not include claim adjustment ex- 
pense, 

Note in Category 0 that new busi- 
ness is consistently bad. While these 
figures represent an average of four 


PREFERRED RISK MUTUAL 


LOSS RATIO 


4 YEAR PERIOD 


1955 THRU 1958 


0% Discount: Earned Prem. $8,838,000 
Losses Inc. 6,555,000 
Loss Ratio 74.2 
Group 9 .0% Discount: Earned Prem. *1,319,000 
Losses Inc. 903,000 
Loss Ratio 68.5 
One Year Claim Free .........5% Discount: Earned Prem. 7,681,000 
Losses Inc. 4,548,000 
Loss Ratio 59.2 
Two Year Claim Free ........ 10% Discount: Earned Prem. 5,419,000 
Losses Inc. 2,872,000 
Loss Ratio 53.0 
Three Year Claim Free ...... 15% Discount: Earned Prem. 3,404,000 
Losses Inc. 1,516,000 
Loss Ratio 44.5 
Four Year Claim Free ........ 20% Discount: Earned Prem. 1,959,000 
Losses Inc. 835,000 
Loss Ratio 42.6 
Five or More Claim Free 25% Discount: Earned Prem. 2,088,000 
Losses Inc. 756,000 
Loss Ratio 36,2 


* 3 vear period 1956 thru 1958 
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years, each year’s results were pretty 
much the same. 

Group 9 is also quite significant. 
We only commenced coding this 
group three years ago and _ the 
figures on this represent three, not 
four years. Remember, these are all 
policyholders who were returned to 
the 0% discount class because they 
had an accident while they were one 
of our policyholders. These losses 
incurred, therefore, represent their 
second or more accident. Bureau 
merit plans which award this group 
only one point and give them a 
10% discount might ponder these 
figures. 

Note the stair-like descending 
character of losses, directly related 
to each category group. While some 
over-all differential might be ex- 
pected with those who had gone 
vears without claims, it was not ex- 
pected that this differential would 
show up from one year to the next 
year in the manner indicated. 


Growing Groups 


Note that the 25% category is 
relatively small in earned premium. 
This is because most of Preferred 
Risk’s growth has been in recent 
years. Five or more years ago, when 
the now group came in, we 
weré an extremely small company. 
As we grow, this group will grow. 

Note that we have not shown any 
figures on the group receiving an 
“advance” discount of 10% for two 
claim-free years. Because 1958 was 
the first vear we had this group, we 
prefer to test our figures further be- 
fore reaching any conclusions. What 
figures we do have indicate a loss 
ratio of between 55% and 60%, 
slightly higher than the 10% dis- 
count group developed by our own 
experience. 

These figures answer eloquently 
the questions on the basic soundness 
of merit rating. It is true that the 
experience which produced these in- 
teresting results was that developed 
wholly within our own company. 
This does not change the basic prin- 


25% 


ciples which apply. Success with dis- 
counts to new applicants, based on 
their driving record elsewhere, will 
be determined by the vigilance with 
which the requirements of the merit 
plan in use are policed. 


in 


Continued on page 
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ECENT REVISIONS in regulations 
R: the Federal Communications 
Commission have made insurance 
and real estate firms eligible for two- 
way radio systems in a new license 
category known as “ 
Service.” 


3usiness Radio 


Typical of the way in which in- 
surance and real estate companies 
can use radio equipment is the story 
of Jack Hutchinson, an aggressive 
young agent at Jackson, Minnesota. 


A Definite Interest 


Hutchinson was an electrician in 
the U. S. Navy during World War 
II. As such, he had a definite in- 
terest in radio communications plus 
a knowledge of its capabilities. He 
didn’t give it much thought as a 
time-saving tool in his own business, 
however, until recently when a 
stranger walked into his office to get 
a paper notarized. The paper was 
associated with the licensing of a 
man who had just applied for two- 
way radio elsewhere in Hutchinson's 
area. The man who carried it was 
Vern F. (Andy) Anderson, district 
sales manager for General Electric 
Communication Products Depart- 
ment. 

Today, Jack Hutchinson has his 
own communications system. His 
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Normally this agent would be out of touch with his office the 
minute he walked out of the door. Now, with car radio equip- 
ment, he can call any time. 


Here, a secretary makes a note of a business detail her boss 
wants checked. Messages by two-way radio greatly facilitate 
the processing of daily business. 


insurance and realty company joined 
the numerous other commercial firms 
which have come to learn the value 
of mobile radio in everyday business 
operations. 

More than 50% of Hutchinson's 
time is spent away from his office, 
following up both insurance and real 
estate sales leads. This creates prob- 
lems at the office itself. As the agent 
puts it, “when a prospective buyer 
enters and you are out and not ex- 
pected back for an hour or more, 
vou can usually consider him lost 
as a prospect, especially if he is from 
any distance away. He moves on 
and may find what he is looking for 
at another agent's office. Or he may 
lose interest completely and take 
himself out of the available buyer's 
market.” 

With mobile radio equipment, the 
agency's secretary, Mrs. Carol Berk- 
ness, can call Hutchinson imme- 
diately and talk with him. A Gen- 
eral Electric remote control radio 
unit and microphone on her desk 
facilitates the message. In his car, 
all the agent has to do is pick up a 
microphone mounted at the dash- 
board to be in instant contact with 
the office location. Definite times 
can be established immediately for 
meeting the prospect and better cus- 
tomer relations are assured, 


On the road, when Hutchinson 
that he needs insurance 
rate information from the office, or 
other pertinent details, he uses his 
radio to ask for it. If he is driving 
past a marketable house and a real 
estate prospect shows an interest in 
looking at the property, Hutchinson 
can call his office by radio and have 
Mrs. Berkness contact the owners 


discovers 


by telephone to arrange a showing, 
“This gives the seller an opportunity 
to prepare for our arrival,” Hutchin- 
son points out, “and makes sure that 
the its best 
when we get there.”’ 


house is in condition 


Saves Selling Time 


If the agent is en route to a house 
where an appointment already exists 
and the prospect vetoes the external 
appearance, a radio call to the office 
cancels the appointment, saves sell- 
ing time for the agent and keeps re- 
lations friendlier with the property 
owner. 

“Good relations with both prop- 
erty-holders and prospects are the 
keystones on which a broker's busi- 
ness must be founded,” Hutchinson 
emphasizes. He adds: “Radio com- 
munications help to solve the thorny 
problems which sometimes 
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Selling Tool—Continued 


friendly associations to become 
strained.” 
Hutchinson that the 


purchased is 


estimates 
radio equipment he 
costing him about $12.75 per month, 
the manufacturer's 
estimate for monthly operation, He 


which is under 


considers his investment as money 
wisely spent. For example, he points 
out that the loss « 


in any given month would cost him 


fa single order 


considerably more than radio 
operational expenses 

Licensed by the Federal Com- 
munications System, Hlutehinson’s 


equipment was designed by General 
:lectric to operate on Ultra High 
$70) 


has had oceasion to 


| requeney between and 
megacveles He 
use it as many 

from. his. office 
really been workin; 


We've had a great 


with it and are am 


as thirty miles away 
“its 
wonderfully, 
deal ot 

ized 


dertul reception we have had so fat 


and reports, 


SUCCeSS 


at the won- 


Today, 
firm in the United States, 


any insurance or realty 


as well as 


all other commercial businesses, can 


qualify for a two-way radio license 
under new FCC regulations. Fre- 
quencies have been made available 
not only in the Citizens Radio Serv- 
ice but ina new Business Radio cate- 
gory, which widens the eligibilities 
for company owned and leased com- 
munication equipment, 


BETTER QUALIFIED AGENTS 
MARYLAND STATE INSURANCE Com- 


missioner” F, Sears an- 
his approval of 


curriculum — of 


Douglass 
nounced recently 
minimum studies 
to be required under the recently 
enacted agents’ qualification law of 
Maryland. Based upon the recom- 
board 
created under this law, the commis- 


mendations of the advisory 
sioner’s ruling will require ninety- 
feur hours of classroom work, and 
corresponding collateral reading. 
Commissioner “For 
many vears it has been felt that the 
insurance buying public was entitled 


Sears. said, 


to the services of better qualitied 
and that 
most apparent in recent vears when 


agents, need has become 
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more complex insurance contracts 
were offered to the general insur- 
ance public, thousands of whom have 
little familiarity with insurance con- 
tracts.” 

The law under which this educa- 
tional preparation is required was 
enacted by the 1959 Maryland Leg- 
islature, and becomes effective Sep- 
tember 1, 1960, So apparent was the 
need that it passed the Maryland 
Senate and House of Delegates with 
but one dissenting vote in each body. 

The legislation was sponsored 
jointly by the Marvland Association 
of Insurance Agents and the Tri- 
State Mutual Agents Association, 
with the full support of the State 
Insurance Department of Maryland. 

ssentially, the law requires that 
unless an applicant for license to 
sell Property or Casualty Insurance 
in Maryland has had one vear or 
more experience in duties which have 
familiarized him with property and 
casualty insurance while emploved 
by an insurance company or agency, 
the applicant must complete a course 
the State 
Insurance Commissioner before such 
applicant be permitted to take the 
State [-xamination, 


of studies approved by 


In Colleges and Schools 


The courses may be given by col- 
leges and schools, by insurance com- 
panies in their insurance schools, 
and where needed, the public schools 
of the State have agreed to set up 
adult educational classes to make the 
instruction locally. All 
taken in 


available 
courses must be schools 
previously approved by the Insur- 
ance Commissioner of Maryland. 

The enactment of this legislation 
puts Maryland in the front ranks of 
the states which are most vigilant in 
The results from 
the approved schools will be care- 
fully observed by the State of Marv- 
land as to the quality of their in- 
struction, and the validity of 
examinations. 


licensing of agents 


their 


The required courses in Maryland 
will embrace the principles of insur- 
ance, including the law and ethics of 
the business; fire insurance, marine 
insurance, public lability insurance, 
automobile insurance, workmen's 
compensation insurance, crime pro- 
tection, fidelity. and surety bonds, 
and boiler and machinery insurance. 


Best's Fire and Casualty News 
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Merit-Demerit—from page 


The figures shown are available 

for whatever use you care to make 

of them, subject to the two caveats 

I mentioned. [| would like to wind 

up with conclusions as follows: 

(1) My convictions favor of 
merit rating are strong. 

(2) Merit rating is here to stay. It 
will not be denied. Public de- 
mand will intensify. 

(3) Merit rating provides a_ real 

incentive for safe driving. It 

is in the public welfare. 


Merit rating is not just another 
“improvement” like the family 
policy and others. It is a vital 
rating procedure that equitably 
distributes the premium charge. 
Companies that reject it or de- 
lay, including the independents 
and the specialty companies, 
will begin to lose their better 
business. 


The National Bureau of Cas 
ualty Underwriters the 
National Automobile Under- 
writers’ Ass'n. are to be com 
mended for taking the lead in 
a matter of real public interest. 
However, their plans in present 
form need refinement and 
especially simplification if they 
are to be workable 
(6) Both the public and the in 
dustry must be patient while 
the wrinkles are ironed out 
The basic principle is sound 
The plans should not be shelved 
because of temporary diffi- 
culties, as was done in the early 
1930's. 


CRIME REPORT 


CRIMES AGAINST PROPERTY in cities 
with a population over 25,000 were 
1% fewer during the first nine 
months of this vear than in the com- 
parable period of 1958 according to 
the report issued by the Federal 
Bureau of Investigation. Major lar- 
cemes (those over $50) showed a 
1% rise and auto thefts a 1% de- 
crease. Burglary was down 2% and 
otfenses of robbery showed a 7% 
decline. 


For January, 1960 


Time is Money 


The more time you save on collections... the more 
time you have to make sales—and money! 

More and more Agents are putting the Reliance 
premium financing plan, CANANWILL, to work for them. 
Why? Because it saves them the time and work of 
making collections themselves ... frees them to devote 
more time to profitable selling. 

Installment buying is an accepted part of our econ- 
omy. Your clients will welcome CANANWILL for its 
convenience. The CANANWILL agreement ts simplicity 
itself. To learn all the details, and the many benefits 
CANANWILL provides for you and your clients, see your 
Reliance Fieldman, or write CANANWILL, INC. at the 
Reliance Head Office. 


RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 
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Insurance 
For 


Modern 


Selling Yes, Mr. Agent, this is the amount of protection your 
clients can guarantee to their young sons and grandsons 
through our Automatic Estate Builder. Here’s the way 
it works: 


A man buys $5,000 of the Automatic Estate Builder for 
his son or grandson. At age 21, the protection increases automatically to $25,000, but there is NO 
increase in premium. NO evidence of insurability is required. 


And that’s not all... because 


At ages 25, 30, 35, and 40 the insured has a guaranteed opportunity to increase his insurance 
estate by $10,000 at each age again without evidence of insurability and without regard to 
occupation or military status! The result — a guaranteed insurance estate of $65,000 based solely 
on the non-medical at original issue. 

The Automatic Estate Builder is just one policy in The Employers’ Life program of ‘‘Insurance 
for Modern Living."’ Why not see for yourself our complete and competitive portfolio 
with many new and liberal features? The entire program has been designed to 
make it easier for you to sell and easier for the prospect to buy. 


7? 
INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS GROUP OF INSURANCE COMPANIES 


« 


WILLIAM P. WORTHINGTON 
President 
Home Life Insurance Company 


MARKET BY 1970. of 66,000,000 
units.” An increase of 
11,000,000 family units in 10 years 
Looking ahead in marketing terms 
to the 60's, our population underlies 
all predictions for a dazzling growth 
in the U. S. 


“Not only will there be vast num 


eCONOMY 


bers of families with high diseretion 
ary spending power who are able to 
buy better in 1970, but the 
intellectual level in the U.S, 


genetal 
will be 
perceptibly higher than it is today, 
strongly influencing the new direc 
tions of expenditure 

“By 1970 the bulk of spending in 
this country wall be “discretionary 
spending’ (the economists’ term for 
spending for products services 
over and above the necessities ).” 

Let me try to give you our com 
pany’s reaction to this dazzling fore 
cast. The income group of $7,500 
and-over is the market on which our 
concentrating 
That market has doubled since 1947, 
and the 


company has been 
will 
double again in the next ten vears. 


forecast indicates it 
This presents great potential markets 
in the next ten vears—-greater per 
haps than any of us dare contemplate 

It seems clear, however, that these 
are only potential markets for our 
company and for this business. My 
job is to lead fundamental 
planning which will enable to 
of this “dis 


savings 


some 


channel our full share 
cretionary spending” 
through lite insurance 

It is immaterial whether or not we 
feel this 
a picture. 


forecast Is too optimistic 
If the results fall short 
of the predictions, we must still plan 
ona full growth basis if we intend 
to capture our full share of what 
“discretionary 


ever spending” ts 


For January, 1960 


avatlable. If we plan for no growth, 


we are almost certain to make no 
growth, 


\s we 


comes immediately apparent that we 


study this picture, it be 


must be prepared in four major areas. 
(1) The 60's 


New Concepts of the over-all job of 


will require, if not 
selling life insurance services, cer- 
tainly far bigger thinking than we 
have think 
that applies not only to my company 
but perhaps to the business as a 
whole 


heen accustomed to | 


| will elaborate on this point 
later. 
(2) As a company, we must have 


an adequate number of people in the 


field representing ourselves at the 
point of contact with a sale. This, 


of course, means stepped-up empha 
sis on recruiting with adequate plans 
and adequate assistance to the Man- 
ager until we reach “full strength.” 
We have recruiting plans under 
which are different than 


anything we previously have contem 


Wa 
plated, and our target date for put 
ting them into operation is January 
1D. 

\s part of our recruiting planning, 
we should determine those areas of 
the country which will most quickly 
realize these stepped-up incomes, for 
obviously the increase in family units 


and in earning power is not going 


to be straight across the board 
throughout the country 

Training Essential 
(3) The field organization, both 


new and experienced, must be ade 


quately trained to confidently serve 
with 
discretionary 


these markets and 
the 


spendable income 


new Cope 
competition for 
fo us this means 
something more than our cus 
tomary 


tainly tt 


concepts of training. Cer 


necessitates re-examining 


and sharpening our traiming— first 


Life Insurance 


in the Sixties 


year, and advaneed 


We are in the midst of this at the 


intermediate, 


moment 

It means perhaps an increased use 
of institutional traiming such as 
the Life Underwriter Training Coun 
ei, Chartered) Life) Underwriter 
courses, agency management schools 
and the Insurance Society 


(4+) All of these 


oby TOUS 


rather 
Phe truly big problem con 
(and | 


every 


things are 


fronting us as a company 
this is 
is the 


tion of these potential markets to 


believe true of com 


pany ) education and cultiva 


climate for a sale 


tor the Field Underwriter 


create a warmet 


Insurance Expenditures 


Let me attempt to clarify what | 
mean by “education and cultivation.’ 
The number of families in the 87.500 


and-up income group (and here we 


are referring to real dollars has 
doubled in the past ten years. How 
ever, from 1950 to 1956 alone, the 
average amount of premium these 


families paid for life insurance 


dropped nearly 20° means 
that while more and more families 
have imereased their standard of 
living, they have not increased the 


foundation of life insurance needed 
to support that higher living stand 
ard, 

| have heard a number Ot ¢ xplana 
tions of what 


Causes but the 


root of 


this, 
one | truly think is at the 
our problem is that we, as a business, 
are being outsold by our competitors 
for the spendable income of prospec 
tive buvers of life insurance 

One question included in a recent 
survey interested me 


ticularly The 


magazine pat 


re spondents were 
asked, “Suppose you had the Oppor 
tunity, the and the 


what things would you most like to 


time, money, 


sellin 
: 
; 
= 
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Life Insurance 


the 
ey would buv a 
and 284% 


OW OF buy 
$2°% 
house Or 
said they would 
Nothing else 
much as 10° of the people 

Life 


Ye ording to 
report, said tl 
| 


al bigevet 


buy a new. car. 


was mentioned by as 
insurance is the foundation 
for their future plans for individual 
vet buying more 


security : Was men 


tioned by less than 10‘ of the re 
spondents 

this? In 
shouldn't 
the 


distribution 


Hlow do we account for 
the face of these figures, 
least take a 


principles of the 


we at new look at 


bast 
of individual life msuranee 


There has been little change in the 


over-all methods of distribution in 


this business of individual life im 


surance in the past twenty-five vears. 


Hlowever, there has been a= great 


change in the distribution methods 


of other businesses which are com 


peting with us for the discretionary 


spendable dollars of the individual 


} 


It is predicted that in the 60's 


there will be a greatly increased de 


Your 
SALES awd PROFITS 
with This 

PACKAGE 


tele- 


md 


mand for “seconds’’—second 
phone, second television. set, 
family car, etc. It is in this respect 
that | feel we have been outsold in 
and we could be 
lost in the crowd in this dazzling 


forecast of progress unless we think 


the past ten vears 


in new and larger terms of getting 
across to the millions of new buyers, 
as well as existing owners, the 1m- 
portance of individual life insurance 
in guaranteeing individual security 

buving “seconds,” 
additional 


if you will, in 
terms of life insurance 
protection, 

The predictions we have heard in 
dicate that the living standard which 
has risen considerably in’ the past 
ten vears will increase even further 
in the next ten vears. The best guar- 
antee that has vet been devised for 
the preservation of that living stand- 
ard is well-planned, permanent life 
surance property. 

In the past twelve vears the auto 
mobile industry through education 
and cultivation has sold a great per- 
centage of the “American public on 
the idea that a second car in a family 


Due to our recent affiliation 
with the GREAT SOUTHERN LIFE 
INSURANCE COMPANY of 
Houston, Texas...a 50-year- 
old Life company with more 
than a BILLION DOLLARS of Life 
Insurance in force...we can 
now offer agents complete 
multiple-line facilities, which 
include .. . 


FIRE © CASUALTY « LIFE 


HOSPITALIZATION « 
ACCIDENT and HEALTH * GROUP 


SUPERIOR INSURANCE COMPANY 
SENTINEL INDEMNITY COMPANY 


DALLAS, TEXAS 


___- Pat M. Greenwood, Chairman of the Board 
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is almost a necessity—to the point 
where we are inclined to apologize 
Other indus- 
tries have sold our potential clients 


on the idea of luxury equipment in 


if we don't have two. 


the home—wall ovens, refrigerators 
and freezers, washers and ironers, 
swimming pools, Push-button luxu 
ries, symbols of an increased stand 
ard of living—and yet many a family 
with two cars in the garage and a 
swimming pool in the yard has less 
than an adequate one-car life insur- 
ance program. 

I think 
so. We put too much of the job up 
He not 
only has to cultivate the markets 
educate the client—but 
the right climate for the sale. 


Is there a reason for this ? 
to the tield representative. 
also create 

Part of this warmer climate for 
a sale 1s, ot course, product develop 


ment. We must within the 
confines of soundness and the rec- 


have, 


ogmition that a life insurance policy 
is a legal document, protection and 
savings plans which are as flexible 
as can be devised—adaptable to the 
changing needs of the owners, and 
understandable to the man who owns 
Olle, 

Today, hardly any one argues 
against the soundness of owning life 
Insurance—it is merely a question 
of how much is enough. If we be 
lieve that the family is the all-im 
portant unit ina sound democracy 
if we believe that life insurance is in 
essence a guarantee of the continua 
tion of that family as an entity 
then it is clear we must think in far 
bigger terms if we are going to do 
an adequate job of getting across the 
Important position of life insurance 
in the economic well being of this 
country in the vears ahead 


Make Impact 


We intend to do 
can as an individual company to pro 


as much as we 


duce a warm climate for a sale for 
our feld organization. But the max 
imum we can do is not going to 
he enough for us to capture our full 
potential of those markets— nor do 
| believe any one company, even the 
giant 


broad, 


compames, can embark on a 


comprehensive advertising 
and public relations program suffi 
cient to make the necessary impact 
vreatly to influence future discretion 
ary spending, 


Best's Fire and Casualty News 
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lf we agree with the great poten 
tial of the discretionary spending 
ahead in the next ten vears, shouldn't 
we consider how we are going to 
influence that spending, either in- 
dividually or collectively 7 What can 
we do to help move the public in 
general to a “two-car concept” ot 
life insurance ownership ? 

How have other lines of business 
been influencing the discretionary 
spending of the past and undoubted] 
of the future? Here are some figures 
on advertising budgets for 1958 
They were taken from media records 
which we all know are considerably 
below the totals actually spent. 
Ford Motor Co S$ &7.000,000 
58,000,000 
General Motors ..... 137,000,000 
37,000,000 
66,000,000 


Westinghouse ...... 

General Electric 

J. Reynolds 
Tobacco Co, 44.000 000 

42,000,000 

28,000,000 


23,000,000 


American Tobacco 
Lorillard Co 
Philip Morris, Ine. 


Advertising Impact 


It is estimated that the entire life 
imsurance business spends only about 
$25,000,000) on known as 
This, 
of course, recognizes that the agent 
is still the our 
sales. But just compare this $25, 
OO0,000 with the $137,000,000 ad 
vertising budget of a single automo 


what is 
comnussionable advertising, 


“prime mover” ot 


company, in a business where 
advertising is the prime mover, and 
you can see what we are up against 
as a business in this problem of 
making an impact on public attitudes 
through advertising. 

We have been looking to the In 
stitute of Life Insurance largely as 
the public relations instrumentality 
of the 


source ot 


business and as a central 
information. the 
twenty vears since its inception, the 
Institute has done a tremendous job 
in elevating the prestige of the busi 
ness as a Whole and of the individual 
field underwriter in the eves of the 
public. 

However, the American scene has 
changed materially in those twenty 
years, Think of the goods and sery 
ices which are taken for granted in 
the everyday 


lives of Americans 


For January, 1960 


hundreds. 


O 


LIFE OPPORTUNITIES 
FOR 
CASUALTY AND FIRE INSURANCE MEN 


If your premium income is off or 
not increasing fast enough to suit 
you, write Kansas City Life Insur- 
ance Company. We can show you 
how to build it up quickly. It is an 
ideal solution now being used by 


Cc. W. Arnold 
Vice President and Superintendent 
of Agencies 


KANSAS CITY LIFE 
INSURANCE COMPANY 
Box 
Kansas City 41, Missouri 
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today which were considered utterly 


fantastic twenty years ago. Televi 


sion, telephone dialing, automatic 
transmission, freezers, commercial 
aviation—these are just a few ex 
amples of the changes in the Ameri 


can pieture 

\s I mentioned previously, there 
has been little change in the funda 
mental methods of distribution of 
individual lite 


Institute 


Insurance since the 


started However, there 


have been marked changes inthe 


distribution methods of the 


woods 
~ 


and services with which our business 
Is competing 
Shouldn't we at least 


vive serious 


consideration to a tar bigger role for 


the Institute in the light of changed 


conditions and the opportunities 
Isn't it the ideal 


better 


whi h hie ahve ad 


organization—tat equipped 
than any single company to do the 
educational job and at least part of 
the cultivation job for the business 
as a whole? Are we expecting the 
Institute to perform some sort of 
a miracle in influencing public opin 
ion by the expenditure of one and 


one-half millions in cooperative ad 


vertising 7 


It we agree that 


petition is not among other lite im 


~ 


surance companies, but other 


and services which are trving to get 


as much of the discretion: 


able dollars is possible, then it ots 


conceivable we could think in terms 


large enough to make an impact on 


the American public in the next ten 
vears through abroad. compre 
hensive public relations and adver 
tising program which would have a 
tremendous influence in establishing 
the proper climate for a sale— a pro 


gram which could raise the 


prestive 
of this business to new heights in the 
eves of millions of people and 
into sharp tocus the in 


lite 


bring 
portant part 


\merican 


Insurance plavs im 


democracy 


lam not implving that we should 


depend on advertising alone \ 


ot the responsi 


major proportion 


itv tor good public relations and 


creating Wari climate tor a sale 


would, of course, still rest with the 


individual company and individual 


held underwriter. Neither am [| sug 
gesting that anvthing can ever re 
pl 


ace the sound advice and counsel 
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Life Insurance——C 
ot a well-se lected, well-trained life 
underwriter 

Ikven the giant companies which 
spend as much as $5,000,000 on ad 
vertising cannot hope to be more 
a drop in the 


fluencing these 


than bucket im 


millions of discre 
tionary the 


H0's, 


spending in dazzling 


I understand that a national ad 


vertising program of even meager 
proportions means an expenditure of 
some S2Z00,000 to S300.000 a vear. 
If those companies not now in na 
tional 


advertising were willing to 


invest only a small fraction of what 


a national advertising program 


would cost, and if the other compa- 
mes m national advertising could be 


bac k 


small percentage of 


just an ex 
their 
al pro 


induced to cut 
tremely 
appropriation, we could have 


which could make great 


on public thinking —make the 
job of our held organizations eastet 

give everyone connected with the 
business a fecling ot greater Wupor 
attraction of 


both 


tance. -and make the 


new people to the business, 


11 


home and tield, materially easier 


| am not losing sight of the splen- 
did job which the American college 
with educational courses 


some 281 


Is doing, 


on lite insurance in col 


leges. As a part of this over-all plan, 
more money could be made available 
to them to enlarge greatly the scope 
of their work in this direction, to the 
that practically 
would have a course on life insur 


end every college 
ance for buyers of the future. 

| hope we could think in terms big 
enough to do the job, for the more 


thinks 


that no 


one about it, the clearer it 


becomes single company, 
large or small, is going to be able to 
do alone the job which will enable 
them to capture their share of the 


spending of the 60's 


PROPERTY VALUATION 


PROPERTY INSURANCE companies 
must give greater recognition to the 
Of property valuation as 
an underwriting factor, Bruce S. 
Stake, St. 


surance 


Louts, regional tire in- 


manager of the Michigan 


Mutual Liability Co., told the an- 
nual Mutual Technical 
Conference. He held that providing 


Insurance 


means of estimating insurable value 
is a service owed to policyholders, 
and that, in order to provide value- 
estimation worth, 
siderable technical training is neces 
Most have not 
realized the importance of such sery- 
ice to the company and the insured. 


service ot con- 


sary. companies 


STORM CLAIMS 


A ToraL or 14,161 storm claims ap 
proximating $3,920,054 caused by 
Hurricane Gracie, which swept into 
South Carolina on September 29, 
was adjusted and paid by capital 
stock fire insurance companies after 
clearance through Catastrophe 
Supervisory Office set up in Charles- 
ton by the National Board of Fire 
Underwriters, The Supervisory 
()tffice was opened in Charleston after 
an on-the-ground survey of damage 
Gracie. It staffed 
with adjusters from) member 


caused by was 
com 
panies. Its) job completed, the 
catastrophe office was closed Decem- 


ber 4. 


if 


Bonds and Burglary 

Fire and Inland Marine 
Accident and Health 
Casualty and Liability Lines 


As cherished today as the covered bridges built by 
their forefathers to span New England's 
churlish streams ts the heritage of service and 
dependability which has guided New Englanders in their 
business enterprise since Colonial times. 
Independent Agents who appreciate these qualities 
rely on the Peerless Insurance Company 
for modern, multiple-line coverages in the 
Bond, Fire, Accident & Health, and Casualty fields. 


Sasurance 


A Multiple Line Company Keene, New Hampshire 


Best's Fire and Casualty News 
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HIGHER AVIATION RATES 


VIATION INSURANCE news has 
to push its nose in 
front of all else, at least on this side 
of the Atlantic, since last writing 
Last month we had some comments 
to offer on curreat aviation affairs. 
following the annual conference of 
the International Union of Aviation 
Insurers, but on this occasion we 
are indebted to Alan Hunter of the 
British Aviation Insurance 
pany, for some revealing facts and 
figures on 


Com 


casualty 
()ver-all, adverse 


experience 
insurance condi 
tions persist in the aviation market 
There present 
hundred jet airliners and some eight 
hundred turboprop airliners on 
order, and this is almost hali the 
quantity of piston-engined aircraft 
now in use. Values continue to 
spiral, but the spread of risk is going 
down and down. 

Mr. Hunter's which he 
presented as a paper in London, is 
therefore of particular interest at the 
present time. While his facts and 
statistics represented something of 
a tour de force of the whole aviation 
casualty scene, at the same time he 
put forward at least one provocative 
proposal. The general trend out 
lined by him enables a reasonable 
prediction to be made of the loss ex 
perience that may be expected with 


are at nearly six 


report, 


the new jets, and from this there 
would appear to be a sound case for 
charging higher rates at this stage 
of the jet program. 

Will the airlines this 
argument? Mr. Hunter for one be- 
lieves they will, providing insurers 


meede 


DENZIL STUART 


MARINE AND AVIATION INSURANCE 
REPRESENTATIVE 


STEWART, SMITH & CO., LTD.,. LONDON 


are at all times consistent and that 
their approach to an aviation 
has a 


risk 
h ] ~ 1} yr 
sound technical supporting 
Mr. Hunter sug 


renewed study of such matters as 


argument, 


vests a 


long-term contracts and “twelve 


months from attachment’ covers 


Such a study, together with a watch 
world 


ful eve on aircratt 


patterns, 
may prove rewarding, he savs. to 
ensure that underwriters receive thi 
right income at the right at the 
cheapest rate, while stil] maintaining 
the goodwill of the airlines. Mr 


Hunter's case is that, even at the be 


time 


ginning of the production of a new 
type, msurers finish the first vear of 


jet operation exposed to sixty ait 
craft; but they have not had an an 
nual premium on sixty aircraft, and 
next vear they will be exposed to a 
further one hundred aircraft. but in- 


surers will not further one 
hundred annual premiums. Thus, 


according to his argument, there is a 


get a 


very strong case for giving cover for 
twelve months from date of attach- 
ment and getting in the premium for 


this, 


Totally Destroyed 


Of necessity, the information con 
tained in Mr. Hunter's paper ts 
pared for our purposes, but the fol- 
lowing is a summary of all the im- 
portant facts. Douglas has. since the 
war, built more civil airliners than 
any other manufacturer, and nothing 
improves the 
world-wide 
that 


much as 
the n, 
aircraft 
represents a peak of piston-engined 
achievement, then the record of over 


breed as 
sales 


the DC-6/7 


\ssuming, 


SeT ies of 


874 airliners shows that 46 of the 
best piston aircraft built have been 
totally destroved, taking no account 
of the important partial losses, We 
would seem to be reaching a post 
tion of perhaps one loss every sixty 
davs, and it is difficult to tell what 
the trend will be when. as the jets 
come 


forward, the piston-engined 


aircraft are handed down to other 


operators, some «ot whom have net 
operated four-engined equipment be 


fore 


Four per Hundred 
While 


nine 


the 
hundred 


experience of nearly 
airliners 


should give a fairly comprehensive 


| Jouglas 


picture of world airline activity, a 
check over the Super Constellation 
production again shows losses of the 
same sort of order, and, because it is 
generally accepted that since the wat 
the Americans have built some of the 
loss 
rate of four per hundred built can 
be regarded But even if 
we do as well as this we are 


hest piston-engined aircraft, a 


as good. 
now, 
with the new aircraft dealing with 
values which 
on the 


would produce losses 
big American jets of the 
order of $20 million per hundred air 
craft built for hulls alone 

Furning to turboprop aircraft, for 


quite a long time 


the Viscount, ot 
which over four hundred have been 
produced, held to a loss pattern very 
similar to that of the 


liners, 


Douglas ait 
However, as world activity 
with the aircraft grew, the trend has 
not quite held, and we have 
a record of five lost per one hun 


now 


page 


| 
| 
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dred built, and for the last eighteen 
months or so 
craft 


excellent air- 
lost ap- 
proximately every six weeks. It 1s 


these 
have averaged one 
doubtful whether either the airlines 
tolerate $5 
niillion every six weeks if the new 


or their insurers can 
jets do as well as the \ iscount, 
Two Loc kheed Electras have been 
destroved of the ninety odd built. 
While it is too early to predict a 
trend for this aircraft, it certainly 
substantial 
improvement over previous aircraft. 
Most of the — fifty Bristol 
Britanmas ordered been 


does not indicate any 

seven 
have now 
delivered and, although only one has 
been destroyed in airline service, two 
were lost during flight development. 
The record suggests, therefore, that 
the turboprop may not do quite as 
well as its piston-engined ancestor, 

The de Havilland Comet jet: air- 
liner has an excellent power weight 
ratio which enables it to pull itself 
often 


Some 


up by its own “boot straps”; 
very valuable in an emergency 


eighteen Comets are in service; one 


has been totally destroyed and there 
have been quite significant incidents 
causing damage of, say, £100,000 
each, During flight development the 
Convair 880 suffered loss of fin 
structure in flight, but remained con- 
trollable and landed without inei- 
dent. During certification flying, the 
DC-8 experienced a very heavy land- 
ing which may cost perhaps $2 mil- 
lion to repair, indicative of the sort 
insurers will face on 
incidents of this kind. But it is im- 
portant to stress that the certification 
program involved 1782 landings in 
2284 hours of flight. 

There are now some seventy Boe 


of charges 


ing 707’s at risk, and two have been 
lost, though not on passenger serv- 


ice, In addition, this aircraft has 
shed an engine over France, has 
dived 30,000 feet over the Atlantic, 


has suffered flight fire from over- 
heated brakes, has had three heavy 
landings, and on seven occasions has 
rudbed an engine on the ground. 
There 


press reports of 707 emergencies, 


have also been numerous 


but many of these incidents do not 
deserve the title of emergency, and 
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BRANCH OFFICES 


CHICAGO 


LOS ANGELES 


examination shows that they were 
relatively insignificant systems engi- 
neering defects which occur in any 
new aircraft. 

So far, experience with the jets is 
reasonably in accordance with what 
can be predicted from piston-engine 
and turboprop experience as de- 
scribed. If trends continue 
then it can be seen quite clearly 
what we may expect in relation to 
the deliveries from the factories, 
since within the next twelve months 
there will be three hundred fifty jets 
at risk. If previous patterns hold 
good, and we must hope that they 
don’t, then by the time five hundred 
jets are delivered there may be only 
four hundred eighty left. 

Runway length is a critical factor 
in jet operations, and both overshoot 
and undershoot accidents are ex- 
tremely expensive. One of the impor- 
tant 


these 


features of the new American 
jets is the podded engine hanging 
below the wing. These are worth 
roughly $1 million for the set and 
in the event of undercarriage col 
lapse, they must bear the brunt. of 
accident damage. Under certain con- 
ditions of maximum weight and high 
temperature, the modern airliner 
needs almost two miles of concrete, 
and it is important to recognize some 
of the new factors which are now ap- 
pearing. For instance, the DC-6 
reached, perhaps, 110 knots during a 
maximum weight take-off, and the 
DC-7 reached 125 knots; but. the 
Boeing 707 may get as high as 162 
knots, at which speed it is gobbling 
up the remaining concrete with very 
considerable rapidity. The effect of 
slush on a runway surface is becom- 
ing quite important at these very 
high speeds, and some figures for the 
new jets suggest that a half inch of 
slush gives a 14% increase in take- 
off distance and two inches mav give 
as much as 50% increase in take-off 
distance, while deep-water puddles 
have a simular retarding effect. 


AVIATION FIRE HAZARD 


STILL ON THE subject of aviation, 
the Fire Protection Association here 
has recently produced an interesting 
booklet on Fire Protection and the 
Maintenance of Aircraft. Apart from 
the internal publications of some 
airlines and fuel companies, there 
is no single publication in Britain 
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which deals with the subject as a 
whole, and this booklet is intended 
to fill the gap by indicating the direc 
tion in which hazards he and by giv- 
ing broad recommendations for pro 
tection against them. 

There are three main sections: 
hangars, maintenance work and fuel 
ing. It is the second section which 
is the most absorbing, and here it is 
stated that work on the fuel system 
is one of the chief fire hazards and 
this aspect is dealt with at length. 
Other hazardous operations  dis- 
cussed include work on the oxygen 
system, electrical tests and repairs, 
heater checks, dope and paint spray 
ing. Any one interested in obtaining 
a copy of the booklet should write to 
the Fire’ Protection Association, 
31-34, Gresham Street, london, 


RADAR AND COLLISIONS 


As WE HAVE saip before in these 
columns, the 1960 meeting in Lon 
don to revise the 1948 International 
Convention on the Safety of Life at 
Sea—which the Americans dub 
SOLA promises to be the most 
iunportant meeting of its kind to be 
held since World War II. It is ex- 
pected that decisions will be taken 
on nuclear powered merchant ships, 
the stability of passenger liners in 
damaged condition, the extended use 
of inflatable life rafts, and problems 
associated with giant tankers. 

But probably the major topic for 
consideration will concern radar and 
the collision regulations, \ set of 
proposals to be placed before the 
meeting has been revealed in London 
and is of considerable importance 
At a conference in London in 1957 
to discuss the avoidance of collision 
at sea and in the air, the three spon- 
soring bodies (the British and 
French Institutes of Navigation and 
the Ausschuss fur Funkortung) de 
cided to set up a_ representative 
working group to study the desira 
Inlity of amending the International 
Collision Regulations to take into 
account the use of Radar 

The group, which had a most dis 
tinguished membership, has now 
made its report and this proposes a 
few additions to the rules and a few 
amendments. As expected, it was 
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DON'T FORGET YOUR 
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they do, be sure you have them protected with product 
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Coming Soon! 


The completely redesigned and expanded 1960 edition of 


DIGEST of 
INSURANCE STOCKS 


The indispensable reference work for organized and continuous 
investment analysis and research on fire, casualty and 
life insurance stocks. Recognized as the most com- 
plete digest of its kind in existence. 


Whether you’re interested in adding insurance stocks to your 
personal portfolio, keeping tabs on securities you 
already own, rounding out your background knowl- 
edge on insurance stocks or comparing your own 
company’s progress, performance, and practices with 
those of other carriers. . . 

The 1960 BEST’S DIGEST OF INSURANCE STOCKS offers a 
wealth of detailed information for over LOO stock 
insurance companies—fire, casualty, and life .. . 
streamlined in format and greatly expanded in cover- 
age this year, virtually the entire actively traded 


market! 

Resources — Ten-Year Trend: Distribution and Five-Year Growth 
assets, capital, surplus-voluntary of Premium Writings: total and 
reserves, conditional reserves, by classes of business. 
book value. Five-Y. Rati 

Liabilities — Ten-Year Trend: 
loss reserves, unearned re- 
miums, total liabilities, liabili- Cash Dividends Declared—Ten 


In this ONE book 


ties % of book value. 


Five-Year Net Premiums Earned 
and Written: in dollars and in 


you'll find such 
r % of book value. 


data as... 


Tea-Year Per Share Figures: par 
value, book value, invested 
assets, net premium writings, 


yearly market range. 


Ten-Year Earnings Breakdowns— 
Amount and Per Share: net in- 
vestment income, statutory un- 
derwriting, changed unearned 
premium equity. 


Years: amounts. 


Capital Gains or Losses: ten-year 
histories (amount and per share) 
of profit or loss security sales, 
appreciated or depreciated asset 
values, miscellaneous. 


Historical Summary 

Scope and Type of Operation 
Management 

Current Dividend Rate 


Test this outstanding reference work now, while you can. Dis- 
cover for yourself why so many individual investors, 
investment analysts and professional fund managers 
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at $20.00 per copy. 


copies of the 1960 edition of BEST'S DIGEST OF INSURANCE STOCKS 
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QUESTION | 


( This isa True or False question ) 
a. It is not important that the under 
writer have the application for a 
bond properly tilled out and timely 
executed. 

b. The death of a third party general 
indemnitor prior to the time of the 
execution of a bond does not relieve 
the estate of the indemnitor from loss 
surety sustained on said bond 

should have a 
familiarity with the basic contract 
documents 


c. The underwriter 


where bonds of sizable 
amounts are involved. 

d. Where there 1s no prov ision about 
time of performance, the law implies 
that it must be performed within a 
reasonable time. 

e. An oral agreement to indemnity a 
surety in consideration of its execu 
enforceable 


New 


tion of a bond ts not 
under the law of the State of 
York. 

f. If all sureties sign same bond and 
each surety binds for full penalty, 
then the suretyship 1s unlimited. 


cellable on notice 


contract surety bond is can 
h. Principal on a contract bond upon 
which the surety has sustained a loss 
may obtain a discharge bank 
ruptey even though he made a fraud 
ulent statement as to a material fact 
in his financial statement. 
i. The underwriter may consent to 
a premature release of the retained 
percentage without the consent ot 
his reinsurers 

j. The surety, if it elects to finance 
its principal (contractor), must, be 
forehand, obtain the consent of its 


remsurers 
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k. A mutual mistake ina bid permits 
a withdrawal as of right betore open 
ing of the bids 


Contracting officer has right) to 


reject bids when in the interest of 
the Government 

m. The contractor need not exhaust 
the administrative procedure betore 
he can litigate in the court of claims 
n. The destruction of subject matter 
may excuse performance where there 
is a contract to repair or to do work 
on an existing building 

o. If the surety acknowledges a no 


tice of assignment with reservation 
of rights, the assignment is invalid 
p. Under the Miller Act, “tinal set 
tlement”’ detined as the 


has been 


moment when the “final payment” 


has heen mace 

contract bond, the 
that the 
tract monies will be dedicated to the 


q. In 


writing a 


underwriter assumes con 

» and discharge | 
performance and discharge of the 
obligations set forth in the contract 


r. Claims bv the United States on 
account of tanxes of other debts owed 
to it by 


fully 


the contractor can 


SUCCESS 


be asserte d only 


agaist prop 
erty or right to property belonging 
to the taxpaver contractor 
s. Under the Federal tax laws the 


withholding taxes on wages and the 


social taxes need not Vv 


collected by the 


SCCUTILN 


emplover 


Casualty and Fire 
REINSURANCE 
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The following questions and selected answers are taken from the final 
examination given the students of the Suretyship Law Course, at the 
Evening School, the Insurance Society of New York, New York. 


with section 137 of 


York State 


t. In accordance 
the New 


separate bond is required, guarantec 


finance law, a 
Ing prompt payment of monies due 
to all persons supplying the contrac 
tor or sub-contractor with labor and 
materials emploved and used im cat 
rving out the contract 

u. The 
reque sted by the State 


of Public Works, 


of experience, ability, and financial 


Mdder need not, even though 
Department 
present evidence 
standing as well as a statement as 
to plant and machinery 

v. Under New York State 
law. section 138, of the State of New 


financial 


York, the contractor is not prolib 


ited) from. assigning, 


transterring, 


conveving, sub-letting or otherwise 


disposing of the contract or his 


right, title or interest therem to any 


other company or corpora 


previous consent m 


1 Son, 
tion without the 


writing of the Superintendent of 


Public Works 

w. Under section 25.\ of the hen 
law of the State of New York, a 
contractor is net restricted im the 


use of contract monies on a publre 


rave ment 


x. In order to secure any rights and 
under the payment bond 
pursuant to section 137 of the New 


York State tinance law, laborers and 
materialmen must timely tile and en 
force their mechanic's hens pursuant 
to the provistons of the lien law 


before the construc 


\ \t any time 


tion or demolition of a publi Wm 


Is ¢ omple ted and accept d 


by the state or by the public corpo 


ration and within thirtv davs after 
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such completion and acceptance, a 
person performing work for or fur- 
contractor, 
his sub-contractor, assignee or legal 


nishing materials to a 
representative, may tile a notice of 
lien with the head of the department 
or bureau having charge of such con 
struction or demolition and with the 
comptroller of the state. 

z. If the lien is for labor done or 
materials furnished for a public im- 
continue for a 


provement, it may 


period of one year from the time of 


filing the notice of such lien. 
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Answer 


QUESTION 2 


The contractor had agreed to erect 
a dam in 1938. He 
performed work allegedly beyond 
the contract requirements. A dispute 


Colorado in 


arose as to the amount recoverable 
for the maintenance and repair to 
machinery and equipment. The con- 
tracting officer made an allowance 
which the court of claims termed 
arbitrary and capricious. The United 
Siates Supreme Court, in a startling 
opinion, reversed the judgment of 
the Court of Claims. 

a. What is the name of this famous 
case: 

b. What is the key point in this case ? 
c. Was there any legislative measure 
adopted to overcome the ruling of 
the United States Supreme Court ? 
If so, explain, 


Answer 


(a) The Wunderlich case (1951), 
(b) The key point is that the con 
tracting officer was allowed to be 
sole judge of questions of fact arising 
on the job and his decision could 
only be overturned on the ground 
of proved fraud. 

(c) Legislation initiated by the As 
sociation of General Contractors and 
passed by Congress in 19545 which 
added caprice, arbitrary and unrea 
sonable conduct as grounds for ques 
tioning a decision of the contracting 
officer. this legislation 
supported the Court of Claims find 


( Basically 


ings before it was overruled by the 
Supreme Court.) 


QUESTION 3 


Define joint venture, 
Name five (5) elements that appear 
a jomt venture 


What are some of the distinctions 
between a joint venture and a part- 
nership ? 
Name five (5) advantages in a joint 
venture. 


Answer 


A joint venture is an agreement 
by two or more persons (natural or 
legal) to undertake a specitic con- 
tract by pooling their resources with 
the intention of making a profit. 


(1) Common purpose made manifest. 


(11) Intent to share profit or loss 
resulting from operations. 


(Til) Equal control of the project 
by all joint venturers. 


(IV) Contribution of some resource 
by each joint venturer (e.g. money, 
equipment ). 


(V) Nominal head in charge oper- 
ating for all joint venturers. 

Joint venture is usually for one en- 
terprise. 

Partnership has a contributing pur- 
pose. 

The joint venturers may limit their 
control in administration and thereby 
reduce their apparent agency. 

A partner is always the agent for 
the partnership. 

\ joint venturer may sue his joint 
venturers during the currency of the 
joint venture. 

\ partner may not sue another part- 
ner during the currency of the part- 
nership (at least until after an ac- 
counting ). 

\dvantages of a joint venture. 


(1) Enables larger jobs to be done 
by a policy of individual resources. 


(2) Allows joint venturers to check 


against each other the estimates of 


a job cost, 


(3) Allows the productive use of 
idle machinery, labor and _ facilities. 


(4) Promotes reciprocal exchanges 
between joint venturers on other 


large projects, 


(5) Allows money to be invested 
( The joint venture is composed of 
many parts; men, money, machines, 
ete. and a venturer need only put 
in if all the other factors of 
production are available. ) 


money 
(To be continued ) 
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News from London—from page |23 
not possible to reach complete un 
animuty on a number of controversial 
issues. Nevertheless, the group's 
suggestions seem to he of great value 
in that they define the responsibility 
of the navigating officer who has 
radar at his command. In the in 
troduction to the regulations it is 
proposed to make it quite clear that 
the term “in direct 
visual contact, and that the posses- 


sight’ means 
sion of radar can never relieve a ship 
from the obligation of conforming 
with the Collision Regulations. 
Regarding the key Ruie 16, there 
is still considerable confusion at sea 
as to whether the use of radar im 
thick weather may be considered a 
circumstance, within the meaning of 
the rule, to be taken into account in 
assessing what constitutes a moder 
ate speed, So as to make clear the 
fact that one ship is operating radar 
should normally be considered one 
of the circunstances, the group pro 
poses that the rule should read as 
follows: shall 
in fog, must, falling snow, heavy rain 
other condition 
similarly restricting visibility, go at 


(a) Every vessel 
storms, or any 


a moderate speed, having careful 
regard to the existing circumstances 
and conditions as indicated by in 
formation from all avatlable sours £3. 
(bh) A power driven vessel hearing, 
apparently forward of her beam, the 
fog signal of a vessel the present 
heading, position and relative move 
ment of which are not ascertained, 
shall, so far as the circumstances of 
the case admit, stop her engines and 
maintam her course, taking all way 
off tf necessary: she shall then navi 
gate with caution until danger of col 


lision is over 


OPservattons 


| sel hose 
indicate that there ts 
another vessel forward of her beam, 
ata distance of less than two mules. 


with wrich there ts a risk of colliston 


shall take these precautions even 
though no fog signal has been heard 

Rule 29 also is clarified in the fol 
lowing wav: Nothing in these rules 
shall exonerate anv vessel, or the 
owner, master or crew thereof from 


the consequences of anv neglect to 


keep a proper lookout every af 
propriate means available . 
(which of course, includes radar ) 


\n appendix to the proposals 


draft “radar 


the form of a 


takes 


For January, 1960 
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guide,” the idea of which ts to give 


meaning to the phrase “the ordinary 


practice of seamen” ( Rule as 


far as the use of radar at sea ts con 
cerned, The French members of the 
group, while fully agreeing with the 
a slightly 


guide, saw matters from 


ditferent angle, and submitted pro 


posals of their own. The guide 
stresses the necessity for continuity 
of observations and for relating the 


series to each other, so that the risk 
of collision can be determined 
Whenever practicable, ships should 
avoid coming to close quarters (less 
than three niles) by taking early 


and bold action, 


The “hold” Ss of 
difficult to detine, 


word 
but it is suggested 


that in no circumstances would an 
alteration of course of less than 30 
degrees be considered bold. | 
tinual changes in speed make it dift 
cult for either ship to compute the 


other's movements, and it is there 
fore better to make a large alteration 
of speed than a succession of small 


ones 


HUDSON BAY TRADING 


Dt ring THe TOSS season of Eludson 


fifty-five sl 
Navigation, t\ Ve 


commeretal vovages to hureball and 


loaded full rain cargoes tor 


european destinations a record 


number of ships and nine more than 


in the previous season \eccording 
to the IX&th report of the Common 
wealth Shipping ommuttee on 
son Bav Marine Insurance Rates. 
the fiftv-five ships loaded 
OOO bushels of gram, toppimg the 
previous season's record by 3,336 
OOO bushels Ship arrivals were 
spread fairly regularly through the 


trading season, the first Ips enter 
ing the port on uly 26 and the last 


one leaving on Crectober 11 


\part tron i short ertod im 
September when tive arrivals created 


were encountered at Churchill \nd 


apart trom one casualty. which did 
Het appear to have been caused by 
the climatic hazards of the route, no 
ship using the route was reported as 
having  sustamed damage 
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Canadian authorities plan to increase 
the berthage facilities at Churchill 
and the additional 
should be 


accommodation 
available in about two 
years’ time, 

The 1958 season again opened for 
ships passing Cape ( hidley on July 
23, subject to masters being given 
permission to proceed inwards by the 
Canadian Government 
N. B. MeLean and, as permitted 
by the Hudson Bay Scale of Addi 
tional Premiums, ships could leave 


Churchill up to October 15, or as late 


icebreaker 


as October 20 by payment of a sur 
charge of 25% onthe Scale rates for 
ships leaving between October 15 
and 20 


were 


Phe first ships to arrive 


given permiussion to enter 
23, but the 
european 


destination again left Churchill some 


Hudson Strait on July 
last ship to load for a 


days before the last date permitted 
by underwriters. First ice, however, 
lid not begin to form in the Bay at 


Churehill until November 15 


FIRE LOSSES INCREASE 


MANY BRITISH companies’ home fire 
accounts for 1959 must be in the red 
as a result of last vear’s experience, 
for the fire account, which returned 
a consistent profit for eleven vears, 
The 
total cost of tire losses in the U. Ki; 


excluding 


has deteriorated very sharply. 


claims under profits 


polic ICs, varied between £23 million 


and 


£27 million during the years 
1951-1958. But this consistency dis 


appeared in 1959; the first nine 
months of the year produced losses 
of about £30 million, and the final 
total, when known, is expected to 
top the £40 million mark 

This is indeed a formidable figure 
which, added to losses in the North 
American market and general over 
fail to have 
had a marked adverse affect upon the 
year’s underwriting results. In the 
final part of 1959, U 
were affected by the devastating 
flood damage on the French Riviera, 


seas business, cannot 


accounts 


the typhoon damage in Japan, and 
damage from hurricanes Gracie and 
Debra, 
cant for a series of destructive fires 
the 
long dry summer also had a bearing 


At home, 1959 was signifi- 


in automobile factories, while 


on casualty experience. esti 
mated £40 million-plus total for the 
U. K. include additional 
losses under profits policies, which 


does not 
are becoming increasingly severe, 
The upward trend industrial 
fire damage is, of course, underlined 
by the changeover to the large fac 
tory and to mass production and 
automation, and insurers are now 


facing something already experi 


enced in the U.S. A.——huge accumu 
lations of value housed under one 
roof. Apart) from the insurance 


angle, fire wastage of this sort is the 
cause of considerable economic loss 
to the country, especially in export 
markets. It is a problem for imsurers, 
industry, and the government. 


INCIDENTALS 


SRITAIN’S NUCLEAR Installations 
(Licensing and Insurance) Act will 
come into force on April 1. 

The favourable casualty experi 
ence regarding lost propellers con 
tinues. In the second quarter of 1959 
only one ocean-going ship was re 
ported to have lost her propeller, 
compared with four ships in the first 
quarter. In the third quarter five 
ships lost their propellers, but none 
was a “Liberty’’-type steamer, This 
brought the total for the nine months 
to ten ships, six fewer than in the 
same period of 1958. Of these ten, 
only one ship was a “Liberty” type 

Rk. A. J. Porter, G. Ewart Thomp 
son and F. Williams have been 
elected to the Committee of Lloyd's 
for a period of four years (from 
January 1, 1960), and replace Sir 
Walter Barrie, Ralph Hiscox and 
David Beck. 

Reginald C. Harradine, ad 
juster of cargo claims at Lloyd's and 
insur 
He had 
held the position since 1935, and 
his expert knowledge and wide ex 
perience of marine insurance served 
Iloyd'’s well. 
Hf. F. Johnson. 

Many people in aviation insurance 
in the U, S. A. will regret to hear 
of the sudden death of Peter Lang 
mead, general secretary of the In 
ternational Union of 
1955. He 


well known in international 
ance circles, has retired. 


He is succeeded by 


\viation In 


surers since was in his 


late forties. 
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Fire Insurance—Five-year Annual Re- 
newal Plan—Right of Insured to Re- 
new at End of Year 


Vutual Fire Ins. Co. v. 
(Court of Appeals of 
1959) 327 S. W. 2d 20. 


Candler 
Kentucky, 


The insureds requested of their 
long-time insurance agent a fire in 
surance policy on their rooming 
house, for $10,000, “for one vear, 
with annual extension option.” 

The policy issued was designated : 
“5 vr. Annual Renewal Plan—Ist 
yr.’ and was for a term of one year 
\ rider permitted renewal annually 
for four successive years by issuance 
of a counter-signed renewal certifi 
cate on payment of 80% of the 
premium, but the company could 
change the premium rate. It was ex 
pressly provided that the cancella 
tion privilege of insured and insurer 
was not waived by the 
privilege. 


renewal 


During the second policy year the 
insurance agent wrote the 
policy ceased to represent the in 
surer his state 
its agent expired and was not re 
newed, but the insureds were not 
notified of this fact. The agent re 


who 


because license as 


ceived no turther company notices of 
expiration or renewal dates. As a 
result, nothing was done at the next 
renewal date. 

Some sixty days after the renewal 
date the formerly insured building 
was destroyed by fire. The insurance 
company refused to pay the loss and 
the insureds sued for the face amount 
of the policy. 

Phe trial court permitted full re 
covery on the theory the insureds 
had requested of the agent a policy 
for tive years and that the insurer 
was estopped to deny the policy was 


in full force and effect. The decision 


For January, 1960 


Edited by R. M. MacArthur, MacArthur & Whiting, Miami, Florida 


was further based on the practice 
of the agent to give the insureds 
notice of expiration which, 
coupled with the company’s omission 


dates 


to notify the insureds of the termt- 
nation of the agent’s authority, was 
held to work an estoppel against the 
insurer 

Qn the insurance company’s ap 
peal to Kentucky's highest court it 
was held the policy had expired and 
that there could be no recovery for 
the loss. 

The Court, speaking of the re- 
newal provision, said “we cannot 
read into this provision any covenant 
that either party may force a renewal 
after the original term of one vear 
has expired.” Further, “We believe 
this rider was not intended to deal 
with renewal procedure, but only 
with premium rates after there had 
been in fact a renewal.” And, “We, 
therefore, tind this case no different 
trom. the which in 
volves a policy that has no rider such 
as was attached to the 


ordinary one 


licy 
here, 


Automobile Liability Insurance—Vio- 
lation of Co-operation Provision 
Waived by Defending Insured's Case 
Without Reservation of Rights 
Beam v. State Farm Mutual Auto- 
mobile Ins. Co. (U.S. Court of Ap 
peals, Sixth Cireuit, 1959) 269 F. 


2d 151. 


This case involved facts that the 


insured promptly reported the acci 


INSURANCE 


HENRY DIMLING AyustERs 


3505 W. éth St., Los Angeles 5, Cal. 
690 
© 24 Hour Service « 
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Pomona, Ventura and Bishop, Cal 
Refer all Losses to Los Angeles. it's faster 
by Wire or Air Mail 


dent, took the 
insurer's 


police to the 


report 


othee, gave longhand 
statement to the insurer's representa 
tive, and said he could not atford to 
miss work, but would go to court if 
insurer would pay his « xpenses and 
lost The insured was in 
formed by letter of the name and 


address of the insurer’ 


wages. 


s attorney and 
was requested comply with re 
quests of the attorney and to notify 
the attorney of any change of ad 
dress, 

On two occasions the insured was 
notified of the taking of his deposi 
tion. He received these letters but 
failed to appear at either deposition 
hearing. After notice, by letter and 
telegram, of the trial date the in 
sured failed to appear at the 

No 
rights was made until after the trial 
of the case, 
form of letter 
sured. 


trial 
attempt reservation ot 
when conventional 
was sent to the im 

The lower court held the 
had breached the co-operation 


clause, thereby absolving the insut 


insured 


ance company of 
judgment obtained 


sured, 


habilitv for the 


against the in 


The federal appellate court held 
that the cooperation clause was for 
the benefit of the insurer and could 
be waived, and that the insurer's 
control of the litigation im the face 


of non-cooperation 


and without 


reservation of rights was an irre 

vocable waiver of the right to escape 
liability on the policy on account of 
the breach of the 
vision. 


co operation 


pro 

The Court concluded its opinion 
by a statement of the insurer's rights 
with respect to non-cooperation, say 
“We that the mere 
failure of the insured to attend the 
trial will not by itself automatically 


ed 


ing: 


realize 


v4 
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Home Office and Field 


Aetna Casualty: \dvanced to 
managers: Thomas 1. Fee 
Harold M. Richter, Cleveland 
Mulcare, Cincinnati 


Wor ral 
Detroit 
and Jame Ss 


eston, 


Assistant 
from New 
covering castern Mass 
and special agent 7 
Georgia to 


Transfers 
Ainniry 


Aetna Insurance: 
manager George 
Orleans to 
and Rhode 
Wade Ricks 
field 


soston 
Island 


from outsiana 


Agricultural Ins. (N. Y¥.): Supervision of 
business in) Missouri has been transferred 
to newly-formed western dept. in St. Paul 
Minn... and operations in 
been expanded to include 


Missouri have 
full castralty 
facilities under direct supervision of state 
agent James R. Handley at Kansas Citys 
Allstate Cos.: Fxccutive appointments at 
regional ofhees: LeCain, op 
erating manager, and Charles W. Brake 
freld, district sales manager, St. Petersburg 
John L. Hildebrandt, claim manager 
Kansas City; Charles Morris publi 
relations manager, and James 1. Peabody 
supervisor, Denver: and Herbert ] 

claim manager, national 


sales 
Engel 
dept. 


counts 


America Fore Loyalty Group: Vice presi 
dent Harold F. Gee has assumed charge 
of the advertising and public relations 
dept. succeeding vice president Frank § 
Ennis (illness), and Robert A. Nay 
nated superintendent of the dept 

Vice president and manager Ben I 
Boynton (Lovalty) has been appointed to 
same position for America Fore companies 
at Dallas filling vacancy resulting 
death of James D. Culpepper 
dent Tom R. Chatfield 
Aubrey D. Jackson, 
America Fore fire 
presidents of all 
and will serve as 
Mr. Boynton 
and 
Richardson 


desig 


from 
Vice presi- 
(Lovaltv) and 
formerly secretary of 
companies, became vice 
companies in the group 
immediate assistants to 
fdolph W. Bech 
assistant secretaries Flits D 
and Wilmer J tilen, all 
America Fore tire cos tlso been ap 
pointed to similar positions for Fidelity & 
Casualty Co. and Lovaltv companies. ¢ 
Hugh Heard, former regional claims su 
pervisor——southwestern dept ind Spur 
geon EF. Wels! previously agency 
intendent—— home both for 
Casualtv have been 
sistant 


Secretary 


have 


super 
Fidelity 
ippomnted as 
companies at 


secretaries for all 
southwestern dept. in Dallas 

Donell D. Pittman and F. J]. Murphy 
have been appointed superintendent of 
southern personnel dept. at Atlanta and 
issistant superintendent of Canadian au 
tomobile dept. at Montreal 
for America Fore companies 

Wilham N. Carro 
igency cirector of 
joined the 
as 


health dis 


respectively 
formerly assistant 
Marsland Casualty, has 
Lovalty insurance companies 
supermtendent in accident 


in head othee at Newark 


American Ins. Group: 


has been promoted to assistant superin 
tendent in advertising and sales promotion 


div. at head 


For January, 1960 


Casualty manager Ri 

has been transferred to San Francisco 
branch and is succeeded at Des Moines 
branch by Charles 4. Fosselman, who was 
casualty underwriting supervisor. Stanley 
F. Peters has been promoted to production 
manager at John EF. Carruth 
has been claim manager at 
New 


loronto 
appointed 
Orleans 


American Surety: Joseph D. Foster has 
been advanced to manager at) Houston 
replacing William J. Decherd, who became 
regional surety bond 
regional othee in 
Morchead has been 
at Portland branch 
lewis, now 
Surety Co. in 


inanager ot western 
Chicago Richard 
elevated to manager 
succeeding 
with 


Loronto 


Camden: Jolin W. Causey has been ap 
pointed special agent in western Kentucky 


Casualty of Cal.: Southwest headquarters 
otlice is located at 1016 
Houston 


now Richmond 


Chubb & Son: Haller Wal 
ippointed marine-inland marine manager 
of Pacific dept. in San Francisco succeed 
ing ©. Convers Goddard, appointed man 
ager of Canadian dept 


es ras been 


Commercial Standard Ins.: / 
Lang has been appointed special agent for 
south Pexas working out of 
branch othee 


iston 


assistant manager of western dept. of Na 
tional of assistant 
vice president in lability agency dept. and 
president: Burton Har 
transferred from: surety dept. to liability 
agency dept 

Re Vl Jones 


been appomted 


ivar 
was clected 
ASSISTANE Vice 
Jack Morrell have 


woident- health 
md Grand Rapids 


and 
at Columbus respec 
tively 

Ellis-Smith & Co.: formerly 
special field) representative west) and 
cast’ Texas for National Surety Corp., has 
joined this Dallas firm as account execu 
tive 


and dubrey I 
ippomnted special 
south 


Founders’: !! Aiton 
have been 
for north and 


agents 


Pexas respectively 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 


Ointments 


The Fund: 


Oliphant 


Pacitn dept 
named tire 
Philip iInesley, 
querque \M 
request 


changes 
manager succeeding 
transterred to Albu 
as branch manager (his 
Roland ¢ Willams becomes 
superintendent of auto-casualty dept. suc 
ceeding James B 
at) San 
Oliphant 
Southern 


named 


named manager 


Francisco replacing Mi 


branch 
dept 
auto-casuialty manager succeeding 
the late John L. Earl with W. Hanson 
Oxford and Robert J. Ross as assistant 
THAN 

Nicholas R Castatiano has become 
hond burglary special agent ino Washing 
ton, ¢ replacing Brian M 
transterred to Pittsburgh othe 

1. Roy Thomson has 
to manager of 
in’ Pacitie 


SUCCCE ding 


Dana Roelu 


been advanced 
inland 
dept ot 
Myron DuBain, 
president with nationwide 
marine Operations tor The 
Patterson replaces Mi 
ant manager of Pacitic inlanc® marine ce pt 


marine 
Fireman's 


Fund = Ins 
now Assistant 
inland 
Fund. William 


Thomson as assist 


Vice 


General Ins. (Wash.): 
has been appomted services manager and 
is succeeded as Seattle service 
ministrative manager by Lewis Dean 

William He. Intemann has been ap 
pointed sales manager of eastern div. and 
Michael J. Pasino becomes administrative 
manager Charles R. Tread 
Mr. Intemann as service 
at’ River bilge ] inal 
Hla rington, Jy becomes 

Donald HS 


manager of 


othce ad 


places 


manager has been named 
Robot R 
Cahall has been named sales manager and 


Donald C. Fladset 
trative 


sales central civ 


promoted to adminis 
manager, both for northemn Cali 


fornia 


Glens Falls: manager 
of home office multiple risk dept has 
been promoted to supermtendent of Pa 
Coast inland marine 


and multiple 


line dept 


Hail Reinsurance Management, Inc.: 
Wallace J. Burt, Jr., formerly vice presi 
dent and director ot Northeastern This 
Co... has this concern 
heen appoimted manager of Northeastern 
Hail Pool He will also operate a reinsut 
mtermediary 


formed which has 


business embracing all 
with 
pave Ingersoll \ve Des 


classes of business 


offices located at 


lowa 


fdeock has 
superintendent ot 


Hartford Group: 
been promoted to 
printing supply and purchasing succeed 
mg Osmond W. Sno resigned 
I. Halloran replaces Mir. \deook 


as Super 
Visor of 


home printing 
Robert J. Dace 
succeeded as head ot the COPY and duph 
cating unit by Rocco R. Ss 
Harttord Accident 
Cheney elected an secretary and 
Charles T. Borem promoted to superin 
tendent, fidelity surety dept. at Pittsburgh 
Robert L. Holden, resigned 


ant and 
| 


is assisted by who is 


msone 


changes 


Jacl 


assistant 


SUCCOE ding 
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Field Appointments—Continued 
Holly & Co., Inc.: [his firm and John M. 
Riehle & Co., Inc., will operate a joint 
office at 41 Eb. 42nd St., New York City. 
bach concern will retain individual corpo- 
rate identity while making their combined 
resources available to their clients 


Home Ins. (N. Y.): / 
Iifred A Wolff clected 
secretaries and transferred to 
dept. and eastern dept 

C. Harry Smith, 
retary 


Seaman and 
were assistant 
southern 
respectively 

vice president and sec 
has been granted a medical leave 
ot absence 


Indemnity of N. A.: Manager 
Cummings has been 
Hartlord (Conn.) service and is re- 
placed at Nashville (Lenn.) by Donald C. 
Hart, who was assistant manager at Pitts 
burgh, Pa 


Leonard 
transferred to new 
othice 


Inter-Ins. Exch. (Ill): Roger K. Anderson 
has been advanced to underwriting man 
ager succeeding the late E. W. Armstrong. 
Johnson & Higgins: Richard M. Rohn, 
formerly director of group sales in Boston 
for New England Life, has been appointed 
a senior account executive 


London Gucrantee: \ccounts receivable 
credit: insurance dept. facilities in’ Phila- 
delphia othce have been expanded under 
the direction of Hugo A. Vogt, general 
agent 


London & Lancashire Group: !!i/livi S. 
Davis, Conn, state agent, is in charge of 
the new branch office in’ Suffolk (Va.), 
which succeeded the Virginia General Ins. 
Agency, Inc., in supervision of activities in 
Virginia William W Meissel, tormer 
president of the agency, will assist the 
companies in a consulting Capacity. 


New York City Exchange 
Digby 9-3243 


REINSURANCE 


Eacie Fint Insurance Company 
ESTABLISHED 1913 
26 JOURNAL SQUARE 


JERSEY City 6. N. 


J. 


Jersey City 
Oldfield 9-6430 


Fdward FE 
field 


Lumbermens Mutual Ins.: 
Brumfield has been appointed as 


representative in Tennessee 


Marine Office of Amer.: Jo/in 4. Potts 
has been advanced to resident vice presi 
dent in charge of Canadian operations 


Market Mens: Jack Birmingham has been 
appointed agency manager 


Mead & Co., D. R.: Mead, president 
of this Ft. Lauderdale (Fla.) independent 
insurance and mortgage banking firm 
announces the opening of an insurance 
dept. under the direction of Carl FE. Peter 
son. James D. Holston has been appointed 
to insurance underwriting and production 
dept 


Michigan Mutual Liab.: 

has been promoted to credit manager 
Donald C. Boza has been advanced to 

acting regional credit manager at Detroit 


National Casualty: ‘iiss Mary Oshin 
was elected secretary succeeding the late 
W. C. Butterfield. James H. Schroede 
has been appointed superintendent ot 
claims, accident-health div 


National of Hartford Cos.: 
Martin has been promoted to state agent 
of central and southern [linois succeeding 
Carl G. Schaefer, promoted to assistant 
manager ot western dept. 


National Union Cos.: Manager 
Wallin has been promoted to. resident 
vice president at East Orange, N. | 


Nationwide Cos.: Donald Fo Scott has 
been named district group manager in 
White Plains and Long Island, N. \ 


New Hampshire Group: Special agent 
Vero Brumbaugh, Vampa, Fla., has been 
promoted to state agent. Stewart H. 
Harman has been appointed special agent 
for Ohio, and John R. Royer, Jr., special 
agent in Philadelphia branch succeeding 
special agent Richard T. Bjorn, 
ferred to Portland (Me.) branch 


trans 


Northwestern Mutual: Mac Jolly has 
been named claim manager at Los Angeles 
succeeding the late Paul Torgerson. 


Peerless: Francis H. Sullivan, Jr.. has 
been promoted to manager at Concord 
N. HL) branch office and is succeeded as 
special agent in Albany (N. ¥ 
B. Descoteau. 


by Geor 


Phoenix of Hartford Cos.: iansicried 
State agent William E. Evans to Little 
Rock, Ark.; special agent Cong Reed 
from Denver to Albuquerque, N. M.; and 
spec ial agent Raymond E. Manchester 
from Shreveport (La.) to Jackson, Miss. 


Phoenix of London Group: (Jr ©. 
Hoffman has been appointed special agent 
for northern Hlinois 


Reliance Ins. (Pa.): Prater has 
been appointed state agent tor 
Missouri 


western 
succeeding M Vaugl 
resigned, in addition to lis present 
activities in Kansas; Ro Piehil 
assist him as special agent 
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Retail Credit Co.: Jesse P. Splawn, 
ant manager of Birmingham branch, has 
heen 


ASSIS 


ippointed manager of a new branch 


othce in Savannah, Ga 


Riehle & Co., John M.: Sc 


Inc. 


Holly & Co. 


Royal-Globe Group: Milind 
bridge has been appomted state agent in 
northwestern Ohio succeeding Arthur R 
Glomstead, retired. LL. Don Myrah has 
been named Casualty special representative 
for Ohio. Jolin R. Bales has been ap 
pointed state agent in Lopeka Kan.) 
replacing W. C. Bock, transferred to New 


York tor administrative training 


St. Paul Group: Molert 4 
has been assigned to home 
superintendent for multiple 
dept and. is replaced as state agent tor 
Minneapolis by Robert P. Mairs, trans 
ferred trom Ft. Lauderdale, Fla. Edward 
J. Hodge has been appointed special agent 
it Oklahoma City to travel southwestern 
part ot the stat 

W. Smith, assistant secretary for St 
Paul Fire & Marine, has been named to 
marketing ind omerchandising section 
Replacing him as head of property (tire 
marine) loss dept. at head office is Robert 
J. Haugh with ttle of general adjuster. 


Sheppard, Jr., 


othce as sales 


coverage 


Sayre & Toso-W. B. Brandt & Co.: / 
Richard DeRosa has een promoted to 
controller and Martin 
manager of accounting dept 


elevated to 


Schiff, Terhune & Co.: Jrederich P. Wolf, 
vice president in charge of fire ins dept 
was elected a director 

William A. Olson has been promoted to 
ACCOUNT CNCCUTIVE 


Scottish Union: [ay Snodgrass has been 
appointed state agent in 
ne Joseph Worle 
to maintain 


Citys Mo 


Kansas succeed 
resigned, and will 
headquarters at 


Seaboard Agency, Inc.: 


formerly 


Penn, 
Philadelphia special agent and 
casualty claims examiner with Commercial 
Union North British Group, has been 
ippomnted assistant manager of this Phila 
delphia firm which is a general insurance 
athhate of W. A. Clarke Mortgage Co 


Dillor 


and 


SCCTE 


Security Mutual Cas.: 
C. EL Benke 


were clected 


Standard Accident: has 
been appoimted claim supervisor at Phila 


delphia branch. Wy D. Statlord has 
been named assistant 


manager bond 


dept Dallas branch 


State Farm Mutual: 
has been ippemted head of the 
writing dept. at home 


cceded in 


under 
othce and is suc 
Berkeles vice president ot 
sesterm othce by Charles Coy Robert 
SN. Brown has advanced to deputy 
vice president of southern California office 
at Santa Ana replacing Mr. Cox. David A 
Ti has assistant 
of southern California div 
replaced as divisional claim superintend 
ent by Ole A. Landstad. Philip J. Storn 
has been elevated to manager of west Los 
Nngeles dis 


been 


been advanced to 


and is 
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Trinity Universal: Named assistant secre 
taries:s Leon Dickey, manager of inland 
marine dept }. Harrell Gwin, assistant 
manager of fidelityv-surety dept.. Lewis B 
Holland, assistant manager of fire dept 
and R. Wayne Ne 
pensation manager 
Henry iW Toren has been appointed 
Cincinnati district 
Hlenslee has 
agent for Houston 


workmen's com 


vman, 


claims manager Roy 
been named special 

(Lex.) area 
Utica Mutual: forrest 4. Ullrich has been 
advanced to vice president of southeastern 
div 

Linus Clark has 
SISTANL Treasurer 


been appointed as 
in charge of 
and is succeeded as chiet 


investments 
accountant by 


fron 


Zurich-American Cos.: [hie Portland 
Ore.) service othce has relocated at S36 
S.W. Alder St 

Michael FE. Twomey has been promoted 
to assistant to the controller and Robert 
R. Rank to superintendent of agency col 
lections 

William LL. Hendersen has been ap 
pointed branch controller at Dallas 


VOLUNTARY PROTECTION 


nullion 


WERI ONT AND 


ONT 


more persons — protected 


against the cost of hospital care in 


1958 than the previous vear (an in 
! 


crease of 1.3 according to the an 
Health 


and 
one-half million more persons were 


nual survey prepared by the 


Insurance Cor Over two 


protected against the cost of surgical 


care in 1958 than the veat 
2.3% and 


rise of 
one-half million mor 
protected agaist the of regular 
medica! care in 5 an in 1957, 
of 5% \t the 


1958, there were over 4n 


an mncrease end of 
more 
persons protected against major 
medical expense than the vear he 


tore, an merease of 310 
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ORDER TODAY 


(edition limited to one printing) 


only $7.50 


per copy 


EDITION 


THE ONLY WORK 
OF ITS KIND IN EXISTENCE 


COMPLETE CONCISE 
ACCURATE UNBIASED 
@ AUTHORITATIVE 
@ ILLUSTRATED 


NEW DIMENSION 
IN ACCIDENT AND 


INJURY PREVENTION 


A COMPLETE SAFETY PRODUCTS AND 
SAFETY INFORMATION SOURCE... 


COMBINED for the first time with... 


THE MANUAL OF MODERN SAFETY 
TECHNIQUES... 


in ONE all-comprehensive work! 


The only work of its kind in evistence — the most 
comprehensive and authoritative tund of accident pre- 
vention and safety. NOW coupled with techniques, 
practices and methods to cut down accident and re- 
placement costs, reduce insurance premiums and keep 
production rolling. 


THIS ONE-SOURCE GUIDE WILL: 


show you how to prevent costly accidents before they 
happen... 

show you how you can get big plant safety with small 
plant economy 


Covers all accident causes and pin-points recom- 
mended precautions for specific hazards 

Locates principal sources of accidents in your plant 
... finds practical ways to eliminate them with econom- 
ical, tested and instantly effective safety measures. 


HERE ARE ONLY A FEW OF THE MIANY IMPORTANT FEA- 
TURES COVERED IN THIS ESSENTIAL SAFETY MANUAL: 
“HOW TO INVESTIGATE AND ELIMINATE THE CAUSE 
OF ACCIDENTS,” “THE CARE AND MAINTENANCE OF 
SAFETY PRODUCTS AND EQUIPMENT,” “CHECK LIST OF 
MATERIALS HANDLING HAZARDS,” “DO'S AND DONT'S 
OF FLOOR MAINTENANCE,” “HAZARDS OF FLAMMABLE 
LIQUIDS...” and innumerable others. In addition, you'll find a 
bumper crop of graphs, charts and tables on such vital subjects as 
inspections, records, materials handling, accident and fire prevention, 
ete plus detailed studies covering the rules, methods and prac- 
tices tor eliminating common hazards. 


In addition to the incalculable benefits you will receive from this 
ALL NEW MANUAL OF MODERN SAFETY TECHNIQUES... 


you'll also have 


m RESERVE YOUR COPY NOW AT LAST . 
— 
BESTS CE 
| 
| 
AL OF | 
| 
maintenance hygiene nt services 
fire control devices 
prevention 
| 


ntenance Pro 


ON THE SPOT 


The only work of its kind in existence... =... EVERYTHING THAT’S NEW AND 


completely describes essential SAFETY and ALL THAT'S STANDARD TOO! 
MAINTENANCE products and equipment for Produced with the active collaboration of the 


nation’s leading experts in their respective fields. 
In addition, a large, full time staff has been con- 
tinuously evaluating the thousands of new prod- 
... IMPARTIAL, ucts on the market... and checking all existing 

INDEPENDENT ANALYSES equipment for continued usefulness 

The criterions for all products listed are: Will 

they reduce accidents, delays andcom- CONCISE DESCRIPTIONS 

pensation costs—keep your men on the job? Con- PROFUSELY ILLUSTRATED 


your industry—for ALL industry and includes: 


troversial products and materials are thoroughly Covering all essential products — including the 
screened and checked where necessary with au- most recent technical developments — literally 
thorities such as the U. S. Bureau of Standards, hundreds of detailed photographs and drawings. 
U. S. Labor Dept., Underwriters Laboratories, Shows WHAT to use. and WHY... WHEN and 


and many other reliable testing organizations. HOW to use it, WHERE to get it. 


This unique safety product reference has been greatly expanded. You now get... 


@ MORE Safety and Maintenance products information in over 700 pages—the biggest yet! 
@ MORE Manufacturers Names and Addresses. @ MORE NEW Major Industrial Categories such as... 


In-Plant Communications Equipment; In-Plant Feeding Equipment; Waste 
Disposal Equipment; and In-Plant Vehicle Maintenance Fquipment. All 
new sections cover the most recent developments in their respective fields 


MORE descriptive product information—cross referenced by Product and Category for your convenience, plus a 
comolete list of Trade Names. 


NEW! NEW! NEW!—A\ DISTRIBUTORS INDEX .. . every major section now includes a Distributors Index to provide 
you with quick, convenient access to the nearest manufacturer's outlet. No more costly long distance delivery delays 
The new 1960-1961 edition contains the biggest, most comprehensive collection of safety information ever offered 
the equivalent of LITERALLY TONS OF LITERATURE! This all comprehensive work delivers more answers to your 
safety problems in seconds than you could expect to find in hours—often days—without it! 


Nowhere else but in BEST'S SAFE TY-MAINTENANCE DIRECTORY combined with THE MANUAL OF MODERN 
SAFETY TECHNIQUES will you find the kind of information you need to ettectively he Ip you cut accident costs and 
insurance premiums .. . reduce production delays . . . increase production efhciency . and keep your men sate 
on the job! 


Make the MANUAL-DIREFCTORY your private safety research staff for feo full years. The cost? Only $7.50! 


DOUBLE THE VALUE - TWICE THE INFORMATION — NO INCREASE IN PRICE 


TO: BEST'S SAFETY-MAINTENANCE DIRECTORY 
Alfred M. Best Company, Inc 
75 Fulton Street, New York 38 


ORDER TODAY 
edition limited to one printing 


only per copy 


Send copies of the 1960-1961 SAFETY- MAINTENANCE 
DIRECTORY @ $7.50 per copy 


Compony 


City Zone ______ State 


Answers to your Safety-Mcai blems — 
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. 
® 
. 
. 
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The Judge Says—from page !29 


justify the insurance carrier in with 
but af the 
with 
as to constitute a 


drawing from the case, 
failure to attend 
such other 


is combined 
facts 
breach of the cooperative duty of the 
finsured| and the policy is accord- 
ingly cancelled and at an end, we are 
of the the 
carrier is reheved of any duty to 


opinion that Insurance 
proceed further in the defense of the 
insured, If it is doubtful 
such a breach has occurred and the 


whether 
insurance carrier thinks it advisable 
to protect itself by not withdrawing 
from the defense of the action, 1t can 
do so without waiving its claim of 
forfeiture by an express reservation 
of rights If it proceeds with the de 
the 
ordered to do so by the 


fense of action without being 
Court and 
without reserving its rights, it 
Waives its right to a cancellation or 


forfeiture of the hicy 


K. L. PEARCE COMPANY 


PAVROLL AUDIT SERVICE 


PAYROLL AUDIT SERVICE—has the ability and 
get-up to get the job done odequotely 
PROMPT SERVICE—Poyroll ond other casualty 
audits by representative field auditors 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bidg 

OES MOINES, IOWA * Phones CH 3.8649 CH 3.8640 

1OWA © MINNESOTA © DAKOTAS «© NEBRASKA 

MISSOURI © ILLINOIS * WISCONSIN INDIANA 

MICHIGAN © KANSAS * OKLAHOMA * COLORADO 
NEW MEKIC 


A ates in Other States 


An Organization Guide 
for Insurance Companies 


Condenses into usable form many 
basic concepts, with particular treat- 
ment of problems peculiar to the 
insurance profession (see review in 
the November 1959 issue of the 
News 

Send no money for copy on approval. 
$3.00 for single copy if satisfied. 


T. J. COLLUM 
P. O. BOX 4973 
COLUMBUS 2, OHIO 


INDUSTRIAL ACCIDENTS 


Despite GAINS in industrial safety 
which have decreased the relative 
frequency of disabling work injur- 
ies in the United States by more 
than a third in fifteen years, on-the- 
job accidents still account for a large 
toll of death and disability, it 1s re- 
ported by statisticians of the Met- 
ropolitan Life Insurance Company. 

Last year’s frequency rate for dis- 
abling injuries, as reported by the 
Bureau of Labor Statistics, was the 
lowest on record—29.4 per 1,000 
workers, as contrasted with 45.7 per 
1,000 in 1943. Still, accidents aris- 
ing out of and in the course of 
employment in 1958 took no less 
than 13,300 lives, while 75,000 per- 
suffered permanent physical 
impairment, and more than 1,700,- 
OOO were disabled for at least one 
day. 


Metropolitan statisticians credit 
the downwards trend in industrial 
accidents largely to the development 
and use of safer equipment and pro 
including the substitution 
of automatic for manual processes 


cedures 


and intensive safety education. 

Industries vary greatly with re 
spect to their work injury expert- 
ence, the statisticians point out. lor 
example, the logging industry had 
as many as 62.3 disabling injuries 
per million employee hours worked 
in 1957, and a_ moderately 
ratio of deaths to injuries 


high 
nine 
deaths per 1,000 disabling injuries. 
had a 
lower frequency rate for injuries 


The coal mining industry 


than in logging, but the proportion 
of fatal injuries was three times as 
great. Other industries with com 
paratively high frequency and mor- 
tality ratios are highway and street 
construction, other heavy construc 
tion, metal and nonmetal mining, 
and structural 
ornamental iron work, 


steel erection and 
The electric light and power in 
dustry, with only 3.5 disabling in- 
juries per million emplovee hours 
worked, experienced 29 deaths per 
1,000 disabling injuries in) 1957 
the highest ratio of deaths to injur- 
les of any industry for which data 
are available. A low frequency and 


a comparatively high proportion of 


deaths to injuries is also found for 
workers in petroleum refining, in 
and in the industrial 
organic chemical industry. 


steel mulls, 


REPLY TO UNIONS 
ON HOSPITALS 


THE UNITED HOSPITAL FUND and 
the Greater New York Hospital As- 
sociation have replied to the twenty- 
six New York City unions which 
announced that they may build their 
own chain of hospitals and operate 
their own medical insurance plan. 
A union spokesman has stated that 
the program would be open to non- 
union as well as union 
Grant Adams, executive director of 
the United Hospital Fund, has said 
that the union announcement was a 
surprise, when considered with the 
recent progress made by Associated 
Hospital Service of New York 
(Blue Cross) in bringing organized 


members. 


labor into closer relationship with 
its operations and policy. Dr. Arnold 
A. Karan, president of the Greater 
New York Hospital Association, 
after commenting on the conditions 
of labor in the hospitals, said, “All 
I can say is, ‘Welcome to the deficit 


SAFE DRIVING CONTEST 


COLLEGE JOURNALISTS will compete 
for cash prizes totaling $2,100 in the 
twelfth annual newspaper 
contest on safe.driy ing, sponsored by 
the Lumbermens Mutual Casualty 
Company. Purpose of the contest is 
to encourage college new Spapers to 


college 


promote safe driving among students 
through safety campaigns, cartoons, 
editorials, feature stories and photo 
graphs. Any college newspaper or 
student journalist in the 50 United 
States or in Canada is eligible to 
compete for the ten prizes in the 
contest. 


WINS GOLD MEDAL 


STATE FARM MUTUAL’s 1959 maga- 
zine ads won a gold medal and six 
honorable mentions in the Chicago 
\rt Directors’ annual show. Com 
peting with some of the nation’s 
giant advertisers, the State Farm ad 
entitled “Name's Smith, Not Daddy 
Warbucks” judged the best 
black and white, full-page magazine 
ad ot the year. 


Was 


It was the second 
prize-winning vear in a row for the 
State Farm ads, created by Need 
ham, Louis and Brorby, Inc., of Chi- 


cago, 


: 4 


reports on 


companies 


ALLSTATE Insurance Companies 
Skokie, Illinois 


To Write Reinsurance 
Holding Company 


These companies have entered the foreign and domes- 
tic reinsurance market. Operations will be directed 
from the home office. It has also been reported that 
Allstate is negotiating a pact with the Ford Motor Com- 
pany under which Allstate will share in some of the 
business of a new Ford insurance subsidiary to be or- 
ganized to write automobile physical damage coverage. 

The companies have also organized a subsidiary hold- 
ing company, Allstate Insurance International, S.A., of 
Zurich, Switzerland to own and manage Altstadt Ver- 
sicherungs, A.G., Allstate’s Swiss operating company, 
and any other foreign insurance subsidiaries when and 
if they are formed. 


\Ilstate Insurance International has 
a capital of 10-million Swiss franes of which 6.3 million 
frances was paid in by transfer of Allstate 
Companies’ stock in Altstadt Versicherungs and the 
balance paid in cash. 


Insurance 


AMERICA FORE Loyalty Group 
New York, N. Y. 


Executive Appointments 


Edward J. Ryan and Melford J. Pitre, vice presidents 
of The Fidelity and Casualty Company of New York, 
have also been appointed vice presidents of the America 
Fore fire companies. William H. Berry, vice president 
of the America Fore fire companies, has also been ap 
pointed a vice president of The Fidelity and Casualty 
Company. He assumes senior responsibility for estab- 


lishing and administrating an America Fore engineering 
department. Victor Kurbyweit, Thomas E. O’Brien 
and Walter D. Sheldon, formerly secretaries, have been 
appointed vice presidents of the America Fore fire com- 
panies. 


AMERICAN CREDIT Indemnity Company of 


New York, Baltimore, Maryland 


Executive Elections 


James L. McCauley has been elected president suc 


ceeding August F. Stone, who retired. Eugene F. Kane 


For January, 1960 


has been elected vice president ; John ie Powers, vice 
president and controller and James H. Kienzler, secre 
tary, 


AMERICAN GENERAL Insurance 


Company 
Houston, Texas 


Dividend Action 


This company declared a regular quarterly dividend 
of $.15 per share plus a vear-end extra dividend of $.10 
per share. The total of $.25 per share was paid Decem 
ber 15 to stockholders of record December 1] 


AMERICAN MOTORISTS 
Chicago, Illinois 


urance 


Company 


Increased Capital 


Out a total offering of 166,066 shares, stock 
holders of this company have subscribed for 165,988 
99.65. No underwriters were 
in the offering which expired November 27 
commissions were paid on the issue. As a result of 
this issue and of a stock dividend of 106,66624 shares 


paid stockholders of record November 23, the capital 


shares, or involved 


and no 


of the company becomes $5,000,000 and the surplus to 
polt vholders Is reported at $12,500,000 


AMERICAN REINSURANCE Company 
New York, New York 


Dividend Actions 


This company paid its regular quarterly dividend of 
$.30 per share plus an extra of $.05 on December 15 
to stockholders of record 


re 


December 4. The company 
also paid a 2% 


stock dividend on December 29 to stock- 
holders of record December 4. 


AMERICAN SENTINEL Insurance Company 
Harrisbura, Pa. 


New Address 
The principal oftice of this company has been moved 


from 319 North Street to 121 
Harrisburg. 


Second otate street, 


AMERICAN UNIVERSAL Insurance Company 


Providence, Rhode Island 
Stock Dividend 


This company paid a stock dividend of one share for 


each twenty-two shares owned on December 15. to 


STO kholders ot record Novembet 25 
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ASSOCIATED HOSPITAL SERVICE of New 
York, New York, New York 


Heads Blue Cross 


David W. Brumbaugh, vice president and secretary 
of Time, Ine., elected chairman and chief 
executive officer of Associated Hospital Service of New 
York (Blue Cross). He will serve without salary. Mr. 
Brumbaugh has been chairman of the administrative 
commiitee since the resignation of Charles Garside as 
\HS chairman and president in July. The presidency 
of the organization remains to be filled. 


has been 


REINSURANCE BROKERS 


Exclusively 


More than a quarter century of constant 
progress and growth through unexcelled 


service to insurance companies, 


* FIRE 

CASUALTY 

* BONDS * MARINE 

* WINDSTORM * HAIL 
* ACCIDENT AND HEALTH 


AVIATION 
* LIFE 


A. E. STRUDWICK CoO. 


810 Baker Building 


208 South LaSalle Street 
Minneapolis 2, Minnesota Chicago 4, Illinois 


FEderal 9-5847 CEntral 6-9141 


Large Enough to Serve You Well... 
Small Enough to Want to 


REINSURANCE 


FRANK 
BURNS inc. 


STUART BUILDING SEATTLE, WASHINGTON 


BENEFICIAL FIRE and Casualty Insurance 
Company, Los Angeles, California 


Purchases Company 


This company has purchased the Vermont Accident 
Insurance Company, Rutland. Beneticial Fire and Cas 
ualty is a wholly-owned subsidiary of Denetical Standard 
Life Insurance Company. The name, management and 
entire personnel of the Vermont Accident 
tained. 


will be re- 


BLUE RIDGE Insurance Company 
Charlotte, North Carolina 


Name Change 


The name of this company has been changed to the 
Security Fire and Indemnity Company. Early this veat 
the Security Life and Trust Company, Winston-Salem, 
acquired all the stock of the Blue Ri ge, 


CASCADE Insurance Company 


Tacoma, Washington 


Monthly Billing 


This has introduced automatic monthly 
billing on its premium budget plan. The billing form 
resembles a monthly utility bill with the company noti 
fving the agent of any delinquencies, 


company 


FIREMAN'S FUND Insurance Company 


San Francisco, California 
Stock Dividend 


This company has declared a 25% 
he distributed January 15. to 
November 30. 


stock dividend to 
stockholders of record 
The directors have indicated their in 
tention of continuing the $45 quarterly dividend rate 
currently being paid 


GERMANTOWN Fire Insurance Company 
Philadelphia, Pennsylvania 


Capital Change 


This company has decreased the number of its out 
standing shares of stock from 35,884 to 32.538 and 
This 
results in an increase in paid-up capital from $1,076,520 
to $1,301,520 


increased their par value from $30 to $40 each 


Best's Fire and Casualty News 
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GOVERNMENT EMPLOYEES Insurance 
Company, Washington, D. C. 


Appleton & Cox, Ine. 


Dividend Actions 
111 JOHN STREET ° NEW YORK 38, NEW YORK 


\ rate deviation for compact and small foreign cars I M d 
filed by this company has been approved in Marvland nsurance Managers an 


and the District of Columbia and ts under consideration Underwriters since 1872 
in an additional twenty-six states, 


The company paid a regular quarterly dividend of 
$.25 and a year-end extra dividend of $.10 per share 
on December 24 to stockholders of record December 4 


HARLEYSVILLE Mutua! Insurance Companies 


Harleysville, Pennsylvania 


Safe Driver Plan 


FOUNDERS AND MANAGERS 
OF THE 


These companies introduced a safe driver auto insur 
ance program in Pennsvivania on December 1. It is 


for a saving of 15¢) for drivers with no chargeable 


| 
accidents compared with a surcharge of 20°) for those INSURANCE CORPORATION 


with two or more chargeable accidents 


FIRE AND ALLIED LINES 
AUTO PHYSICAL DAMAGE - INLAND 
INTER-OCEAN Reinsurance Company AND OCEAN MARINE - YACHTS 
Cedar Rapids, lowa q AIR CARGO 


Dividend Actions 


This company paid a semi-annual dividend of $1.10 
on December 10 to stockholders ot record November 
24. This made a total of $1.00 paid in 1959 compared 
with the paid stockholders the previous year 
Phis vear the stock will be placed on a quarterly divi 
dent basis with the first quarterly dividend of $40 to 
he paid March 10 to stockholders of record February 


JEFFERSON Insurance Company of New York 
New York, New York 


topflight agents are swinging to Indiana Lumbermens 


Ocean Marine Managers in growing numbers! 

This company has appointed Sayre & Toso, In 1. Prompt claims service. 2. The best in coverages. 
W. B. Brandt & Co.. Inc. as its United States ocean 3. Planned advertising aids. 4. Solid support from all 
marine managers. Previous to the affiliation, Jetferson’s departments—these plus factors can make your selling job 
ocean marine activities were confined mainly to the easier and more profitable. 


ast Coast. Sayre & Toso-W. B. Brandt plan to operate 
the company on a nationwide basis along with the other 


Mpanies ocean marine group CASUALTY 
INLAND MARINE AUTO 


write to Home Office for Details 


MICHIGAN Mutua! Liability Company 
Detroit, Mich. 


INDIANA LUMBERMENS MUTUAL 
Merit Rating Plan Wompany- 


This company has introduced its merit rating plan 429 NORTH PENNSYLVANIA STREET © INDIANAPOLIS, INDIANA 
for automobile coverages. It does not penalize drivers 


For January. 1960 
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MICHIGAN MUTUAL—Continued 


with a record of trattic violations and allows additional 
credit for each accident-free year, Under the plan, young 
accident-free drivers will have a chance to earn the rates 
charged adult drivers. 


NATIONAL UNION Fire Insurance Company 
Pittsburgh, Pennsylvania 


Stock Sale 


Stockholders subscribed to 99.44 of the offering of 
200,000 shares of stock by this company. The offer, 


Useful to you 
and your clients... 


M* BROKERS and agents use our 
brochure, “Appraisal Procedure,” 
in discussions with their clients. It ex- 
plains the step-by-step procedure fol- 
lowed in authoritative appraisals of 
industrial, commercial and institutional 
properties. 

“Appraisal Procedure” also answers 
the many and frequent questions about 
appraisals your clients may have. 

Our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information) 
will also be appreciated by your clients. 

A supply of these brochures and 
booklets is available to you without 
cost or obligation. Write Dept. BIN. 


THE LLOYD-THOMAS co. 
Recognised Appraisal Authorities 

4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 


First for Factual Appraisals Since 1910 


206 SANSOME STREET, SAN FRANCISCO 
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which was on the basis of one new share for each three 
shares held on October 16 at a price of $32.50 a share, 
concluded November 16. Proceeds of the 
amounted to $6,500,000 before expenses. 


on sale 


NEW HAMPSHIRE Insurance Company 


Manchester, New Hampshire 


Extra Dividend 
New Policy 


This company paid a regular quarterly dividend of 
$.50 and an extra dividend of $.10 on January 2 to 
stockholders of December 11. The directors 
have recommended an increase in the authorized capital 
of the company from $4 million to $5 million which 
recommendation will be voted on by the stockholders 
at the annual meeting in March. 


rect rd 


The New Hampshire Insurance Group is offering 
in certain states hability insurance covering the indi 
vidual operator of an automobile even though it be 
owned by him as compared with the practice of insuring 
the automobile regardless of who is driving. The new 
more limited coverage is being offered as an additional 
or alternate plan of insuring at a lower premium. 


NORWICH UNION Fire Insurance Society, Ltd. 
New York, New York 

SCOTTISH UNION and Nationa! Insurance 
Company, Hartford, Connecticut 


Combined Operations 


It has been decided to combine the United States op- 
erations of the Norwich Union Fire Insurance Society, 
Ltd. and the Scottish Union and National Insurance 
Company from the home office of the Scottish Union 
in Hartford, Connecticut. The etfective date will be 
announced in the near future. 

John A. Newlands, the present general attorney of 
the Scottish Union-American Union Insurance Group, 
will be named United States manager of the new Nor- 
wich Union-Scottish Union Group and J. M. Hutch, the 
present deputy United States manager of the Norwich 
Union will be deputy United States manager of the new 
group. J. M. Kidd, the present United States manager 
of the Norwich Union, will retire during 1960, 


THE OHIO CASUALTY Insurance Company 
Hamilton, Ohio 


Extra Dividend 


This company paid its regular quarterly dividend of 
$.14 per share plus a vear-end extra of $.O8 on Decem- 


Best's Fire and Casualty News 
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ber 15 to stockholders of record December 5. This 
made a total of $.04 per share paid during 1959 com- 


pared to $.58 paid during 19538. 


THE PHOENIX of Hartford Companies 
Hartford, Connecticut 


Premium Payment Plans 
These companies announced new premium payment 


plans to become effective January 1. 
available; one on 1, 


Two plans are 
3 and 5 year term policies, calling 
for a down payment of 1/10 of the total premium and 
nine monthly payments; and the other, on 3 and 5 vear 
term policies, calling for a down payment of 1/30 of 
the total premium and 29 monthly payments 
ums for homeowners, fire, inland marine and automobile 
policies are combined into 


Premi 


a single monthly payment 

Payments are made directly to the company through 

use of a coupon book and 6% 

the unpaid balance 


interest is charged on 
Full commission is paid to agents 
upon receipt of the agreement. 


PHOENIX OF LONDON GROUP 
New York, New York 


Chief Executive Officer 


Ktfective January 1, 
merly deputy U 


1960, William C. Harris, for 

S. manager and executive vice president 
of this group, succeeded John R. Robinson as president, 
general manager and chairman of the board of the 
Phoenix Assurance Company of New York and U.S 
manager of the London Guarantee & Accident Com 

pany, Ltd., and The Union Marine & General Insurance 
Company, Ltd. W. Fred Ballou continues as executive 
vice president and deputy U.S. manager. 


PROVIDENCE WASHINGTON Insurance 


Company, Providence, Rhode Island 
Dividend Action 


This company paid a quarterly dividend of $.20 per 
share on December 24 to stockholders of record De 
Earlier quarterly dividends last vear were 
at the rate of $.15 per share. 


cember 3. 


SECURITY MUTUAL Casualty Company 


Chicago, Illinois 
Executive Elections 


William J. Zeiter, formerly vice president, has been 
elected president of this company, succeeding John R 


Kitch, retired. 
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HARTFORD'S 
ONLY 
PROFESSIONAL 
REINSURANCE 
COMPANY 


METROPOLITAN 
FIRE ASSURANCE 
COMPANY 


J. B. CARVALHO, President 
95 WOQDLAND STREET, HARTFORD 5, CONN 


Handiome neu 


Binders for your BEST’S NEWS 


Immediate é Gold embossed on 
Delivery 2 tones of rich 
maroon; sturdy 
e 
leatherette 
$3.00 each, 
postpaid holds 12 issues 


These rich-looking binders put your year’s 
supply of The News in one convenient place 
—making a dignified display and a useful 
reference in your office. 


Alfred M. Best Co., Inc. 
75 Fulton Street, New York 38, N. ¥ 


Mail 
Convenient 


TO Alfred M. Best Co., Inc 


75 Fulton St., New York 38, N. ¥ 
..Best’s News 


Please send 
Binders at $3.00 each 
Name 
Company 
Street 
City 


Coupon 


TODAY! 


FIRE, MARINE, 
er ALLIED CLASSES 
‘ 
i 
. 
H 
. 
. 
5 . 


SECURITY MUTUAL—Continued 


C. M. Elsner and W. A. Radzwill have been elected 
vice presidents of the company. Mr. Elsner’s responsi- 
bilities will include all of the company’s reinsurance 
lines. Mr. Radzwill has been head of the accounting 
department since 1955 and, since 1956, has been office 


manager, 


STATE FARM Mutua! Automobile Insurance 


Company, Bloomington, Illinois 
Compact Automobiles 


This company has filed a 10 discount on liability, 
comprehensive and collision coverages applicable to 
compact and small foreign cars in forty-three states 
It is estimated the reduc- 
an annual saving to policyholders of 


and the Distriet of Columbia. 
ton represents 
$1,197,000 


UTICA MUTUAL Insurance Company 
Utica, New York 


Elected Treasurer 
Fred HI 


elected treasurer of this company succeeding the late 
©. J. McKeown 


Trench, former budget director, has been 


UNITED STATES 
CASUALTY COMPANY 


Marine 


Home Office 


60 John St. New York 38, N. Y. 


new directors 


American Reinsurance Company (New York, N. Y.)}: A’ 
fred H. Drewes, vice president, a director and a member 
of the executive committee of the National Lead Com 
pany. 


Farmers Mutual Automobile Insurance Company (Madi- 
son, Wisconsin): John O. Miller, vice president of opera 
tions of the company. 


Harleysville Mutual Casualty Company (Harleysville, Pa.): 
Charles E. West retired vice president and actuary of 
the Provident Mutual Life Insurance Company, ha 
elected a director of this company and of the Harleys- 
ville Mutual Insurance Company. 


been 


Boston Manufacturers Mutual Insurance Company (Boston, 
Mass.): J. Hugh Bolton, president and general manager of 
the Whitin Machine Works, Whitinsville, Mass. and Rich- 
ard P. Chapman, president of the Merchants National 
Bank of Boston, have been elected director 
pany and of the Mutual Boiler and Machinery In 
Company. 


ot this com 


urance 


Utica Mutual Insurance Company (Utica, New York): Fred 
H. Trench, treasurer of the company. 


SCHROEDER HOTELS 


HOTEL SCHROEDER 
Milwaukee, Wis. 


HOTEL NORTHLAND 
Green Bay, Wis. 


HOTEL WAUSAU 
Wausau, Wis. 


HOTEL DIU'LUTH 
Duluth, Minn. 


HOTEL ASTOR 
Milwaukee, Wis. 


HOTEL RETLAW 
Fond du Lac, Wis. 


HOTEL LORAINE 
Madison, Wis. 


HOTEL CALUMET 
Fond du Lac, Wis. 


HOTEL VINCENT 
Benton Harbor, Mich. 


WALTER SCHROEDER, PRES. 


We aim to serve our many insurance company 
friends, executives and agents. 
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EDITORIALS 


Accident and Health Experience Sept 
Assent and Dissent There 
Cost Factor, The i 

Editors’ Corner, The (monthly) Jan 
Insurance Investments Nov 
London Lloyd's 1958 Report Oet 
Operating Expenses, Stock and Mutual Lee 
Review and Preview Jan 
Semi-Annual Experience Oct 
Stock ‘rends Jar 
Stock Underwriting By Lines Aug 
Windstorm Deductibles Nov 


BUYERS & LOSS CONTROL 


thre esses (monthive 

Buyers’ Round Table (monthly) 

Cooperation for Fire Proteetion—Don Wood 
Fire Protection—John L. Kuhn, 

Lightning Losses——Lightning Protection Institute 


Radiation Hazard Control Leonard Horn 


Reducing Costs—John L. MeMahon 
Sick Transit, Gorier Monday—/. M. MeClamroch, 
LIFE AND ACCIDENT and HEALTH 
Accident and Health Developments (monthly) Jan 
Complete Service—Robhert A. Rennie Nov 
Debit Agent's Market, The—Thomas VW. Bruce, Oet 
Doctor and Insurance, The Gunnar Gunderson, WD 
Financing Hospital & Medical Care— J. F. Follmann, Ji Sept 
Mental Health Insurance—John D. Porterfield, M.D Aug 
Prepaid Dental Services Joseph Follmann, 
Proper Prospecting and Dignity— Rh. A. Lindop Nov 
Life «monthly ) lar 
Urge to Merge, The John D. Brundage, 
Why Major Medical Expense Insurance? Charles FP. Ray Oet 
LEGAL AND CLAIMS 

Judge Says, The R. M. VaecArthur (monthty) 
Legal Spotlight, The (monthly) Dex 
Liability Verdicts—Prof. Harry Kalven, Jr... Prof. Hans 

Zeisel ..... Sept 
Scientific Sleuth . et 
Training the New Adjuster Weredith K. Nelson Nov 

MANAGEMENT & GENERAL 
Accident Commission—Pros and Cons——Fred Drerler Dec 
Actuarial Problems of Property Insurance 

L. Longley-Cook Oct 
All Risk Physical Damage Insurance  Rradford Smith, Jr... Aug 
Assigned Risk Experience Jan 
Auto Insurance Dilemma, The Harold G. Prans Jan 
Claims Man Looks at Underwriting, A 

Howard B. Lang, Jr Dex 
(lean Up or Die—Fdiard I. Gallagher 
Dictating Machines in the Field The 
Electronics and Adjustments W. G. Milley Jan 
Experience or Experimentation W. LL. Campell Nov 
Guideposts to Survival—Frank Lang F Aug 
In Retrospect—T. M. Alerander, Sr Aug 
Merit -Demerit Plans Bernard Jan 
News from London—Denvil Stuart Thee 
New York Responsibility Laws William S. Hults, 

Thomas H. Braun .... Sept 
Nuclear Safety Te 
One Out of Three—Rohert A. Rennie, Php 
Problems of the Average Ag rent Rohert Burn 
Profit Consciousness — Re rlu H. Merce Jan 
Rehabilitation in Third P arts Claims irne Fouagner 
Safe Driver Insurance—James MVM. Cahill Nov 
Scientific Sleuth .. Oet 
See Properly—Drive Safely May 
Underwriters’ Environment, The —0. (. Griffith Sept 
Underwriting the Commercial Risk— Howard T. Russell Oet 
Values in Insurance Stocks Shelby Cullom Davis Noy 

OFFICE METHODS 
Are Executives Feraason Nov 
Around the nonthiv) Tan 
Rette letters “Fast as ABC Sept 
! 

: No 
Communications ¢ ason Tar 
Computers for Actuarial Studies Thomas ©}; Carlson Tar 
Cutting Paperwork Costs—-Charles PF. Hallenbor Ik 
Data Processing Personnel (1T.A.S.A.)—4. J. Revenbura Sept 
Document and Audit Control (1L.A.S.A.)—W. R. Still Ang 
Function of Automation, The—Gilhert L. Ker» Oet 
Handling Paperwork James W Rauless Nov 
Is Executive Training a Passing ¢ Feragason 
Management Decision Guw Peraason Juty AB 


1900 


For January, 


LAST SIX 


MONTHS 


Modern Aids to Office Efficieney Cmonthiv) Jan. 
(tice Equipment Directory (monthly) Jan. 68 
Preparing for Examinations Joseph Ro Glennon Jan. 57 
Punch Card Stretehing—HMoward H. Brightman ... Dee. 49 
Putting Ideas Across—Guy Fergason Oet, 33 
Sandwiches for a Computor—Herbert F. Cherry Oct, 
Savings Through Electronics—-B. FB. Reeson Nov. 
Simplicity in Automation Dec. 47 
Solving the Disbursement Problem Oct. 31 
Up-to-the-Minute Facts— George Hulme Dec, 55 
Value of Personal Contacts, The—Guy Fergason Sept. 05 
White House Office ........... Sept. 108 
SALES AND EDUCATION 
American Agency System, The-James F. Devo Sept. 59 
Cancellation Mirage, The J. W. Nelson Nov, 18 
Closing the Sale—John Adam, Jr Oet. 1428 
Compulsory and Auto Underwriting Needs Jan, Sv 
Correcting Unprotitable Agents— J. Wo Barnett et. 111 
C.P.C.U. Questions and Answers— tmerican Institute 
Part I—Insurance Principles & Practices May 33, June 25 
Part Il—Principles and Practices July 79, Aug. @ 
Part I11I—General Education .. Sept. 20, Oct. 123 
Part IV Law Nov. 71. Dee. 61 
Part \ Accounting Finance and Ageney Management Jan. 71 
Life Insurance in the Sixties William Po Worthington Jan. 117 
Making Surveys Practical—James J. Chastian \ug. ™ 
New Salesman, The—Thomas M. Bruce, Jr Sept. 140 
New Selling Tool Jan. 111 
Quiz of the Month 
Application of Electronics Aug. 113 
Insurance Contracts Sept. 156, Oet. 1, New, 109 
Burglary and Glass Dee. 113 
Sales Slants from Other Field< Jan, 36 
Selling Tips Jan. 70 
Selling Parade (monthly) Jan. 
Service for the Customer— Frank fF Vueller, J Aug. 101 
Winning the Prospect. W. 4. Jan. 11 
Writing Business Letters (Sales Slants) Dee. 30 
MISCELLANEOUS 
Accidental Deaths Jan. 
Association Notes Jan. 69 
Best's Stock Index Jan 
Building Cost Index Jan 
Company Developments Jan sS 
Conventions Ahead Jan S 
Fire Losses Jan. ST 
Office and Field Appointments Jan. 191 
Insurance Stock Quotations Jan 
Motor Vehicle Deaths Jan. S87 
New Directors Jan. 142 
New Publications Jan 2 
Obituaries Jan. 
Rate Changes Jan. 7S 
Reports on ¢ omprinies Jan. 135 
RATE CHANGES 
Automobile 
Ala., D. C., Del., Me., N. D., N. N. New Mex., R. I 
Wisc Aug. 62 
Del., Md., S. C., West Va Sept. St 
Calif., lowa, Md Miuiss Mich Minn Mi Mo N. Mex 
Penna rex., W. Va Nov. 112 
Mass Tenn Dee, 100 
N Okla Jan. 7s 
Okla Aug. 62 
Okla Oet. 16S 
Jan. 78 
Class 
Ind., Towa, Ky, Mich Nev., N. M.. Oh kia Sept. 86 
Hospitalization 
Pa Aug. 62 
Fla., Md., N. J Sept. &6 
Me Jan. 7S 
Liability Other than Auto 
Alaska, Ariz., Ark., Calif., Idaho, Ind., lowa, Kansas 
Mass., Minn., Mo., Montana, Okla., Ore, ROT, S. ¢ 
Ala., Kv., Ohto Met. 168 
Ari Ark., Del., D. ¢ Mieh., Mint N. Dak., N. 
Penna 


TL, lowa, Kans., M Ma 

Iiawaii, La Mad... Minn Miss:. N. J 
©. Penn Wise 

Workmen’ s Compensation 

Calif., Fla., Pa 

Mo., N. C., Ohio, Wise., Mass., Da 

Ala., OkKla., Mass 

Mu 
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INSURANCE COMPANIES REPORTED ON (FROM 


Agricultural Ins. Co., Watertown 
(Exchange Effected) July 119 
(Stock Exchange) Aug. 115 

Airway Underwriters, Ann Arbor 
(New Reciprocal) . Dec, 143 

Allied Western Mutual Ins , Kansas City 
(New Title) July 122 

Allstate Insurance Cos., Skokie 
(Truck Fleets) . 115 
(Swiss Subsidiary) ! . 115 
(Women's Division) 

(California Rates) 

(New York Rates) . 

(Enter A. & H. Field in N.Y, 
(Compact Cars) 

(To Write Reinsurance) 


(Holding Company) 
Assurance Co, Ltd., 
P roposed ) 
Los Angeles 


Alliance 
(Merger 
Alltrades Ins. Co., 
(New Company) 
(Named President) . 
(New Vice President) sept, 151 
Amalgamated Mutual Automobile Cas. Co., 
New York 
(Change in Name) 
Amalgamated Mutl. Casualty Co., New York 
(New Title) ... 
America Fore- Loyalty. Group, ‘New York 
(Merger Proposed) 
(Merger Voted) 
(Branch Office) .... 
(Executive Changes) 
(Executive Appointments) 
American Casualty Co., Reading 
(Specified Disease Policies) 
(New Policies) 
(New Auto Program) 
(Appointments) 
American Credit 
(Executive 
American Economy Ins. Co., Indians apts 
(New Subsidiary) . ; Nov. 143 
American Fidelity & Cas. C Richmond 
Leaves N. Y.) Aug. 116 
Houston 


American Gener il, 
Action) Jan, 137 


(Dividend 
American Independent Reins. Co., Orlando 
Dividend) Oct. 169 


(Stock 

American Liberty Ins. C Birmingham 
(Stock Exchange Rejected) June 161 

American Manufacturers Ins : Chicago 
(Executive Elections) . 1469 

American Motorists Ins. Co., Chicago 
(Stock Increased) June 161 
(Increased Capital) Ji 

American Reinsurance, New 
(Dividend Actions) Ji 137 

American Sentinel, Harrisburg 
(New Address) Jan, 137 

American States Ins. Co., Indianapolis 
(Executive Promotions) June 181 
(Organizing Subsidiary) Nov. 143 

American Surety (;roup, New York 
(Stock Dividend) : Oct, 160 
(Stock Exchange) ; Nov. 143 

American Title Ins. Co., Miami 
(Sales reement) ... Nov. 148 

American Select Risk Ins. Co., Columbus 
(New Subsidiary) Dec, 143 

American Universal, Providener 
(Stock Dividend) Jan, 137 

Anchor Cas. Co., St. Paul 
(Exchange Effected) 

(New Chairman) 
(Stock Exchange) 

(Additional Financing) . 
(Executive Appointments) .... 
The Anthracite Mut. Fire Ins. Co., 

(Merged) 

Associated Hospit: ul Serv 
(Garside Resigns) 
(Heads Blue Cross) 

Associated Lumber Mutuals, 
(Flected President) 

Atlantic Mutl. Ins. Co., N 
(Executive Vice President) . i 
(Expand Casualty Operations) .. 

Auto Mutual Fire Ins. Co., Phila 
(Moves Office) Oet. 100 


I, ondon_ 


Sept. 151 


Indet mnity ait 


Elections) 


-July 119 


Shamokin 
Sept. 11 
of Net ow ork, N. Y. 


Chicago. 
June 161 


July 119 
July 119 


tankers Fire & Marine, Birmingham 
(Change in Capitalization) Dec 145 
Bankers Mut. Ins. Co. of Adams County, 
Gettysburg 
(Merged) . Sept. 151 
The Beacon Mutual Indem Columbus 
(Organizes Subsidiary) Dec, 148 
Beneficial Fire & Cas. Ins. Co., Los Angeles 
(Named Manager) .... | 
(Purchases Company) an. 13s 
Birmingham Fire & Cas. Co iid 
(Stock Exchange Rejected) June 161 
Blue Ridge Insurance Co., Charlotte 
(Name Changed) Jan, 188 


Cusende [Insurance ¢ 


(Monthly Billing) 


Ltt 


The Casualty Ins. Co. of Calif., Los 
ngeles 
(To Write A. & H.) .... 
The Celina Group, Celina 
(Executive Elections) 169 
Central Natl. Ins. Group, Omaha 
(Executive Promotions) . 116 
Cherokee Ins. Co., Nashville 
(Incorporates) .. Aug. 116 
(Stock Exchange) ‘t. 169 
Citizens Cas, Co. of N. Y., 
(Stock Dividend) Nov. 143 
Combined American Ins. Co., 
(Executive Vice- president). . 116 
Combined Ins. Co. of America, Chiiengo 
(Expands Operations) ..July 119 
Commercial Union Assur. Co. Ltd., London 
Direction) ... 
Commotidated Mutual Ins. Co., Brooklyn 
(Named Treasurer) ... 
Continental Co., “Chica ago 
(Injunction Denied) . 
(New Accident Policy) .... 
(New President) Sept. 
(Dental Insurance Plan) pt. 152 
(Sponsoring Bank) ... Sept. 152 
(Stock Dividend) .......... vov. 144 
Continental Ins. Co., New 
(4 Million Dollar Verdict) 
Continental-National Group, Chicago 
(Consent Injunction) 
(Elected Secretary) 
Cornbelt Ins. Co., Freeport 
(Named Vice President) 
Crum & Forster, New York 
(Named Vice President) 


Aug. 


Dixie Auto Ins. Co., Anniston 
(Executive Vice President) June 162 
Delta Fire & Casualty Co., Baton Rouge 
(Placed in Receivership) Sept. 153 
The Domestic Mut. Fire Ins. Co., Shamokin 
(Merged) Sept. 151 


The Employers’ Group, Boston 
(Merit Rating Plan) 
Employers Mutual Group, Wausau 


(Executive Vice-president) 


Farmers Ins. Group, Los Angeles 
(Co-Chairman) . 
(Heads Truck Exchange) 
(New President) 
(Heads Mid-Century) 
(Heads Fire Ins. Exchange) June 162 
Farmers Mut. Automobile Ins. Co., Madison 
(New Vice-presidents) 169 
Farmers’ Mut. Fire Ins, Co., Wilmington 
(Deviating Basis) Oct. 170 
Federal Ins. Co., New York 
(Executive Elections) . 144 
Fidelity & Deposit Co. of Md.. Ralto. 
(Stock Split & Stock Dividend) ..July 
Fidelity Southern Fire Ins. Co., Houston 
(Stock Dividend) 
Fireman's Fund Group. San Francisco 
(Announces Merit Plan) 
(Credit Account Plan) 
(Safe Drivers Plan) 
(Executive Appointments) 
(A & H Credit Card Plan) 
(Stock Dividend) 
Florida Home Ins. Co., 
(New Vice president) 
Forest Ins. Co., Atlanta 
(Merger Proposed) 
Frankford Mutnal Fire Ins. Co., 
(Changes Title) 
Frankford Mutual Ins. Co., Phila. 
(New Title) ... 
Freeport Ins. Co., Freeport 
(Forms Subsidiary) A 
Founders’ Ins. Co.. Los Angeles 
(Exehange Offer) . ‘ ....Dec 


‘June 162 
June 162 


Miami 


General Reinsurance Corp., New York 
(Appointed Secretaries) .. Aug 
Germantown Fire Ins, Philadelphia 
(Capital Change) Jan 
Gibraltar Mutual Ins. Co., Philadelphia 
(Moves Head Office) .. July 
Government Employees, Washington 
(Compact Automobiles) Jan 
(Dividend Actions) Jan 
Grain Dealers Mut. Ins. Co., Indianapolis 
(New President) 
(Executive Appointments) 
Granite State Fire Ins. Co 
(Tithe Changed) 
Granite State Ins. Co., 
(New Title) 
Graphie Arts Mut. Ins. Co., New York 
(New Title) .. Nov 
Great American Group, New York 
(Competitive Auto Policy) 


Manche ster 


Mane hester 


July 


MAY, 1959) 


Great American Ins. Co., New York 
(Budget Plan) 
Great Southwest Fire Ins. Co., Phoenix 
(Executive Vice-President) 
(Reins. by Merchants & Farmers) June 168 
Guaranty Security Ins. Co., Minneapolis 
(Merger Completed) Aug. 117 
Gulf American F,. & C. Co., Montgomery 
(Merger Proposed) Aug. 117 


Harbor Insurance Companies, San Diego 
(Stock Sale) Aug. 117 
(Moves Headquarters) .......... Nov. 145 

Hardware Mutuals, Stevens Point 
(Vice President) .... 

(Elected Treasurer) 

Harleysville Mutual Ins, Cos., Harleysville 
(Safe Driver Plan) . ...Jan. 139 

Hartford Fire Ins. Group. Hartford 
(Business Development Dept.) ...June 163 
(Elected President) Aug. 117 
(Building Chicago Office) s 153 
(Vice Presidents) Dec. 144 

Hastings Mut. Ins. Co., 
(Merged) Sept. 156 

Holland America Ins. Co., Kansas City 
(Executive Vice President) 

The Home Ins. Co., New York 
(Executive Appointments) .. : 

Home Owners Mutual Ins. Co., Chie Pago 
(Elected President) Sept. 

Horizon Ins. Co., Freeport 
(New Subsidiary) 


Hi: astings 


Ideal Mut. Ins. Co., New York 

(Executive Election) . Sept. 156 
Indemnity Ins. Co. of N. A 

(New Auto Policy) 

(New Vice Presidents) 
Insurance Company of N. A. Cos., : 

(Executive Appts.) ... June 18 

(Executive Appointments) . 120 
Ins. Corp. of America, Indianapolis 

(Increased Stock Dividend) .....Nov. 145 
Inter-Ocean Reinsurance, Cedar Rapids 

(Dividend Actions) . Jan. 139 
Interstate Fire & Cas., Chicago. 

(Stock Split) 

(Stock Split) . 

(Senior Driver Cover ’ . 170 

(Additional Stock) .... Dec. 144 


July 121 


June 163 


Jefferson Insurance Co., New York 
(Ocean Marine Managers) Jan, 130 


Keystone Ins. Co., Philadelphia 


(Vice President and Secretary) ..Aug. 120 


Liberty Mutual Insurance Co., Boston 
(New Dividend Class) 
London Assur. Group, New York 
(Vice President) 
Lumbermens Mut. Ins. Co., 
(Agency Vice President) June 163 
The Lumber Mutual Fire Ins., Boston 
(Direct Billing) .. Dec. 144 


Manstield 


Maine Bonding and Casualty Co., Portland. 
(Wxchangze Se 7 
(Exchange Effective) 

Marquette Cas. Co., New Orleans 
(Executive Ap ointment) 

Maryland Casualty Co., Baltimore 
(Executive Flections) . 
Merchants & Farmers Mut. 

Worcester 
(Reinsures Guarantee) 

Merchant Fire Assurance Corp., 
(Stock Dividend) .. June 163 

Michigan Mutual Li: ibility, Detroit 
(Merit Rating Plan). Jan. 130 

Michigan Surety Co., Lansing 
(Receivership Deferred) .. ...Dee, 145 

Mid-America F. & M. Ins. . Kansas c ity 
(New Headquarters) 12 

Mid Union Indemnity Co., 

(Insolvent) ‘ 

Mission Indemnity Co., Pasadena 
(Name Changed) . 

(Issues Preferred Stock) 

Mission Ins. Co., Los Angeles 
(New Offices) 

Mission Ins. Co., 

(New Title) 

The Monitor Mutual Ins., 
(Merged) 

Mountain Standard Ins. Co., Denver 
(Placed in Receivership) . .. Sept 

Mummasburg Mut. Fire DP rotection Soci 

Gettysburg 
(Merged) 

Mutual Benefit, Omaha 
‘Ruys St. Paul Hospital & Cas 
(hxecutive Appointments) 


-Aug. 120 
F ire Ins Co : 


June 163 
New York 


Ponti: 
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Natl. Fire Ins. Co. of Hartford, 


Hartford The Phila. Contributionship Ins. Co. Sterling Fire Ins. Co., Cobleskill 


Sept. 152 Philadelphia (Name Changed) ..... Sept. 158 
(Reinsures Natl. Grange Mutual (New Subsidiary) . 3 Nov. 146 (Bought by Mut. Benefit) .. -- Oct. 171 
122 rhe Phoenix ot Harttord Cos., Harttord Sterling Ins. Co., Cobleskill 
(New Preside nt) July 122 (Premium Payment Plans) .. Jan. 141 -Sept. 158 
National of Hartford Companies, Hartford Phoenix of London Group, New York The Stuyvesant Ins. Co., Alle ntown 
(Extra Dividend) ........ Ben (Chief Officer) ..... Jan, 141 (New Treasurer) . ..«.Nov. 147 
Nath Union Fire Ins. Co., Pittsburgh Preferred Ins. » Grand Rapids Sun Ins. Office, Ltd., London 
Nov. 145 (New President) .. Aug. 120 (Merger Proposed) Nov. 147 
(Stock Sale) Jan. 140 (New ..Nov. 146 Superior Risk Ins. Co., LeRoy 
National Union Ins. Cos., P ittsburgh (Stock Dividend) Dec. 146 Sept. 157 
(Executive Promotions) ......... June 144 Providence Washington Ins., Providence 
Nationwide Mutual Ins., Columbus (Dividend Action) ; Jan. 141 Texas Employers’ Group, Dallas 
(Compact Car Discount) ......... Dec. 145 Public National, Miami (Executive Elections) Aug. 121 
New Hampshire Fire Ins. Co., Manchester Oct. 170 Travelers Insurance Co., Hartford 
(Title Changed) 


-Nov. 145 (Executive Promotions) ....... May 148 


New Hampsire s. Co., N cheste (Independent Auto Plan) ....... : July 122 
(New 1 fan ov. 145 Reliance Insurance Group, Philadelphia (lL. Branch Office) ............ Aug. 121 
Extra Dividends) ; Jan. 140 (Coal Mine Operations Absorbed) June 164 (Named Vice-president) ....... Oct. 172 
New Policy) . ...Jdan, 140 Republic Ins. Co., Dallas Tri-State Mutual Ins. Co., Luverne 
New York Mut Casualty Co., N. Y. Resolute Ins. Co., Hartford (Stock Exchange) ........... Ogt., 192 
(Vice President & Treasurer) ...June 164 (Heads Loss Dept. ) seeeceeee Sept. 157 
(Elected Vice-president) .........4 Aug. 120 ‘Riverside Ins. Co. of om Little Rock United States F. and G., Baltimore 
New York Printers and Bookbinders Mut. (Introduces Auto Pl an) eda intel Aug. 120 (Executive Elections) ........... June 164 
Coc, Naw York Royal-Globe Insurance Group, New York (Stock Split) .............. .... Sept, 158 
(Name Changed) Nov. 145 (Marine Manager) ug. 120 (Stock Dividend) . Sept. 158 
New Zealand Ins. Co., Ltd., San Francisco , (Consent Decree) ... ict athe ov. 146 (Additional Stock) .......... ...Nov. 147 
(Executive Changes) ............ July 122 Royal Ins. ¢ se » Liverpool Dec. 146 (Stock Offer) Dec. 147 
North American Accident Ins. Co., Chicago (Chief General Manager) ...... ‘Dee. 146 United States Liability Ins. Co., King of 
(Hlect Secretary) .June 164 Prussia 
North British and Mercantile Ins. Co., Ltd., Scottish Union _& Natl. Ins. Co., Edinburg (Moves Headquarters) ...... ..June 164 
London Sept. 157 Universal Automobile Ins. Co., Indianapolis 
(Proposed Acquisition) .......... June 161 (Combined Operations) Jan. 140 (New Company) —_ «... NOV. 147 
July 119 Security Fire & Indemnity, Charlotte Mutual Insurance, Utiea 
Northern Ins. Co. of New York, New York | Jan. 156 (Elected Treasurer) Jan. 142 
Sept. 157 Security Ins. Co. of New Haven, New liaven 
(Exchange Effective) ............ Dee. 145 (Increased Dividend) ............ June 164 valley Forge Ins. Co., Reading 
Northern Security Ins. Co., Montpelier (Stock Dividend) ......... (New Auto Program) Sept. 151 
Northwestern Fire & Marine Ins. Co., (Named General Agent) ......... Noy. 146 Vermont Accident Insurance, Ruthind 
Minneapolis (Exchange Offer) ........ coos 146 (Purehased by Beneficial) Jan. 126 
(Merger Completed) .............4 Aug. 117 Security Mutual Casualty, Chicago Vigilant Ins. Co.. New York 
Norwich Union Fire Ins. Soc., Ltd., Norwich (Executive Elections) ............Jan. 141 (Personal Lines Program) Dec. 147 
(Purcease Sept. 157 Service Casualty Company, New York 
(Combined Operations ) eee (Elected Treasurer) ............. June 164 
Service Fire Lnsurance Co., New York Wabash Fire & Cas. Ins. Co., Indianapolis 
The Ohio Casualty, Hamilton (Elected Treasurer) ............. June 14 (New Seeshiens) 7 Nov. 148 
& (Extra Dividend) ............ ...Jdan. 140 South British Ins. Co., Ltd., San Francisco Warner Reecipro il Insurers, Chicag P 
Ohio Farmers Indemnity Co., LeRoy Aug. 120 (Executive Elections) . Dec. 147 
Sept. 157 Southeastern Fire Ins, Co., Charlotte Western Millers Mutual Ins. Co., 
Old Republic Ins. Co., Greensburg (Enters Life Field) see : Nov. 147 Kansas City 
(Absorbs Coal Mine Operations) .June 164 Southern Ins. Co., Dallas duly 122 
Springtield Fire & Marine, Springfield (Moves Headquarters) ... July 122 
Pacific Employers Group, Los Angeles EAR 172 Western Pacific Ins. Co., Seattle 
(Enters Life Field) ............. Oct. 171 (Authorizes Life Subsidiary) ...Dee. 146 (Change of Address ) ac . Aug. 121 
(Increases Dividend) ............ Dec. 146 Springtield-Monarch Ins. Cos., Springfield Western Pioneer Ins. Co., Oakland 
Pacific Natl Ins. Co., Miami (New Monthly Payment Ilan) Aug. 120 (General Manager) = : July 122 
Pennsylvania Mutl. Ins. Co., Alburtis Stete Farm Mut. Auto. Ins. Co., B loomington Wilshire Ins. Co., Los Angeles 
(Merger Agreement) ............. July 122 (Customer Relations) .......... Sept. 158 (New Company) ........ Aug. 121 
Perkiomen Mutl. Ins. Co., Collegeville (Compact Automobiles) coecee Sam. 142 Wolverine Ins. Co., Battle Creek 
(Merger Agreement) ............ July 122 State-Wide Ins. Co., N. Y. (Director of Ins.) ...'..... -..... June 164 
The Phila. Contributionship for the (To Write Fire Lines) ........ ..-Aug. 121 
° Insurance of Houses from Loss by St. Paul Companies, St. Paul Zurich-American Ins, Companies, Chicago 
Fire, Philadelphia : (Increased Dividend) ........ ..June 164 (Protit-Sharing Agreement) .. Nov. 148 
(Forms Subsidiary) ............. Nov. 146 .. Sept. 158 


and all reporting form Fire & Marine policies. 


. S. and Canada. 


cover the United States and Canada. 


ATWELL, VOGEL STERLING, INC. 


A-1815 INSURANCE CHICAGO 369 PINE STREET. SAN 
KIRBY BLDG., DALLAS, TEXAS o 


USE A CASUALTY, FIRE & INLAND MARINE AUDITS, on Compensation, Liability, Fleet, Products, 


INSPECTION & ENGINEERING service on all Casualty, 
RESPONSIBLE NATION WIDE SERVICE in the U 


AS WELL AS 28 OTHER OFFICES PROVIDING NATIONWIDE SERVICE 


Fire & Inland Marine lines. 


SERVICE WE DO NOT CONFINE OUR SERVICE mainly to large, concentrated, profitable areas, but 


Harwoop 
SCARSDALE, N. Y. 
9 CLINTON STREET, NEWARK 


60 JOHN STREET, NEW YORK 
STANDARD BLDG., ATLANTA, GA. 


For January, 1960 
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« <—LIST OF ADVERTISERS > 


America Fore Loyalty Group, New York, N. Y Center Page Marsh & MeLennan, Ine. Chieago, Tl 
American Casualty Co., Reading, Va . 7 Marshall & Co., A. W., Newark, N. J. 
American District Telegraph Co., New York, N. \ Melling & Bevingtons, Ltd., 
American Equity Insurance Group, Miami, Fla Metropolitan Fire 


Montreal, Canada 
Assurance Co., Hartford, Conn 
American Fire & Casualty Co., Orlando, Fla . 3 Millers National Insurance Co., Chieago, HI 


American Foreign Insurance Ass'n, New York, N.Y : ps Munich Reinsurance Co., New York, N.Y 


American General Insurance Group, Houston, Texas 

American Health Insuranee Ass'n, New York, N.Y 

American International Underwriters Corp., New York, N.Y 
American Reinsurance Co, New York, N.Y Inside Front Co 
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GOOD AGENT ARITHMETIC 


...INA’s Accident & Sickness Policies 


INA’s 4-in-1 Family Accident and Sickness policy is a plus for any agent. We 
believe it is the broadest and most flexible —first and best in the field! The 
producer has a complete choice of contracts for all clients, whether individuals, 
families, associations or employee and special groups. Short or long term, 
special or all-purpose, standard or unusual risk, INA provides the A&S con- 
tract to cover any hazards, answer any need. Sell any or all in your one-stop sell- 


ing. It’s good arithmetic to be an INA agent with a future —ask our Fieldman 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America + Indemnity Insurance Company of North America + Life Insurance Company of North America + Philadeipnia 
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EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 
substitute for the services of an experienced reinsurer, with a first hand, detailed 


knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


H. Offi GENERA REIN RA D Midwestern Dept.: 314-317 FAIRFAX BUILDING. KANSAS CITY 5. MISSOURI 

0 a 

400 Pacific Dept. 610 SO. HARVARD BOULEVARD.LOS ANGELES 5, CALIFORNIA 
. “'""" TL Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL, QUEBEC 
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